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It isn’t hard to understand why — after all, everybody 
loves a leader, and Webster's is “supreme” in the quality 
field. Typists have learned they get extra value when 
they use Webster products. As a result, MultiKopy and 
Micrometric carbon papers and Star Brand typewriter 
ribbons are now standard equipment in thousands of 
business offices. 

@® Webster dealers who push these brands will benefit 
handsomely in building profits, repeat business, and 
customer good will. 

® Webster will continue to help you through National 
advertising and merchandising assistance. 

@ In short, Webster is constantly working to make 
your Franchise more valuable and profitable to you. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign— one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 


~accepted manuscripts will be 


paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 


{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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ALDVERTISEMENTS 
A A. b ve am , 





Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 

A 
Acco Products, Inc. 173 
Ace Fastener Corp. 91 
Aeme Visible Records, Inc. 89 
Adams, Henry T., Mfg. Co. 184 
Aigner, G. J., Co. 177 
Allen & Co. 179 
Allen-Wales Add. Mach. Corp...182 
Allied Carbon & Ribbon Corp. 178 
All-Steel-Equip. Co. 137 
Alma Desk Co. 174 
Amer. Autmtc. Elec. Sales Co...161 
Amer. Hair & Felt Co. 80 
Amer. Number. Machine Co.....177 
Amer. Photo Laboratories 167 
Amer. Writing Machine Co. 78 
Ames Supply Company 74 
Anderson-Hickey Co., Inc. .140 
Art Metal Construction Co. 67 
Art Steel Co. 119 
Artility Metal Products, Inc. 117 
Automatic File & Index Co. 

158, 165 

Autopoint Co. 111 

B 
Bankers Box Co. 82 
Barker, Earl M., & Co. 178 
Barkley, C. L., & Co. 95 
Bassick Company 113 
Bates Mfg. Co., The 131 
Beach Publishing Co. 178 
Bentson Mfg. Co. 152 
Better Packages, Inc. 181 
Bickett, L. M., Co. 183 
Billings, John G. 178 
Bolens Mfg. Co. 143 
Boorum & Pease Co. 141 
Bright Chair Co. 165 
Bristow, Stanley R. 182 
British Stationery Exporter 185 
Brown, L. L., Paper Co. 129 
Browne-Morse Co. 183 
Brush, Punnett, Inc. 180 
Buckeye Ribbon & Carbon Co...151 

Cc 
Chicago Cash Reg. Parts Co.....181 
Clarotype Co., The 184 
Cloyes Gear Works 182 
Codo Mfg. Corp. 164 
Cole Steel Equipment Co. 90 
Collier-Keyworth Co. 126 


Columbia Rib. & Car. Mfg. Co. 94 


Columbia Steel Equipment Co. 


Continental Ink Co. 

Cook, The H. C. Co. 
Corona Typewriter 
Corry-Jamestown Mfg. Corp. 
Cotterman, I. D. 

Cramer Posture Chair Co. 


Crown Ribbon & Carbon Mfg. 


Co. 


Cushman & Denison Mfg. Co. 


D 
Daco Card & Index Co. 
Ltd. 


Corp., 


Darnell Corp., 
Dawn Mfg. 
Dick, A. B., Co. 
Dictaphone Corp. 

Dixon, Joseph Crucible Co. 
Dolgorukov Mfg. Co.. 


The 


149 
181 


offer their services in resolving any disagreements which result 


through the journal. 


Doppelt, Chas., & Co. 171 
Downey, C. L., Co. 155 
E 
Eaton Paper Corp. 171 
Efficiency Equipment Co. 185 
Ehrlich Upholstery Works 156 
Elliott-Fisher Back Cover 
Esterbrook Pen Co., The 159 
Even-Flow Corp. 181 
F 
Fair Furniture Co. 172 
Finch & McCulloch 178 
Fritz-Cross Co. 147 
G 
General Fireproofing Co. 64, 65 
Globe-Wernicke Co. 125 
Graff, Geo. B., Co. e--e-160 
Guide System & Supply Co. 130 
H 
Hall-Welter Co. 108 
Hanson Scale Co. 184 
Harding, Milo, Co. 177 
Harriman-Welts Products Co...180 
Harter Corporation, The 76 
Heyer Corporation, The 187 

High Point Bending & Chair 
Co. 174 
Hileo Corp. 158 
Hotchkiss Sales Co. 88 
I 
Imperial Desk Co. 150 
Imperial Mfg. Co. 96 
Imperial Methods Co 105 
Indiana Desk Co. 166 
Industrial Tape Corp. 84, 85 
Ink Specialties Co. 164 
Inter-State Rib. & Car. Corp...182 


Invincible Metal Furniture Co. 86 


J 


Jasper Chair Co. 106 


Jasper Office Furniture Co. 163 
Jasper Seating Co. ...160 
K 
Kellogg, A. W., Sales Co 181 
Kilian Mfg. Corp. 75 


L 
Lanston Monotype Mach. Co 
Lyon Metal Products, 
M 
The 
Supplies Co. 
Co. 


Ine 


Macey Co., 
Manifold 
Markilo 
Markwell Mfg. Co. 
Massillon Wire Basket Co. 
Master-Craft Div., 
Walker 
Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Melind, Louis Co. 
Metal Office Furniture Co. 


Shaw- 


Meyer & Wenthe, Inc. 
Michigan Desk Co. 
Midwest Naturlite Co. 
Mimeograph, The 
Mitchell Binder Co. 
Mittag & Volger, Inc. 


Push-Pin Co. 
Co., The 


Moore 
Mosler Safe 
Multipost Co, 
Chair Co. 

Co. 

N 

National Blank Book Co. 
Nat'l Brief Case Mfg. Co 
National Show Co 


Neva-Clog Products, 


Murphy 
Mutschler Bros. 


Business 
Ine 
New Indiana Chair Co 
Northwest Metal Products Co. 
Nucraft Furniture Products 
0 
Oakville Co. Div. Scovill 
Old Town Ribbon & Carbon Co. 
Orthograph Co., The 
Oxford Filing Supply Co. 
P 
Pacific Cb. & Ribbon Mfg. Co. 


Parker Pen Co. 


Peerless Key Imperial Mfg. Co. 


Peerless Steel Equip. Co 
Pelouze Mfg. Co. 


Phillips Process Co. 


183 
140 
151 

81 
166 
184 
136 


183 


181 
118 















of its various 


pares advertising copy, 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


In the execution 


this bureau calls upon 


list of desirable 


S. A. lines, and in many 








from relations established 


Prevue-Radsell Co. 184 
Pronto File Corp. 90, 114 
Q 
Quality Park Envelope Co 100 
R 
Red Feather Products Ltd. 162 
Reliable Tw. & A. M. Corp. 143 
Remington Rand, Inc... .98, 99, 134 
Rishel, J. K., Furniture Co. 156 
Rite-Rite Mfg. Co. ..186 
Rivet-O Mfg. Co. 184 


79 


Roberts Numbering Mach. Co...172 


Roberts, Weldon Rubber Co.....180 
Rockwell-Barnes Co. 27 
Royal Metal Mfg. Co. 138 
Royal Typewriter Co..... .. 88 
Ss 
Sanymetal Products Co., Inc...139 
St. Johns Table Co. 155 
St. Louis Hardware Mfg. Co. 
145 
Seat, Dr., Chemical Co. 185 
Seatmaster Co. 104 
Security Steel Equip. Corp. 146 
Shaw-Walker Co. 93, 138 
Sheaffer, W. A., Pen Co. 109 
Sheppard, C. E., Co. 162 
Sherman-Manson Mfg. Co. 144 
Shipman-Ward Mfg. Co. 150 
Sikes Co., Inc., The 97 
Sloane, W. & J. 115 
Smith, L. C., & Corona Type- 
writers, Inc. 61 
Speed Key Mfg. Co. 180 
Speed-O-Print Corp. 169, 170 
Speed Products Co. 120 
Standard Office Products Co.....166 
Stark Calendars, Inc. 152 
Stein Bros. Mfg. Co. 148 
Stenotype Supplies Co., The 184 
Storms, H. M., Co........ 154 
Sturgis Posture Chair Co. 159 
Sun Rubber Co., The 167 
Sundstrand Back Cover 
T 
Taylor, R. A., & Co. 178 
Technygraph, The 176 
Toledo Metal Furniture Co. 112 
Triner Scale & Mfg. Co. 168 
Troy Sunshade Co. 101 
Underw. Elliott-Fisher 


Back Cover 


Union Rubber & Asbestos Co...183 
U. S. Tw. Ribbon Mfg. Co. 176 
Universal Office Equipment 

Co. 185 
Universal Paper Products Co...155 

v 

Vail Manufacturing Co. 107 
Van Dyke Industries 128 
Varat, Murray, Co. 185 


Victor Adding Machine Co. 


Victor Safe & Equipment Co, 182 


Visible Records Equip. Co. 122 
w 

Warshaw Mfg. Co. 17% 

Webster, F. S., Co. 2 

Weis Mfg. Co. ee, 70, Ti, T2 

Wiggins, John B., Co. 183 


Y 
Yawman and Erbe Mfg. Co.....110 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 
Amer. Writing Machine Co 
Ames Supply Co 
Cloyes Gear Works 
Shipman-Ward Mfg. Co 

Adding Machine Rolls & Paper 
Rockwell-Barnes Co 

Adding Machines 
Allen-Wales Add. Mach. Corp 
Lanston Monotype Mach. Co 
Remington Rand, Inc 98, 99 
Sundstrand Back C 
Vietor Adding Mach. Co. 

Adding Machines, Rebuilt & Used 
Reliable Tw. & A. M. Corp 
Shipman-Ward Mfg. Co 
Univ. Office Equip. Co 

Adding Typewriters 
Underwood Elliott Fisher Co 

enmnen Back C 

Addressing Machines, Used 
Univ. Office Equipment Co 

Adhesives 
(See Inks, Adhesives, et« 

Arch and Clip Board Files 
Amer. Aut. Elec. Sales Co 
Cushman & Denison Mfg. ¢ 
Globe-Wernicke Co 
Rockwell-Barnes Co 
Shaw-Walker Co 93, 
Yawman & Erbe Mfg. Co 

Ball Bearings for Drawer Slides, ete 
Kilian Mfg. Corp 

Banker’s Note Cases 
Art Steel Co 


General Fireproofing Co 64, 


Globe-Wernicke Co 
Victor Safe & Equip. Co 
Billing Machines 
Remington Rand, Inc 98, 99 
Underwood Elliott Fisher Co . 
ea0w tack C 
Binders, Catalogue and Periodical 
Acco Products, Inc 
Aigner. G. J., & Co 
Mitchell Binder Co 
National Blank Book Co. 
Shaw-Walker Co 
Sheppard, The C. E., Co 
Binders, Permanent Storage 
Adams, Henry T., Mfg. ( 
Bankers Box Co 
Shaw-Walker Co 93 
Sheppard, The C. E Co 
Binders, String 
Bankers Box Co 
Blank Books 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 


Blue Print and Plan File Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construction (C: 

Art Steel Co 

Browne-Morse Co 

Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing (« 
Globe-Wernicke Co 
Peerless Steel Equip. Co 
Shaw-Walker Co 93 
Yawman & Erbe Mfg. Co 

Bond Boxes 
Art Steel Co 


over 


185 


over 


102 


General Fireproofing Co #4, ¢ 


Globe-Wernicke Co 
Book Cases 
All-Steel-Equip Co 
Alma Desk Co 
Art Metal Construction Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 64 
Globe-Wernicke Co 
Macey Co., The 
Nucraft Furniture Products 
Peerless Steel Equip. Cr 
Shaw-Walker Co ) 
Weis Mfg. Co 12 1 
Yawman & Erbe Mfg. C 
Book Ends 
Dolgorukov Mfg. Co 
Book Rings 
Adams, Henry T., Mfg. ( 
Bookkeeping Machines 
Underwood Elliott Fisher © 


Box Letter Files 
Art Steel Co 
Globe-Wernicke Cx 
Rockwell-Barnes Co 
Wels Mfg. Co 69, 70, 71 
Brief and Zipper Cases 
Doppelt, Chas., & Co 
National Brief Case Mfg. Co 
Shaw-Walker Co - 93 


obligation. 
Sheppard, The C. E., Co 162 Coin Bags, Trays and Wrappers 
Stein Bros. Mfg. Co 148 Art Steel Co 119 
Varat Murray, Co 185 Downey, C. L., Co 155 
Business Shows Copyholders 
National Business Show 151 Acco Products, Inc 173 
Caleulating Devices Amer. Aut. Elec. Sales Co 161 
Meilicke Systems, Inc 180 Dawn Mfg. Corp., The = 108 
Shipman-Ward Mfg. Co 150 Shipman-Ward Mfg. Co 150 
Caleulating Machines Costumers 
Allen-Wales Add. Mach. Co 182 Fair Furniture Co 172 
Lanston Monotype Machine Co 87 Globe-Wernicke Co., The 125 
Sundstrand , Back Cover Peerless Steel Equip. Co woe» A 4 
Victor Adding Mach. Co 77 Royal Metal Mfg. Co 138 
Calculating Machines, Used Sanymetal Products Co Ine 139 
Reliable Tw. & A. M. Corp 143 Shaw-Walker Co 93, 133 
Shipman-Ward Mfg. Co..... ..150 Troy Sunshade Co 101 
Universal Office Equip. Co. 185 Crayons 
Calendar Pads & Stands Dixon, Joseph, Crucible Co 139 
Stark Calendars, Inc seoeee-oll SZ Cushions and Pads, Chair 
Carbon Interleaved Sets Bickett, L. M., Co 183 
Taylor, R. A., & Co 178 Seatmaster Co 104 
Carbon Papers Shipman-Ward Mfg. Co 150 
(See Ribbons and Carbons) Sun Rubber Co — 167 
Card Index Boxes and Trays Dating Stamps 
All-Steel-Equip Co 137 Amer. Number Mach. Co ; 177 
Art Metal Construction Co 67 Bates Mfg. Co 131 
Art Steel Co q 119 Melind, Louis, Co 163 
Bentson Mfg. Co 152 Meyer & Wenthe, Inc 168 
Cole Steel Equipment Co 90 Rivet-O Mfg. Co 184 
Columbia Steel Equip. Co 149 Desk Lamps 
Corry-Jamestown Mfg. Corp 102 Dawn Mfg. Corp 108 
General Fireproofing Co 64, 65 Midwest Naturlite Co 124 
Globe-Wernicke Co 25 Standard Office Procucts Co 166 
Guide System and Supply Co 130 Van Dyke Industries 128 
Imperial Methods Co 105 Desk Mechanisms, Typewriter 
Invincible Metal Furn. Co 86 St. Louis Hardware Mfg. Co 145 
Metal Office Furn. Co. 79 Desk Pads 
Peerless Steel Equip. Co 154 Aigner, G. J., & Co 177 
Security Steel Equip. Corp 146 Amer. Aut. Elee. Sales Co 161 
Shaw-Walker Co 93, 133 Finch & McCullouch 178 
Warshaw Mfg. Co 173 Desk Pending-Letters Holders 
Weis Mfg. Co 69, 70, 71, 72 Acco Products, Inc 173 
Yawman & Erbe Mfg. Co 110 Desk Pen & Ink Sets 
Cards, Business (Book Form) Even-Flow Corp 181 
Wiggins, John B., Co 183 Sheaffer, W. A Pen Co 109 
Cash Boxes Desk Trays io 
Art Steel Co 119 Aigner, © J & Co . an 
General Fireproofing Co. 64, 65 Art Metal Construction Co 67 
Art Steel Co. 119 
Cash Register Parts Automat. File & Index Co 158, 165 
Chicago Cash Reg. Parts Co 181 Cole Steel Equipment Co 90 
Casters, Caster Bearings, Slides Corry-Jamestown Mfg. Corp 102 
Bassick Co 113 Dolgorukov Mfg. Co 175 
Darnell Corp 92 General Fireproofing Co 64, 65 
Kilian Mfg. Corp 175 Globe-Wernicke Co 25 
; Imperial Methods Co 105 
“Ta a 122 Massillon Wire Basket Co 180 
1“ Nucraft Furniture Products 36 
Chair trons Peerless Steel Equip. Co 144 
tassick Co 113 Shaw-Walker Co 93, 133 
Bolens Mfg. Co 143 Weis Mfg. Co 69, 70, 71, 72 
Collier-Keyworth Co 126 Yawman & Erbe Mfg. Co 110 
Chairs. Office Desk Work Distributors 
Artility Metal Products, Ine 117 Art Steel Co 119 
Bright Chair Co 165 Bristow, Stanley R 182 
Cramer Posture Chair Co 132 Globe-Wernicke Co 125 
Ehrlich Upholstery Works 156 Lyon Metal Products, In 184 
General Fireproofing Co 64, 65 Victor Safe & Equip. Co 182 
Harter Corp 76 Weis Mfg. Co 69, 70, 71, 72 
High Point Bending & Chair Co...174 Desks 
Jasper Chair Co 1046 Alma Desk Co. 74 
Jasper Seating Co 160 Art Metal Construction Co 67 
Lyon Metal Products, Inc 184 Art Steel Co 119 
Metal Office Furniture Co 79 Automat. File & Index Co 158, 165 
Murphy Chair Co 36 Bentson Mfg. Co 152 
New Indiana Chair Co 166 Browne-Morse (¢ 183 
Royal Metal Mfg. Co 138 Columbia Steel Equip. Co 149 
Shaw-Walker Co. 93, 133 Corry-Jamestown Mfg. Corp 102 
Sikes Ce Inc., The 97 General Fireproofing Co 64, 65 
Sturgis Posture Chair Co 159 Globe-Wernicke Co 125 
Toledo Metal Furn. Co 112 Imperial Desk (« 150 
Troy Sunshade Co 101 Indiana Desk ( 166 
Chairs, Folding Invincible Metal Furn. Co RG 
Lyon Metal Products Ine 184 Jasper Office Furn. Co 163 
Royal Metal Mfg. Co 138 Macey Co., The 142 
Chairs (Posture) Metal Office Furniture Co 79 
Amer Aut. Elec. Sales Co 141 Michigan Desk Co 161 
Artility Metal Products, Ine 117 Peerless Steel Equip. (« 154 
Bright Chair Co 165 Rishel, J. K Furn. ¢ 156 
Cramer Posture Chair Co 132 Royal Metal Mfg. Co —— 
Fritz-Cross Co 147 Security Steel Equip. Corp 146 
General Fireproofing Co 64, 65 Shaw-Walker Co 93, 133 
Harter Corp 76 Sloane, W. & J 115 
High Point Bending & Chair Co..174 Troy Sunshade ( 101 
Jasper Chair Co 106 Victor Safe & Equip. C 182 
Jasper Seating Co 160 Yawman & Erbe Mfg. Co 110 
Murphy Chair Co 136 Dictating Machine (Stenotype) Supplies 
Royal Metal Mfg. Co 138 Stenotype Supplies Co 184 
Shaw-Walker Co 93, 13% Dietating Machines 
Sikes Co., Inc., The 97 Dictaphone Corp 103 
Sturgis Posture Chair Co. 159 Dietating Machines, Used 
Toledo Metal Furn. Co 112 Shipman-Ward Mfg. Co 150 
Cheek Protectors & Writers Display Hooks 
Hall-Welter Co 108 Oakville Co., D Scovill 183 
Checks, Stamped Metal Drinking Cups, Paper 
Meyer & Wenthe, Inc... aud 168 Univ. Paper Products Co 153 


Duplicating Machines, Engineering 


Billings, John G. 
Duplicating Machines & Suppl 

Amer. Writing Mach. Co...... 

Barker, Earl M., & Co. 


Columbia Ribbon & Carbon 


Gis. encnstnnttinens 
Dick, A. B., Co... 
Harding, Mile, Co. 
Heyer Corporation, The 
Hileo Corp. .. ; 
Ink Specialties Co. 
Manifold Supplies Co. 
Mimeograph, The 
Mittag & Volger, Inc 
Orthograph Co., The 
Red Feather Products, Ltd. 
Shipman-Ward Mfg. Co. 
Smith, L. C., 
Speed-O-Print Corp, 





; 178 

ies 

ea 78 
178 

Mfg 

; nis ee 

59 





162 
eel 50 
& Corona Typewr. 61 
169, 70 


Technygraph, The . . 176 
Victor Safe & Equip. Co.......... — 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co. 150 
Universal Office Equip. Co. 185 
Envelope Openers 
(See Letter Openers) 
Enyelope Sealers 
wéaltipost Co., Ine 157 
Envelope Sealer-C liers 
Multipost Co., Ine 157 
Envelopes 
Globe-Wernicke Co 125 
Quality Park Envelope Co 100 
Envelopes, Celluloid 
Markilo Co. 182 
Eradicators, Ink 
Heyer Corp., The 187 
Erasers, Rubber 
Dixon, Joseph, Crucible Co. 139 
Roberts, Weldon, Rubber Co 180 
Exhibitions, Office 
Nat'l Business Show 151 
Expense Books 
Beach Publishing Co 178 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 131 
Oakville Co., Div. Scovill 183 
Rivet-O Mfg. Co 184 
File Boxes, Collapsible Corrugated 
Bankers Box Co a2 
Barkley, C. L., Co 95 
Globe-Wernicke Co 125 
Guide System & Supply Co 130 
Orford Filing Supply Co. 118 
Wels Mfg. Co. 69, 70, 71, 72 
File Boxes, Metal 
Adams, Henry T., Mfg. Co. 184 
Art Metal Construction Co. 67 
Art Steel Co 119 
Corry-Jamestown Mfg. Corp 102 
Globe-Wernicke Co 125 
Peerless Steel Equip. Co 154 
Pronto File Corp 90, 114 
Rockwell-Barnes Co. 127 
Shaw-Walker Co. ...... 93, 133 
Victor Safe & Equip. Co. 182 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 175 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 157 
Mosler Safe Co.. The 116 
Shaw-Walker Co. 93, 133 
Victor Safe & Equip. Co 182 
Filing Cabinets, Metal 
All-Steel-Equip Co. 137 
Anderson-Hickey Co. 140 
Art Metal Construction Co 67 
Art Steel Co 119 
Automatic File & Index Co _ 158, 165 
Bentson Mfg. Co 152 
Browne-Morse Co. 183 
Cole Steel Equipment Co 90 
Columbia Steel Equip. Co. 149 
Corry-Jamestown Mfg. Corp 102 
General Fireeproofing Co 64, 65 
Globe-Wernicke Co 125 
Invincible Metal Furn. Co 186 
Macey Co., The 142 
Metal Office Furn. Co. 79 
Peerless Steel Equip. Co 1n4 
Pronto File Corp............... 90, 114 
Security Steel Equip. Corp 146 
Shaw-Walker Co 93, 182 
Victor Safe & Equip. Co 182 
Yawman & Erbe Mfg. Co 110 
Filing Cabinets, Wood 
Globe-Wernicke Co. 125 
Imperial Methods Co 105 
Weis Mfg. Co 69, 70, 71, 72 
Yawman & Erbe Mfg. Co. 110 
Filing Supplies 
Acco Products, Ine 173 
Aigner, G. J., & Co 177 


THE CLASSIFICATIO 


(Continued on page 6) 





THE CLASSIFICATIONS 
(Continued from page 5) 


Art Metal Construction Co 67 
Barkley, C. L., & Co 95 
Browne-Morse Co. 183 
Corry-Jamestown Mfg. Corp 102 
Daco Card and Index Co...... 178 
General Fireeproofing Co 64, 65 
Globe-Wernicke Co 125 
Guide System & Supply Co. 130 
Imperial Methods Co 105 
Macey Co., The..............-- ...142 
Metal Office Furn. Co 79 
Oxford Filing Supply Co 118 
Pronto File Corp. .......................90, 114 
Quality Park Envelope Co 100 
Rockwell-Barnes Co 127 
Shaw-Walker Co. 93, 133 
Victor Safe & Equip. Co 182 
Warshaw Mfg. Co.......... i: ...173 
Weis Mfg. Co 69, 70, 71, 72 
Yawman & Frbe Mfg. Co 110 
Filing Tables 
Toledo Metal Furniture Co 112 
Finger Pads 
Speed Products Co 120 
Folders (See Filing Supplies) 
Fountain Pens 
Esterbrook Pen Co 159 
Parker Pen Co. 121 
Sheaffer, W. A., Pen Co 109 
Gummed Cloth Rings 
Graff, Geo. B., Co 160 
Warshaw Mfg. Co 177 
Gummed Tape 
Industrial Tape Corp 84, &5 
index Card Signals 
Cook, H. C., Co 179 
Graff, Geo. B., Co..... ..160 
Victor Safe & Equip. Co "2 
Index Tabs 
Aigner, G. J., & Co 177 
Barkley, C. L., & Co 95 
Globe-Wernicke Co 125 
Guide System & Supply Co 130 
Markilo Co. 182 
Shaw-Walker Co 93, 133 
Sheppard, The €. E., Co 162 
Victor Safe & Equip. Co 182 
Inks, Adhesives, Ete. 
Continental Ink Co 181 
Harriman-Welts Prod. Co 180 
Ink Specialties Co 164 
Melind, Louis, Co 163 
Parker Pen Co 121 
Rivet-O-Mfg. Co. 184 
Sheaffer, W. A., Pen Co 109 
Union Rubber & Asbestos Co 183 
Inkstands 
Cushman & Denison Mfg. Co 183 
Labels, Folder Strip, Ete. 
Imperial Methods Co 105 
Oxferd Filing Supply Co. 118 
Warshaw Mfg. Co.. 178 
Ladders, Library, Store & Vault 
Cotterman, I. D 182 
Leads for Mechanical Pencils 
Autopoint Co. 111 
Dixon, Joseph, Crucible Co 139 
Rite-Rite Mfg. Co 186 
Sheaffer, W. A., Pen Co. 109 
Leather Goods 
Doppelt, Chas., & Co. 171 
Nat'l Brief Case Mfg. Co 140 
Stein Bros. Mfg. Co 148 
Varat, Murray, Co 185 
Leather Upholstered Furniture 
Bright Chair Co. 165 
Ehriich Upholstery Works 156 
Jasper Chair Co. 106 
New Indiana Chair Co 166 
Letter Openers 
Multipost Co., Inc 57 
Oakville Co., Div. Scovtll 183 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, John B., Co 183 
Library Equipment 
All-Steel-Equip Co 137 
Art Metal Construction Co 67 
Art Steel Co. 119 
Corry-Jamestown Mfg. Corp 102 
General Fireproofing Co 64, 65 
Globe-Wernicke Co 125 
Macey Co., The 142 
Peerless Steel Equip. Co. 154 
Security Steel Equip. Corp 146 
Shaw-Walker Co 93, 133 
Yawman & Erbe Mfg. Co 110 
Lockers and Storage Cabinets 
All-Steel-Equip Co 137 
Anderson-Hickey Co 140 
Art Metal Construction Co 67 
Art Steel Co 119 
Browne-Morse Co 183 
Corry-Jamestown Mfg. Corp 102 
General Fireproofing Co 64, 65 
Jlobe-Wernicke Co. 125 
Invincible Metal Furn. Co. ge 
Lyon Metal Products, Inc 184 
Macey Co, The.... 142 
Metal Office Furn. Co 79 
Security Steel Equip. Corp 146 
Shaw-Walker Co. 98, 183 
Yawman & Erbe Mfg. Co 110 
Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co......... .184 
Aigner, G. J., & Co... 177 


Boorum & Pease Co..... 
Master-Craft Div. Shaw- Walker 
National Blank Book _ ime 
Sheppard, The C. E., 

Loose Leaf Sheet fame Celluloid 
Markilo Co. .......... 

Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 
Sheppard, The C. E., Co 

Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co. 

Victor Safe & Equipment Co 

Map Tacks 
Graff, George B., Co..... 

Moore Push-Pin Co........ 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co... 64 
Globe-Wernicke Co. 
Macey Co., The P 
Rishel, J. K., Furniture Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 93 
Sloane, W. & J. 
Troy Sunshade Co 

Memorandum Books 
Boorum & Pease Co 
Master-Craft Div. Shaw- Walker. 
National Blank Book Co 
Rockwell-Barnes Co 
Prevue-Radsell Co. 

Memorandum Devices 
Autopoint Co 
Bates Mfg. Co 
Bristow, Stanley R 
Finch & MeCullouch 

Mending Tape 


Industrial Tape Corp 84 
Warshaw Mfg. Co 
Moisteners 


Better Packages, Inc 
Kellogg, A. W., Sales Co 
Rivet-O-Mfg. Co 
Numbering Machines 
Amer. Numbering Mach. Co 
Bates Mfg. Co 
Melind, Louis, Co . 
Roberts Numbering Mach. Co. 
Office Partitions and Railings 
Globe-Wernicke (Co 
Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Paper 
Brown, L. L., Paper Co 
Eaton Paper Corp 
Rockwell-Barnes Co 
Paper Clamps 
Acco Products, Inc 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co., Ine 
Oakville Co. Div. Secovill 
Paper Clips 
Acco Products, Inc 
Cook, H. C., Co. 
Cushman & Denison Mfg. Co 
Graff, Geo. B., Co 
Oakville Co. Div. Scovill 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp 
Bates Mfg. Co. 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Co 
Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 
Oakville Co. Div. Scovill 
Pencil Sharpeners 
Graff, George B., Co 
Pencils, Mechanical 
Autopoint Co. 
Parker Pen Co. 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co 
Pencils, Wood Cased Lead 
Dixon, Joseph, Crucible Co 
Penholders 
Dixon, Joseph, Crucible Co 
Pens, Steel 
Esterbrook Pen Co 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co. Div. Scovill 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Machine Co. 
Ames Supply Co 
Shipman-Ward Mfg. Co 
Postal Scales 
Hanson Secale Co 
Pelouze Mfg. Co. 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 
Price Card Holders 
Oakville Co. Div 
Publishers 
British Stationery Exporter 
Punehes 
Acco Products, Inc 
Bates Mfg. Co..... 
Boorum & Pease Co 
Glohe-Wernicke Co. 


Scovill 


aan 


. 93 


183 
162 


182 


184 


162 


111 
131 
182 
178 


181 
181 
184 


177 
131 
163 
172 


125 


141 
183 


129 
171 
127 


178 
183 
159 
183 


173 
179 
183 
180 
183 


107 


9] 
131 


144 

81 
120 
182 


160 


111 
121 
1864 
109 


183 


184 


168 


173 
131 
141 


125 


Mitchell Binder Co. ..181 
National Blank Book Co 183 
Push Pins 
Moore Push-Pin Co.. 183 
Oakville Co. Div. Scovill... 183 
Ribbons and Carbons 
Allen & Co......... te 
Allied Carbon & “Ribbon Co 178 
Amer. Writing Machine Co.... 78 
Ames Supply Co. 74 
Buckeye Ribbon & Carbon Co. 151 
Codo Mfg. Corp 164 
Columbia R. & C. Mfg. Co. 94 


Crown Ribbon & Carbon Mfg. Co...182 


Imperial Mfg. Co 


Inter-State Rib. & Carb Corp 182 


Manifold Supplies Co 60 
Mittag & Volger, Inc 123 
Old Town Rib. & Carb. Co 75 
Pacific Car. & Rib. Mfg. Co 135 
Peerless Key-Imperial Mfg. Co. 98 
Phillips Process Co. 180 
Remington Rand Inc 98, 99, 134 
Royal Typewriter Ce., Inc R38 
Shipman-Ward Mfg. Co 150 
Smith, L. C., & Corona Tws 61 
Storms, H. M., Co. 154 
Underwood Elliott Fisher Co 
eiltniniemiaties Back Cover 
8. Typewr. Rib. Mfg. Co 176 
Webster, F. 8., Co 2 
Rubber Bands 
Roberts, Weldon, Rubber Co 180 
Rubber Stamps 
Melind, Louis, Co 163 
Meyer & Wenthe, Inc 168 
Safes 
Art Metal Construction Co 67 
Brush-Punnett, Inc 180 
General Fireproofing Co 64, 65 
Globe-Wernicke Co. 125 
Macey Co., The 142 
Melink Steel Safe Co., The 157 
Mosler Safe Co., The 1146 
Security Steel Equip. Corp 146 
Shaw-Walker Co 93, 13° 
Victor Safe & Equip. Co 182 
Yawman & Erbe Mfg. Co 110 
Scrapbooks 
Glohe-Wernicke Co 125 
Weis Mfg. Co 69, 70, 71, 72 
Secretary Desks 
Art Metal Construction Co 67 
General Fireproofing Co 64, 65 
Globe-Wernicke Co 125 
Peerless Steel Equip. Co 154 
Shaw-Walker Co 93, 133 
Shelving 
All-Steel-Equip Co 137 
Art Metal Construction Co 67 
Art Steel Co 119 
Browne-Morse Co. 183 
Corry-Jamestown Mfg “Corp 102 
General Fireproofing Co 64, 65 
Globe-Wernicke Co. 125 
Lyon Metal Products, Inc 184 
Macey Co., The... 142 
Security Steel Equip. Corp 146 
Shaw-Walker Co 3, 133 
Smoking Stands, Office 
Royal Metal Mfg. Co 138 
Sorting Devices 
Bristow, Stanley R 182 
Stamp Affixers, Postage 
Multipost Co., Inc 157 
Stamp Pads 
Rates Mfe. Co 131 
Melind, Louls, Co 183 
Meyer & Wenthe, Inc 168 
Phillips Process Co 120 
Rivet-O-Mfg. Co. 184 
Rockwell-Barnes Co 127 
Victor Safe & Equip. Co 182 
Stands for Office Machines 
All-Steel-Equip Co 137 
Ames Supply Co 74 
Anderson-Hickey Co. 140 
Art Steel Co 119 
Corry-Jamestown Mfg. Corp 102 
General Fireproofing Co 64, 85 
Globe-Wernicke Co 125 
Harter Corp 76 
Peerless Steel Equip. Co. 154 
Sherman-Manson Mfg. Co 144 
Shipman-Ward Mfg. Co 150 
Standard Office Products Co 186 
Sturgis Posture Chair Co 159 
Toledo Metal Furniture Co 112 
Staple Extractors 
Ace Fastener Corp 9] 
Staples and Stapling Machines 
Ace Fastener Corp 91 
Bates Mfg. Co 131 
Hotchkiss Sales Co RX 
Markwell Mfg. Co 144 
Neva-Clog Products Inc 81 
Oakville Co. Div. Scovill 18 
Speed Products Co 12” 
Vail Manufacturing Co 107 
Stenographer’s Note Books 
National Blank Book Co 18 
Rockwell-Barnes Co. . 127 
Storage and Transfer Cases 
Adams, Henry T., Mfg. €« 184 
All-Steel-Equip Co. 137 
Art Metal Construction Co 67 
Art Steel Co........ 119 
Bankers Bor Co , - . &2 
Barkley, C. L., & Co 95 


Bentson Mfg. Co... 
Browne-Morse Co. ..... - 
Cole Steel Equipment Co... aigae 











Columbia Steel Equip. Co... 149 
Corry-Jamestown Mfg. Corp.............102 
Efficiency Equipment Co.......... 185 
General Fireproofing Co..............64, 65 
Globe-Wernicke Co isin 
Guide System & Supply Co... 130 
Imperial Methods Co 105 
Invincible Metal Furn. Co... 86 
Macey Co., The.......... scninins ae 
Metal Office Furn. Co. 79 
Peerless Steel Equip. Co 154 
Pronto File Corp.. 90, 114 
Rockwell - Barnes Co. dasensob 127 
Security Steel Equip. Corp. 146 
Shaw-Walker Co. ....... 93, 133 
Weis Mfg. Co 69, 70, 71, 72 
Yawman & Erbe Mfg. Co. 110 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 157 
Tables 
Art Metal Construction Co 67 
Browne-Morse Co. ............ 183 
Corry-Jamestown Mfg. Corp 102 
General Fireproofing Co 64, 65 
Globe-Wernicke Co 5 125 
Lyon Metal Products, Ine..... 184 
Macey Co., The ie 142 
Mutschler Bros. Co .--. 148 
Peerless Steel Equip. Co 14 
Shaw-Walker Co 93, 133 
St. Johns Table Co. 155 
Victor Safe & Equipment Co 182 
Telephone Accessories 
Bates Mfg. Co 131 
Victor Safe & Equipment Co 182 
Telephone Stands 
Art Metal Construction Co 67 
Art Steel Co 119 
General Fireproofing Co 64, 65 
Globe-Wernicke Co 125 
Peerless Steel Equipment Co 154 
Shaw-Walker Co 93, 133 
Yawman & Erbe Mfg. (« 110 
Thumb Tacks 
Graff, George B., Co 140 
Moore Push-Pin Co 183 
Oakville Co. Div. Scovill 183 
Ticket Holders 
Oakville Co. Div. Seovill 183 
Vail Manufacturing Co 107 
Trimming Boards 
Amer. Photo Laboratories 167 
Type, Typewriter 
Amer. Writing Mach. Co 7S 
Ames Supply Co. 74 
Shipman-Ward Mfg. Co 150 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 78 
Ames Supply Co 7 
Clarotype Co 184 
Mittag & Volger, Inc 123 
Rivet-O-Mfg. Co 3 184 
Seat, Dr., Chemical Co 185 
Shipman-Ward Mfg. Co 150 
Webster, F. S., Co 2 
Tynewriter Cushion Keys 
Amer, Writing Mach. Co 78 
Ames Supply Co 74 
Peerless Key-Imperial Mfg. Co 96 
Shipman-Ward Mfg. Co 150 
Speed Key Mfg. Co TRO 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 80 
Amer. Writing Mach. Co 78 
Ames Supply Co. 74 
Peerless Key-Imperial Mfg. Co 96 
Shipman-Ward Mfg. Co 150 
Typewriter Parts and Tools 
Amer. Writing Mach. Co. 78 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 150 
Typewriters, Mfrs. of 
Corona Typewriter 61 
Remington Rand Ine 98, 99, 134 
Royal Typewriter Co gf 
Smith, L. C., & Corona Tws 61 
Underwood Elliott Fisher Co 
Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 78 
Reliable Typewr. & A. M. Corp....143 
Shipman-Ward Mfg. Co 150 
Visible Systems Equipment 
Acme Visible Records, Inc go 
Aigner, G. J., & Co 177 
Art Metal Construction Co 67 
Automatic File & Index Co.....158, 165 
Boorum & Pease Co 141 
Globe-Wernicke Co 125 
National Blank Book Co 183 
Shaw-Walker Co 93, 133 
Sheppard, C. E., Co 162 
Victor Safe & Equipment Co 182 
Visible Records Equipment Co 122 
Yawman & Erbe Mfg. Co 110 
Waste Baskets 
Art Steel Co 119 
Cole Steel Equipment Co 90 
Corry-Jamestown Mfg. Corp 102 
General Fireproofing Co. #4, 65 
Globe-Wernicke Co. 125 
Massillon Wire Basket Co. - 180 
Metal Office Furn. Co 79 
Nucraft Furniture Products... 136 
Peerless Steel Equipment Co. ......154 
Shaw-Walker Co 98, 133 
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WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 





CREDIT MAN AVAILABLE—-During past nineteen years have been in 
complete charge of credit department and crediting department of large 
stationery wholesale house in New York City, which sells most stationers 
in the country. I have been in touch with these dealers during this 
period—in which I have made a commendable record. My experience will 
be of value to some manufacturers selling the stationery field. Will be 
glad to submit complete resume of record Address L-156, care Office 
Appliances, 100 E. 42nd Street, New York, . 


MECHANICS WANTED 
WANTED in Southern town, expert typewriter and adding machine me- 
chanie, one familiar with all kinds and makes of office machines. Prefer 
one with selling experience. Good salary to right man. Address Z-203, 
care Office Appliances, Chicago. 











CALIFORNIA COAST CITY requires experienced Royal Typewriter me- 
chanic with some sales ability. Give complete record. Address Z-204, 
care Office Appliances, Chicago. 











ALERT AND CAPABLE furniture sales producer seeks connection as 
manager of office equipment department for live dealer. Fifteen years’ 
experience in steel and wood. Well versed in business systems and sup 


plies. Knows how to make layouts for both stock and special equipment 
Married, gentile, references Address L-161, care Office Appliances, 
Chicago. 





SALESMAN WITH NINE YEARS’ experience selling office furniture for 
dealer in New York would like to serve as New York representative or 
sales agent for office furniture manufacturer Familiar with conditions 
Well acquainted with the trade References Address L-162, care Office 
Appliances, Chicago. 





STEEL EQUIPMENT MANUFACTURERS: Can you use services of man 
with years of experience in sales promotional and dealer contact work, 
also branch management? Convincing references Married Can go to 
any territory or locality. Address L-160, care Office Appliances, Chicago. 











CAPABLE MECHANIC who also has handled sales work is open for new 
connection. Fifteen years’ experience on typewriters, adding machines 
and other office equipment Good references. Address L-157, care Office 
Appliances, Chicago 





SALESMAN WITH MORE THAN TWENTY years’ experience selling 
writing materials and filing supplies to dealers in the Middle West desires 
to return to the industry. Interested to hear from any manufacturer 
seeking competent dealer representative. Will give full time to a single 
line or divide attention between two or three non-competitive lines. Well 
acquainted with stationers throughout the area. Address L-163, care Office 
Appliances, Chicago 








SALESMEN WANTED 


IF YOU ARE NOW selling to offices, we have a product that will prove 
to be a very profitable sideline. It quickly becomes a major line. Exclu 
sive territories are available Rox Z-200. Office Appliances, Chicago 
OFFICE SUPPLY AND EQUIPMENT OUTSIDE SALESMAN for an estab 
lished company (founded 1901) located in mid-west university town 
Salesman will bandle local accounts already established Car furnished by 
company. Starting salary $35.00 per week plus commissions. Application 
must include the following: Age, experience, photograph, education, ref- 
erences, and as complete and detailed information as to qualifications as 
practical Address 7-202, care Office Appliances, Chicago 





EXPERIENCED SALESMAN--Wanted to represent well established firm 
in Michigan city of 80.000 and surrounding territory, covering sale of 
Portable and Rebuilt Typewriters, R C Allen and Victor Adding Ma 
chines, Steel Furniture and Schwab Safes Territory well covered with 
active accounts Applicants must give fnl!l details regarding experience 
and submit references Address 7-206. care Office Appliances, Chicago 


SALESMAN WANTED who is well grounded in systems work Previous 
experience should include creative work in loose leaf, filing supplies, or 
other lines with systems applications. Give record of past experience 
whether with dealer or manufacturer: also references. age, and other 
pertinent information Address Z-211, care Office Appliances, Chicago 








YOUNG MAN, preferably under thirty, wanted as assistant to store man 
ager, by well established stationer located in Eastern city. Give complete 
information, including age, past experience in the stationery business 
also other experience if any. nationality, whether married or 
Address Z-213, care Office Appliances, Chicago 


single 





SALESMAN familiar Wholesale Paper or Office Equipment trade. Salary 
expenses and bonus. Write fully, age, experience and past connections 
Address Z-215, care Office Appliances, Chicago 





job printing salesman. Work town and 
Childress Office Supply. Childress, 


OFFICE SUPPLY, FURNITURE 
close-in territory. Must he experienced 
Texas. 








OHIO DEALER in office furniture, stationery, typewriters, adding ma 
chines and other equipment has an opening for an outside salesman. 
Payment commission against drawing account An excellent opportunity 
for alert sales producer. Address Z-212, care Office Appliances, Chicago 





PRICED Telephone Table Yon sell opening 


NEW, PRACTICAL, LOW 
Kraus Co., 


order only and receive full credit on reorders. The Walter S 
Woodside, New York. 








PROMINENT AND WELL ESTABLISHED manufacturer of typewriter 
ribbons and carbon papers has opening for alert and experienced young 
man to call upon dealers in a section which is principally east of the 
Mississippi and north of the Ohio. Merchandise is of high quality and 
steadily growing in popularity. Company has sound dealer policy inclInd- 
ing genuine cooperation. Send full particulars to Old Town Ribbon & 
Carbon Co., Inc., 750 Pacific St., Brooklyn, N. Y 





STORE MANAGER WANTED 





A LARGE, WELL ESTABLISHED stationery and office supply house can 
use the services of an experienced manager for one of their retail stores 
The applicant must be alert, capable and have a good record of successful 
management of this kind of a store In answering give full details about 
your experience, age, etc. Address Z-205, care Office Appliances, Chicago 








MECHANICS WANTED—Permanent position for three (3) men. Blliott- 


Fisher Mechanic, with knowledge of Sundstrand Bookkeepers. Remington 
Accounting Mechanic, with knowledge of Noiseless typewriters. Ediphone 
and Dictaphone Mechanic. Write fully. Location New York. Firm 


established 20 years Address Z-201, care Office Appliances, Chicago. 








WANTED EXPERIENCED TYPEWRITER and Office Machine mechanic. 
State experience Address Z-199, care Office Appliances, Chicago. 











REPRESENTATIVES AVAILABLE 





SALES ORGANIZATION 
one additional meritorious specialty, office equipment line. 
eare Office Appliances, Chicago 





excellent World-Wide Dealer Distribution, seeks 
Address L-i}4, 





STATLONERY LINE WANTED for Ohio and nearby territory, by organ- 
ization with headquarters in Cleveland now selling to wholesalers and 
jobbers Prefers an office supply line to be sold to the trade on commis- 
sion or salary basis. or both Operating largely in Northern Ohio. Can 
expand activities within the state, also in Michigan and Indiana. Send 
full particulars to L-155, care Office Appliances, Chicago. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED, various open territories coast to coast 
by manufacturer unique line fast-moving office appliance that sells daily 
at big unit profits: thousands nationally known corporations and smaller 
firms already our customers Prefer financially responsible established 
Specialty Men or Dealers now selling similar article direct to consumer. 
Write for full interesting details and please state present sales setup 
Address Z-198, care Office Appliances, Chicago. 
SALESMEN'S OPPORTUNITY—Well known Chhicago manufacturer of 
Zipper Portfolios, Ring Binders, Brief Cases, ete., has an opening for 
Chicago and vicinity representation A few additional choice territories 
available Commission basis Only ‘‘top-notchers’’ need apply. Address 
Z-207, care Office Appliances, Chicago. 








EXCLUSIVE leather upholstered furniture for 
State age, experience and 
42nd 8t., 


SALESMEN—TO SELI 
office and household Several territories open. 
lines being carried Address Z-216, Office Appliances, 100 EF. 
New York, N. ¥ 





SOUTHEASTERN REPRESENTATIVE WANTED by leading wood furni 
ture manufacturer. Line is attractive and has excellent reputation. Com 
pany has aggressive sales policy. An excellent opportunity for someone 
now calling upon stationers and office furniture dealers. Give complete 
information including lines handled and territory covered. All corre- 
spondence confidential Address Z-208, care Office Appliances, Chicago. 








REPRESENTATIVES WANTED 
grade visible record keeping specialty 
unusually attractive commission returns. Nationally and enthusiastically 
endorsed An unusual opportunity on a long-haul profitable basis for 
responsible specialty men Write for full particulars, stating complete 
qualifications. Visible Index Corp., 630 Fifth Avenne, New York, N. ¥ 





Lucrative territories open with high- 
This outstanding product offers 





REPRESENTATIVES WANTED—Representatives and Distributors who 
are now successfully established in the Stationery and Office Equipment 
field, selling to wholesalers and retailers, are invited to correspond with 
the manufacturer of a new line of portable Fluorescent Desk Lamps. 
Exclusive territories will be appointed in Ohio, Indiana, Michigan and 
metropolitan New York Please give complete analifications and terri- 
tories covered plus lines now carrying. Address Z-2(0, care Office Appli 
ances, Chicago 

SALESMAN now calling on Stationers, to handle side line of filing snp 
plies and expansion envelopes. Commission basis with generous drawing 
account In reply indicate territory now covered ond other lines carried 
Address 7-210, care Office Appliances, Chicago, UI 








RETAIL BUSINESS FOR SALE 





ESTABLISHED SUPPLY AND EQUIPMENT STORE itn Indiana (no nov- 
elties, gifts) Golden opportunity for experienced man. Low price 
plus inventory and fixtures Box Z-214, care Office Appliances, Chicago 





ADDING MACHINE PARTS. TYPE, ETC. 


NEW PRICE LIST of Marchant parts now available. New low prices on 
adding machine feed rolls by the dozen Write for prices now. IT. A 
Dehn, Jr.. 16423 101st Ave... Oakland, Calif 








DICTATING MACHINE PARTS 


No order too small When you need 
2632 N. Western Ave., Chicago 


COMPLETE AND VARIED STOCK 
parts, write Central Dictating Service 
Management G. Koep 








DUPLICATING MACHINE PARTS 
NEW PRICE LIST of parts for the Mimeograph machine now avail 
able Special attractive prices on all rubber parts for the Mimeo 
graph. Write for catalogue and price list. Mimeo Repair Co., 395 Broad 
way, New York City 








WANTS AND FOR SALE—Continued on page 8 











WANTS AND FOR SALE—Continued from page 7 











DUPLICATOR SUPPLIES 


inks and type- 
save money 











MULTIGRAPH RIBBONS remanufactured. Duplicator 
writer ribbons. Established over ten years Write us, 
Lewis Co., 413 W. State St., Milwaukee, Wis. 


SALES LETTERS 
LETTERS WILL BUILD SALES—For years | have built letters that pull 
sales. You need them more than ever now Send me your data for new 


letters, or unsuccessful letters for reshaping. Particulars on request 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 





























FOUNTAIN PEN REPAIRING 





ALL MAKES Pens, Pencils, Desk Sets, etc. ,Repaired-—-usually 12 to 24 
hour service. Standard prices. Welty Pen & Repair Co., 38 So. State 
St., Chicago. 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











ELLIOTT-FISHER MACHINES—Burroughs—-Moon Hopkins—Adding Ma 
chines—Calculating Machines—bought and sold. Chicago Office Appliance 
Co., 529 8. Wells St., Chicago. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 North 3rd Street, Milwaukee, Wis. 





BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office 
Appliances, Inc., 326 Broadway, New York City. 
BURROUGHS—-Duplexes, Moon-Hopkins, Bookkeeping Machines, Kardex 
All types office machines bought and sold Fort Pitt Typewriter Co 
644 Liberty Avenue, Pittsburgh, Pa. 








OFFICE APPLIANCES 


Elliott-Fisher Bookkeeping Machines, 


BURROUGHS, MOON-HOPKINS, 
Bought and Sold. Dorrell-Markel, 


Comptometers, all makes calculators 
93 8. 11th, Minneapolis, Minn. 








ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wis. 








WANTED TO BUY FOR CASH, adding and calculating machines, ail 





makes and models—typewriters, wide carriage 14” and larger—Burrv- 
13-13-02 23-13-02 Moon Hopkins 72A-71A-78A-50M and higher 
Remington Accounting Machines Models 121-123-125—BElliott-Fishers Direct 
Subtractions and cross footers—-Hand Addressographs—‘'B'' frames long 
clip and late style, also ‘‘E’’ frames Shipman-Ward Mfg. Co., 325 
Wells St., Chicago 

DICTAPHONES, EDIPHONES, SUPPLIES headquarters machines 


bought and sold—-Wholesale, Retail--Write us. Chicago Dictating Machine 


Co., 28 8S. Wells St., Chicago. 





DICTAPHONES EDIPHONES established 1923 Largest stock all 
models. Write for prices of machines and our Cleartone Cylinders 
American Dictating Machine Co., 235 Fifth Ave., New York, N. Y. 








ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 








Circular Pruitt, 527 Pruitt Bldg., Chicago. 

KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations, Chas. 8S 
Nathan, Inc., 548 Broadway, New York 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full coopera 
tion to dealers. Commercial Card System, 395 Broadway, New York City 








Export Statistics by United States Department of Commerce 


The 


statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 











NEW TRADE LITERATURE 


‘Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


The General Fireproofing Company.—A new, accordion-folded mailing 
piece which stresses the firm’s line of metal business equipment has been 
issued to the trade by The General Fireproofing Company, Youngstown, 
Ohio. Done in color and on high-grade paper, the folder’s title page reads 
“Modern Business Equipment in Metal’ and each succeeding page bears 
illustrations of GF’s desks, chairs, filing cabinets and supplies, safes and 
steel shelving. 


The Murphy Chair Company.—A twenty-eight page “Handbook for Em- 
ployees” which is a guide for old and new workers of the firm has recently 
been published by The Murphy Chair Company, Inc., Owensboro, Ky. 
One of the purposes of the booklet is told on the opening page as follows: 
“This booklet, we hope, will help you to get acquainted with your job 
and with The Murphy Chair Company. To the new employees who receive 
this booklet on starting to work, we wish you the best of luck and we 
hope sincerely you will like working at Murphy’s.’’ In addition to the 
many pages describing types of work and methods of pay the booklet 
also contains chapters dealing with safety, health, insurance, fire prevention 
and other matters of interest to the company and the employee alike. 


Siph-O Products Corporation.—A clever and unique booster for its line 
of Vac-U-Cups floor levelers for office furniture and machines has just 
been issued to the trade by Siph-O Products Corporation, 60 India street, 
Boston, Mass. The new offering is a small folder in which picture and text 
reveal details of a playlet entitled “Believe It Or Not.” All of the action, 
humorously written yet bearing an important sales message for the dealer, 
his salesmen and his customers, takes place in the executive office of the 
Super Soup Company. Snappy dialogue between numerous officials of the 
firm brings a bright and happy ending with Vac-U-Cups ordered installed 
throughout the entire plant. 


The Wallender-Pennington Company.—The W-P Co. News is the name of 
a snappy house organ being issued monthly by the Wallender-Pennington 
Company, Decatur, Ill. The booklet is of a handy size, measuring six by 
nine inches, and each issue has a particularly attractive picture in colors 
on the cover. The contents is a well-balanced arrangement of advertising 
matter and items of general interest. The company is desirous of exchang- 
ing with other publishers of dealer house organs. 








——. 


Current Corporation Reports 


American Can Company common stock. On September 24, 1940, a quar- 
terly dividend of one dollar per share was declared on the common stock 
of this company, payable November 15, 1940, to stockholders of record at 
the close of business October 25, 1940. Transfer books will remain open 
(New York Herald-Tribune, September 27, 1940.) 


American Writing Paper Corp.—Nine months ended September 30, subject 
to audit and year-end adjustments, net profit, $32,187; for like 1989 period, 
$103,567. For quarter ended September 30, net profit, $682; for like 1939 
quarter, $67,120. (New York Herald-Tribune, October 19, 1940.) 


Pitney-Bowes Postage Meter Company.—Extra of ten cents in addition 
to regular quarterly of ten cents, both payable November 20 to stock of 
record November 1. (New York Herald-Tribune, October 23, 1940.) 


Remington Rand Inc., and subsidiaries.—Quarter ended September 30, 
net profit, $499,969 after charges and federal income taxes at new rates. 
equal, after dividend requirements on $4.50 preferred stock, to 18 cents 
each on 1,584,895 common shares, against $565,240, or 22 cents a common 
share in preceding quarter, and $201,831, or $1.09 each on 184,981 shares 
of $4.50 preferred. For six months ended September 30, net profit. 
$1,065,209, or 40 cents a common share; for like 1939 period, $352,163. or 
$1.90 a preferred share. (New York Herald-Tribune, October 23, 1940.) 


Underwood Elliott Fisher Company and consumer subsidiaries for the 
quarter ended September 30, 1940, reported net profit of $308,889 after 
federal taxes on income and capital under the 1940 revenue acts, equal to 
42 cents a common share. This compared with $298,540. or 41 cents a 
share, in the September quarter of the previous year and $484,656, or 
#6 cents a share, reported for the quarter ended June 30. 1940. For the 
nine months ended September 30 last, net profit was $1,377,228, equal to 
$1.88 a share, against $1.159,459 or $1.58 a share, in the first nine months 
of 1989. (Chicago Daily News, October 11, 1940.) 


a 


Proposed Revision of Paper Practice Before Industry 
Lines Wanted Abroad 


The standing committee in charge of Simplified Practice Recommenda 
tion R22-33, Paper, has approved a revision of the recommendation, and 
the Division of Simplified Practice of the National Bureau of Standards 
has mailed copies to all interests for consideration and approval 

The proposed revision now before the industry establishes basic sheet 
sizes for the following eleven classes of paper: bond and writing papers. 
rag content or sulphite; ledgers, rag content; ledgers, sulphite; loose- 
leaf ledgers, rag content or sulphite; machine posting ledgers, rag con- 
tent; uncoated, coated two sides, coated one side, and offset book papers: 
index bristol, and cover paper. 


MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 

Rev. Kenneth Neuber, 222 Walnut street, Jeffersonville, Ind.—Corona 
black portable, No. 2C 202021. This machine was stolen from the study 











of Dr. Neuber’s church and knowledge of its whereabouts should be reported 
directly to the address given above. 


The Norton Typewriter Supply, Grand Coulee, Wash. 
less de luxe model typewriter, serial No. ND-176470. 


A Remington noise- 


BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


Ribbons and Carbons, Loose Leaf, Etc., for Argentina:—The firm of 
Dilofer, Soc. Comercial e Industrial, located at Calle Gral. Urquiza 1378, 
Buenos Aires, would like to hear from some American manufacturer of 
high-grade typewriter ribbons and carbon paper interested in extending 
its trade in Argentina. The company sells modern business systems and 
also a general line of office specialties. The company manufactures loose 
leaf goods and is interested in buying American metals for visible sys- 
tems. If satisfactory price agreement can be reached, it might consider 
importing complete binders in standard sizes instead of metals alone. 


Dutch East Indies Concern Opens Branch:—The firm of Ruys’ Handels- 
vereeniging voor Indie N. V., located in Batavia, Java, reports that it 
has established a branch office at Medan, Sumatra. This company repre- 
sents several American manufacturers of office equipment and is one of 
the principal distributors in its section of the world. The request is 
made that in the future six copies be furnished of all printed matter 
and circulars sent to them. This provides one for the principal office 
in Batavia and one for each of five branches. All copies should go to 
Batavia from where they will be distributed. When convenient, the 
company prefers that letters be sent by air mail, which saves several 


weeks. 

Lines Wanted for Burma: The firm of Malcolm H. Vardanian & Com- 
pany, whose address is 40 ‘‘Randeria Building,”” Phayre street, Rangoon, 
Burma, India, indicates that it is interested in securing new agencies 
with a view of expanding its business in imported goods. The suggestion 
is made that quotations be made and samples sent where practical, upon 
receipt of which a report will be sent on local market conditions. 


Wanted Here at Home 


New Catalogues Wanted, also New Lines, by New Engiand Distributor: 

Office Equipment Bureau, 30 Kilby street, Boston, at present specializing 
on duplicating and filing equipment and supplies, seeks an additional line 
or two to sell either direct to consumers or to stationers for resale. 
C. L. Birdsall reports that his company is revising its catalogue files 
and desires to receive latest literature from office equipment and sup- 
plies manufacturers. The company now has both direct and dealer lines. 
Mr. Birdsall writes that their dealer customers include leading stationers 
throughout the six New England states and indicates that their direct 
lines go to consumers throughout the same area. 

Lines Wanted for Pacific Northwest:—H. M. Schwietert has opened a 
sales office and display room at 821 Third avenue, Seattle. He holds 
the sales franchise for a paper specialty in Washington, Oregon and 
British Columbia. He states that he has five salesmen all sellnig direct 
to the consumer. Mr. Schwietert wants two or three additional lines 
such as desk calendars, letter scales, envelope moisteners or other office 


specialties. 
———— 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACTS OF CONGRESS OF 
AUGUST 24, 1912 AND MARCH 3, 1933 

at Chicago, Illinois, for 


of Office Appliances, published monthly 


October 1, 1940. 
STATE OF ILLINOIS, County of Cook—ss. 

Before me, a Notary Public in and for the State and County afore- 
said, personally appeared John A. Gilbert, who, having been duly 
sworn according to law, deposes and says that he is the business 
manager of Office Appliances and that the following is, to the best of 
his knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required by 
the Act of August 24, 1912, as amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, manag- 
ing editor, and business managers are: Publisher—The Office Ap- 
pliance Company, 20 North Wacker Drive, Chicago, Ill. Editor— 
Svan Johnson, 312 North Kenilworth avenue, Oak Park, Ill; Man- 
aging Editor—Evan Johnson, 312 North Kenilworth avenue, Oak 
Park, Ill.; Business Manager, John A. Gilbert, 310 Forest avenue, 


Glen Ellyn, Ill. 


2 That the owner is: (If owned by a corporation, its name and 


address must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated concern, its 
name and address, as well as those of each individual member, must 
be given.) The Office Appliance Company, 20 North Wacker Drive, 
Chicago, Ill.; Evan Johnson, 312 North Kenilworth avenue, Oak 
Park, Ill.: John A. Gilbert, 310 Forest avenue, Glen Ellyn, Il; C. L 
Miller, 7233 Yates avenue, Chicago, Ill.; C. F. Malatesta, 7205 Yates 
avenue, Chicago, III. 

3. That the known bondholders, mortgagees, and other security 


holders owning or holding 1 per cent or more of total amount of 
securities are: (If there are none, so 


bonds, mortgages, or other 
state.) None 


4. That the two paragraphs next above, giving the names of the 


owners, stockholders, and security holders, if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given; also that 
the said two paragraphs contain statements embracing affiant’s 
full knowledge and belief as to the circumstances and conditions 
under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and this 
affiant has no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, through the mails or otherwise, to paid 
subscribers during the twelve months preceding the date shown 
above is - - - - - (This information is required from daily publica- 


tions only.) 
JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 3rd day of October, 1940. 
[Seal] MARGARET GEHLBACH, Notary Public. 
(My commission expires October 4, 1942.) 
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PATENTS 





2,216,259. Lettering Brush. Knut 0. G. Wetterstrand, 
Morristown, N. J., assignor to C. Howard a Pen 
N. J., a corporation of New Jerse Ap- 


Co., Camden, 
plication April 21, 1939, Serial No. 269,174. Granted 
October |, 1940. 

2,216,428. Card Index. John Austin Best, Augusta, 
Ga. Application April 14, 1939, Serial No. 267,891. 
Granted October |, 1940. 

2,216,591. Rotary Duplicating Machine. George R. 
Hudson, London, England, assignor to Ditto, Iincor- 


porated, Chicago, Iil., a corporation of West Virginia. 
Application August 21, 1937, Serial No. 160,226. Granted 
October |, 

2,216,608. Paper Guiding and Holding Mechanism 
for Accounting Machines. Walter A. Anderson, Bridge- 
port, Conn., assignor to Underwood Elliott Fisher Com- 
pany, New York, N. Y., a corporation of Deleware. 
Application December 30, 1938, Serial No. 248,427. 
mex October |, | 

216,633. Social Security Pay Roll Book. Benjamin 
Stalabere. Philadelphia, and Otto H. Kaupp, Lianerch, 
Pa. Application March 28, 1938, Serial No. 198,348. 
Granted October |, 1940. 

2,216,636. Caleulating Machine. Wells A. Webb, 
Berkeley. Calif., assignor to Marchant Calculating Ma- 
ehine Company, a corporation of California. Applica- 
tion September 26, 1931, Serial No. 565,234. Renewed 
March 22, 1938. Granted October 1, 1940. 

2,216,681. Peneil Sharpener. Oliver D. Wallett, 
Richmond Hill, WN. Y. Application July 12, (940, 
Serial No. 345,212. Granted October |, 1940. 

2,216,692. Casing for Duplicating Machines. Luis 
Mestre, New York, N. Y., assignor to Style Duplicator 
Corporation, New York, N. Y., 
ware. Application August /4, 1939, Serial No. 290,102. 
Granted October |, 1940. 

696. Eraser Holder for Peneils. Anthony Scharf, 
Chicago, Ill. Application March 13, 1940. Serial No. 
323,717. Granted October |, 1940. 

.216,780. Mechanical Pencil. Henry C. Klagges, 
Collingswood, N. j., assignor te The Esterbrook Pen 
Co., Camden, N. J., a corporation of New Jersey. Ap- 
plication November 18, 1937, Serial No. 175,337. Granted 


October 8, 1940 
Fred Bertino, Brooklyn, N. Y. 


2,216,900. Ink Bottle. 
Application December 5, 1939, Serial Noe. 307,609. 
Oscar 


Granted October 8, 1940. 
2,216,924. Tracer For Duplicating Machines. 
Original application May 
Divided and this applica- 


a corporation of Dela- 


E. Rosen, Detroit, Michigan. 


28, 1936, Serial No. 82,362. 
tion November 16, 1939, Serial No. 304,804. Granted 
October 8, 1940. 

2,217,018. Visible Records, Equipment. Harry J. 


Hopkins, Chicago, Ill., assignor, by mesne ennignnents. 
to Acme Visible Records, Ine., Chicago, Illinois, a 
corporation of Delaware. Application hwo! 21, 1939, 


Serial No. 252.077. Granted October 8, 1940. 
2,217,127. Copyholder. Earl H. Metealf, Ridgefield 
Park, WN. J. Application July 15, 1938, Serial No 


219,330. Granted October 8, 1940. 

2,217,195. Caleulating Machine. Harold T. Avery, 
Oakland, Calif., assignor te Marchant Calculating Ma- 
chine Company, a corporation of Calif. Application 
Sept. 4, 1931, Serial No. 561,094. Granted October 8, 


1940. 
2,217,502. Stylographic Pen. Joseph Wallace, Cedar- 
t . Y. Application April 4, 1940, Serial No. 

Granted Oetober 8, 1940. 
7,654. Back Spacing Mechanism. Joseph P. 
Barkdoll, Groton, N. Y., assignor to L. C. Smith and 
Corona Typewriters Ine., Syracuse, N. Y., a corporation 
of New York. Application February 18, 1939. Serial 
No. 257,147. Granted October 15, 1940. 

2,217, 754. Protecting Boot for Chair Legs. Walter 

Joh E ig te Johnson Chair Co., 
Chicago, Iinois. A eorporation of Iinois. Application 
Ae 7, 1938, Serial No. 244,429. Granted October 

2,217,782. Automatic Pressing Machine for Key Cards 
and Like Articles. Frederick M. Zenner, Southington, 
Connecticut, assignor to Remington Rand tInc., Buffalo, 

. Y., @ corporation of Delaware. Application August 
10, 1937, Serial No. 158,405. Granted October 15, 1940. 

2,217,884. Fountain Pen. Anatol N. Andrews, Los 
Angeles, Calif. Application April 4, 1939, Serial No. 
265,898. Granted October 15, 1940. 

2,218,105. Loose Leaf Binder. Michael Gerald Griffin, 
Cincinnati, Ohio, assignor to the Tenacity Mfg. Ce., 
Lockland, Ohio, a corporation of Ohio. Application 
November 28, 1938, Serial No. 242,658. Granted October 


Duplicating Apparatus. Frederick W. 
assignor to Standard Mailing 
a corporation of 





2,218,304. 
Storek, Arlington, Mass., 
Machine Company, Everett, Mass., 


Massachusetts. Application December 2, 1938, Serial 
No. 243,535. Granted October 15, 1940 
2,218,307. Loose Leaf Binder. Edward F. Buenger 


Oak Park, Ill., assignor to Wilson-Jones Company, 
Chicago, Itll., a ‘corporation of Massachuse‘ts. Applica- 
tion March |, 1939, Serial No. 259,149. ranted Octo- 
ber 15, 1940. 

", St. Louis, 


2,218,347, Loose Leaf Binder. Charles 


Chicago, IIl., assignor to Wilson-Jones Company, Chi- 
cago, Iil., a corporation of Massachusetts. Application 
August 3, 1938, Serial No. 222,775. Granted October 
15, 1940. 
_ 2,218,536. Fountain Pen. Henry C. Klagges, Col- 
lingswood, N. J., assignor to The Esterbrook Pen Co., 
Camden, N. J., a corporation of New Jersey. Applica- 
1939, Serial No. 250,585. Granted 


tion January i2, 
October 22, 1940. 
2,218,543. Fountain Pen Guard. Kenneth W. MePher- 
son, Palmyra, - Y. Application August 16, 1939, 
Serial No. 290,453. Granted October 22, 1940. 
2,218,736. Typewriting Machine. Henry Allen Av 
Joseph P. Barkdoll, and Lionel F. Evans, Groton, N. v. 
assignors to L. C. Smith & Corona Typewriters, Ine., 
oe ge s.. ‘S ° on A New York. Applica- 
ay ’ 5 rial ; 
October 221000 eria ©. 272,968. Granted 
2,218,799. Loose Leaf Binder. Clarence D. Trussell 
Poughkeepsie, N. Y., assignor to Trussell Manufacturing 
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corporation of New 


Company, Poughkeepsie, N. Y., a 
284,403. 


York. Application July 14, 1939, Seri b 

Granted October 22, 1940. wists 

a 2, te.ets. a. 
pplication Ju 1939, Seri 

Ocete sn re 4 8, erial No. 285,073. 
2,218,991. 

the like. 


Byron G. Eaton, Seattle, Wash. 
Granted 


Caleulating Machine, Cash Register, and 
Ivar Georg Andre Ljunggren, Karl Matts 
Vigborg, and Knut Folke Bratt, Stockholm, Sweden, 
assignors to cooperative F orbundet, Forening u. p. a., 
Stockholm, Sweden. Application March 12, 1938, Serial 
No. 195,494. Granted October 22, 1940. 

2,219,255. Copyholder. Martin Doerr, Oakia: 

Georse A. ~o executor of said Martin ene, deeased 

pplication October 3, 19: 

Otteber 22 inte 38, Serial No. 233,011. Granted 


DESIGN PATENTS 


122,888. Design for an Inkwell Base Support. Albert 
S. Brand, Boston, Mass., assignor te The Carter’s ink 
Compnie, Cambridge, Mass. + & corporation of Massachu-. 
etts pplication july 12, 1940. 

Granted October 8, 1940. a 


122,892. Design for a Combined Desk Clock and 
Calendar. James H. Horsley, Chicago, III., assignor to 
— ry gy | Company, Chicago, ~ 8 
orperation nois. Application M 
No. 92,533. Granted October 8, 1940. “sagem Sertat 

123,106. Design for a High Model Foot Platform 
gg nate oe — F. Cramer, Kansas 

. Mo pplication December 22, 1939, be 
89,090. Granted October 15, 1940, —o 





Votable in the Annals of the Industry 
Was Observance in October of National 
fice Furniture Week. Many Dealers | 
Increased Wusiness and Snaugurated a - 
Great Sales Campaign Sdea Which 
Shey Ash to Be Perpetuated 
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hat the first observance of National Office Furniture Week was a success for the majority 
of the actively participating dealers, and the office furniture industry generally, may be con- 
sidered an established fact if the returns from this journal's questionnaires and letters to over 
one hundred dealers for a cross-section opinion and report on results are accepted as typical 
of the entire industry s experience. 

Many dealers experienced a substantial percentage o 
corresponding week of last year, which they attributed to their National Office Furniture Week 
campaign. Special effort brought more people into the store. New leads for future sales 


increase in sales compared to the 


were developed. Sponsorship of the Week" next year was strongly favored. 
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NATIONAL OFFICE FURNITURE WEEK 
Successful Sulbos Campaigns Held in Meany States 


IGURATIVELY led by a pretty 

majorette capable of getting her 
Share of attention anywhere in 
the American business commu- 
nity, office furniture went on pa- 
rade in grand style the week of 
October 14 to 19. The “little girl” 
in the snappy red and blue uni- 
form adorning the attractive pos- 
ter gave the trade what one ag- 
gressive manager termed “a hand 
of assistance” that provided the 
biggest merchandising program in 
the history of the office furniture 
industry. From coast to coast she 
marched. In store windows and 
model office displays, calling at- 
tention to the products and serv- 
ices of this industry upon which 
the business world depends for its 
tools essential to modern, efficient 
office operation. 

Early reports from dealers 
throughout the country as this 
issue went to press indicated that 
National Office Furniture Week 
was on the whole a pronounced 
success. A success from the view- 
points of the manufacturer, the 
retailer, and the consumer. A 
success from the short term and 
long term points of view. 

The goal to obtain more imme- 
diate business was achieved, and 
the purpose to emphasize the ad- 





By NEVIN I. GAGE 
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vantage to be derived from using 
improved office furniture was ac- 
complished. In other words, 
through intensified sales and edu- 
cational campaigns, autumn sales 
were given increase and new leads 
for future sales were developed. 

The “week” was significant for 
the industry. It precipitated uni- 
fied thinking and action; to some 
extent, correlated activity. The 
participating manufacturers and 
dealers worked together in a na- 
tional drive under a single banner, 
urging business houses to modern- 
ize their offices “for efficiency, 
convenience, and appearance.” 
Modernization was the keynote of 
the campaign. 


Significance to the Industry 


It was significant because mem- 
bers of the production and dis- 
tribution divisions of the office 
furniture industry saw their mar- 
ket as a collective sales problem, 
and realized: That there was a 
tremendous volume of business 
obtainable by cultivating it more 


intensively. That it was reason- 
able to assume that by their com- 
bined efforts—with every firm 
supporting the movement simply 
by putting on an intensive sales 
campaign at the same time— 
many office furniture users would 
be induced to give special thought 
to replacing outmoded equipment, 
as well as filling their expansion 
needs. That by this concerted 
sales effort potential buyers would 
be impressed with the industry's 
liveliness and become more recep- 
tive to considering its office plan- 
ning services and availing them- 
selves of them. Further, that the 
momentum of the campaign would 
carry over into the future with 
beneficial effect. 

Three months ago a nebulous 
promotion idea. Today a tested 
program with a promising future! 
An experiment in the office furni- 
ture field given its initial trial. 
The start of an industry sales and 
educational campaign that can be 
developed from year to year. 


Taking advantage of the adver- 
tising materials provided by thir- 
ty-seven participating office fur- 
niture manufacturers, dealers in 
every state simultaneously ob- 
served National Office Furniture 
Week. The effect was somewhat of 
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a nation-wide business show, with 
each participating store an indi- 
vidual exhibit of modern office 
furniture and allied equipment in 
wood and steel. 

The results varied among those 
who participated: dependent upon 
the effort put forth. 

In questioning over one hundred 
dealers after the “week,” OFFICE 
APPLIANCES found that some firms 
limited their participation to re- 
arrangement of their store dis- 
plays and showing the National 
Office Furniture Week posters, 
streamers, and cards; perhaps also 
a mailing to a list of customers 
and prospects, with the emblem 
stickers attached. Or inviting vis- 
itors through newspaper adver- 
tisements to come and inspect 
their office furniture displays. 

Among these retailers, the ma- 
jority reported some benefit even 
though they did not conduct a 
special sales campaign. Some had 
planned other things in advance. 
But they favor the “week’s” pro- 
motion next year—many intend- 
ing then to exert more activity. 
On the other hand, five or six did 
report negatively, believing no 
tangible values accrued to their 
companies and not favoring its 
sponsorship next year. 

The necessity of conducting a 
completely organized sales cam- 
paign in order to obtain satisfac- 
tory results was stressed repeat- 
edly in this journal in the August 
and September issues including 
the detailed “Manual of Dealer 
Suggestions.” 

As emphasized on page 14 of 
August OFrrice APPLIANCES, national 
trade sales weeks have proved con- 
clusively that the benefits to each 
participating manufacturer and 
dealer depend wholly upon the 
efforts expended by the individual 
company. Recent experiences in 
the office equipment industry cer- 
tainly confirmed this forewarn- 
ing statement. 

Those who were enthusiastic 
and determined to make the most 
of the opportunity—who planned 
ahead and publicized in their 
stores and through consumer ad- 
vertising mediums the advantages 
of a planned, modern office; who 
stocked up for the event and ar- 
ranged special display and sales 
features; who keyed up their sales 
forces with special invitations, 
sales messages and selling incen- 
tives, and literally went after ad- 
ditional business—those firms ac- 
tually secured a substantial 
volume of extra business by pro- 
motion of National Office Furni- 
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to witet thele stores during Nations! Office Pirnitere Week 
the 19th 


Lears how new methods and modern equipmest can belp 


and sppearance of pour office. 





We are bolting “Open House” all week. <. | 


Aetna Cabinet Co, 
Bramwood Press 


This striking advertisement, measuring 8 by 1012 inches, was inserted in 
in the photogravure section of the Indianapolis (Ind.) Sunday Star by the 
following enterprising dealers: Aetna Cabinet Co., Bramwood Press, W. C. 
Brass & Associates, Wm. B. Burford Printing Co., Indianapolis Office Fur- 
niture Co., and Stewarts, Incorporated. Aside from inviting visitors to 
their stores during National Office Furniture Week, the keynote was that 
they were dealers in ‘Nationally Recognized Quality Office Furniture.” 
The group originated the insignia shown in the lower left corner. 


ture Week. Not a single merchant 
that put on a special sales cam- 
paign tying in with the “week” 
reported failure to obtain increase 
in sales and new leads for later 
sales. 


Reports From Dealers 


Mead & Wheeler Company, Chi- 
cago, was an outstanding example. 
The firm combined its thirty-first 
anniversary celebration with ob- 
servance of National Office Fur- 
niture Week. Fifteen hundred in- 
vitations to visit their showrooms 
were sent to customers and pros- 
pects. These were supported by 
letters from two manufacturers. 
Each mailed 6,000 letters calling 
attention to their lines which 
would be on special display at 
Mead & Wheeler’s during their 
anniversary and National Office 
Furniture Week. 


The results should be especially 
interesting to those who believe 
that designating special weeks has 
been overdone. This company used 
its anniversary and its trade week 
as excuses for a sales campaign. 
According to Messrs. Mead and 
Wheeler, it was a great success. 
“We had 400 people in the store 
during the day and evening hours 
of that week,” they said. “Sales 
were increased 200 per cent over 
the same week of a year ago!” 

Horder’s, Inc., Chicago, had such 
favorable results from the office 
displays in five of the company’s 
nine stores that the store mana- 
gers asked to have them continued 
another week. A “modern” design 
and “modern” color in walnut 
wood were featured. All displays 
were the same. No price cards 
were shown in these windows dur- 
ing the “week,” which prompted 
many interested buyers to come 








NOVEMBER, 1940 


into the store to inquire. Price 
cards appeared the second week. 
The successful introduction of this 
new line suggested ideas which 
will be further developed. 


The Horder executives were 
among the first enthusiasts for 
National Office Furniture Week, 
and their faith in its possibilities 
was justified. F. P. Seymour, vice- 
president and general manager, is 
an ardent booster for the “week.” 
A number of substantial sales 
were made on the strength of the 
campaign and new leads obtained. 

“In all our stores a special ef- 
fort was made to talk National 
Office Furniture Week and Hor- 
der’s office planning service,” said 
A. J. Hedman, manager of the of- 
fice furniture department, which 
is located in the 111 West Adams 
street store. In several other 
stores, where space permitted, at- 
tention - getting furniture and 
equipment unit displays were giv- 
en prominence under spotlight, 
with the poster nearby. Posters 
and streamers were conspicuous 
in all stores and windows. 

Previous to the “week” the exec- 
utives studied the Manual of 
Dealer Suggestions, prepared by 
OFFICE APPLIANCES, and presented 
the plan to the salesmen in sales 
meetings. 

Advertising was judiciously em- 
ployed in the Horder campaign. 
The emblem advertising the 
“week” was imprinted on October 
invoices. Stickers were used on 
manufacturers’ literature enclosed 
in mail and distributed in the 
Stores. An exceptionally impres- 
sive advertisement, headed ‘“Well- 
Arranged Offices Don’t ‘Just Hap- 
pen’ — They’re Planned!” was 
placed in the Chicago newspapers 
during the “week.” The advertise- 
ment, which is reproduced in ac- 
companying columns, tied in with. 
the “week” but did not attempt 
to sell the “week.” Instead, it 
properly tried to sell the idea of a 
planned office and using Horder’s 
free office planning service to at- 
tain one. 


Radio Publicity Employed 


O. G. Bayless, vice-president of 
Lowman & Hanford Company, 
Seattle, Wash., and president of 
the National Stationers Associa- 
tion, told how the four stores of 
his firm increased their business 
approximately ten per cent over 
a year ago by participating in the 
“week.” A special sales campaign 
was put on. Seven separate win- 
dow displays were installed, prin- 
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Hundreds of these National Office 

Furniture Week posters were furnished 

dealers by their manufacturers for dis- 
play in windows and stores. 


cipally in two of the stores with 
larger space. Store displays were 
rearranged effectively. The ad- 
vertising stickers were put on all 
out-going packages. 


An unusual radio program was 
featured, which is suggestive of 
what others might do. In describ- 
ing this, Mr. Bayless said: 

“We prevailed upon one of our 
radio stations to consider National 
Office Furniture Week as an im- 
portant news item, and compli- 
mented one of our good customers, 
to whom we had sold considerable 
new office furniture, by interview- 
ing him over the air. The dialogue 
was between Hawthorne Dent, 


president of General Insurance 
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Company, and T. M. Pelly, presi- 
dent of our company. This went 
over the air at twelve o'clock, 
noon, following the world news 
and was repeated in the evening 
at eight o’clock. The noon broad- 
cast was electrically transcribed 
and therefore could be repeated 
on the evening program. We are 
rather proud of this effort and it 
went over the air extremely well.” 

The following is from the 
cleverly devised script which gave 
prestige to the “week” in Seattle 
and boosted Lowman & Hanford 
Company: 


Station Announcer: Mr. Dent, your com- 
pany is noted as a forward thinking and act- 
ing company. I think the public would be 
interested in knowing why you are interested 
in something entirely outside your business— 
National Office Furniture Week. 

Mr. Dent: We realize in the insurance busi- 
ness that we may have the finest insurance 
policy obtainable, giving the broadest cover- 
age for the least expense and, over all, a 


wonderful background of financial protection. 
Yet, if people do not know it, it does not 
serve them or the company that issues it. 


Therefore, we have Insurance Week and recog- 
nize that it takes advertising and particularly 
salesmanship to bring about progress in the 
insurance field. 

So does it in the office furniture field. That 
is why I am happy to take part in National 
Office Furniture Week, because I know from 
actual experience that it must be bringing all 
the progress of the office furniture industry to 


the attention of the public, which in turn is 
1 service to the public as well as to the 
industry that furnishes this important pro- 


duct. 

Announcer: Mr. Pelly, your company, Low- 
man & Hanford, has been in the office fur- 
niture business for a long time. 

Mr. Pelly: For over fifty years! 

Announcer: It must have seen a great many 
changes in products. 

Mr. Pelly: Yes, it certainly has. There have 


been constant developments toward increasing 
the efficiency, utility, and quality of desks, 
chairs and other items of office furniture. 


The interview proceeded with 
conversation on what Lowman & 
Hanford had accomplished in 
serving the insurance firm. Mr. 
Bayless declared the campaign 
produced new leads besides in- 





Window displays such as this attractive one in the store of Springfield Office Supply 
Co., Springfield, Mass., were important in the campaign. The streamers, cards, and 
posters were supplied by manufacturers without cost. 
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and new services of office furniture. That is 
the purpose of National Office Furniture Week. 

Remember the location of the Archie Sherer 
Company—18 South Jefferson street. 

Results from the program have 
justified increasing from five to 
fifteen minutes. Newspaper adver- 
tising supported the campaign. 

A. J. Walker, president of Farn- 
ham Stationery & School Supply 
Company, Minneapolis, Minn., 
Said, after his special campaign: 
“We consider the ‘week’ a success 
and will be glad to cooperate 
again. Sold several nice orders. 
Increased business ten per cent.” 

Salesmen were keyed up in 
meetings, newspaper advertising 
was employed, and stickers were 
used on bills. The company’s en- 
tire window space forty feet long 
was given over to furniture. 





Dealer Group Efforts 


a eo = = vate 92 ante toe per by the — & ~say waae A In some cities dealers collab- 
eattle, Wash. Typical of the many that helped increase sales during the “‘week. orated in promoting National Of- 
creased sales, and that his com- Business Man: Today is the first day of fice Furniture Week through 
, , National Office Furniture Week. The purpose ss : ‘ 
pany considered National Office of this national observance is to acquaint th group advertising in newspapers. 
; y toy ’ ite average business man with the many radical rj iv rer- 
Furniture Week a “very definite and astonishing changes that have taken place A remarkably impressive adver 
ly” worthwhile idea. in the design and manufacture of office fur tisement was inserted in the pho- 
. niture in the past few years. These changes : : 
Another radio program reported hace seudened’ an Gilles Gen Soe af alien togravure section of the Indian- 
rj ; furniture. It is office furniture that is hand g j 7 
with complete script was that of Teas cel dated Sok te aieae a0 tke came apolis Sunday Star by the Aetna 
Archie Sherer Company, Dayton, ments and lavishness of another era there is Cabinet Company, Bramwood 
: : streamlined efficiency and usefulness—a con : 
Ohio. This concern has been run- contention of practical workability to make Press, W. C. Brass & Associates, 
ning a thirteen weeks’ program, — ee of 7 Te a — = Wm. B. Burford Printing Co., In- 
> for 1e Office worker who 18 to use it. 1s 18 . . : 
entitled “Across the Desk,” featur- true not only of desks—but of chairs—of files dianapolis Office Furniture Com- 
. a8 ‘ fi zy cabinets—of safes-—-and all other 7 
ing news and advertising on Mon- eaten tenon das tee con aioe pany and Stewarts, Inc., of In- 
day, Wednesday, and Friday at ae wasknens man you owe It, to yourself dianapolis, Ind. As shown in the 
an © your business to serve ational [ : — 
7:00 p. m. fice Furniture Week. And the best manner iz reproduction, they invited office 
“We found great value in the en coe oe bag th ara hg Ms furniture buyers to visit their 
e AT®re e snerer ompan) some OMOor . mn 
‘week’ as a special excuse to get row or next day. There will not be the stores during National Office Fur- 
. »” : slightest attempt made to sell you anything : : hd . 
people into the store,” said H. M. it tes: Geeeloed be an interested fellow niture Week, during which they 
Bretz, secretary. Part of the first enero gee and one og aaa Btn sag held “open house.” 
? ersonnel ill be glad for the oppo ‘ 
day’s script follows: make you ucquainted with all the new ideas (Turn to page 163, please) 
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A few clippings: News items from Indianapolis and Chicago, a blotter by the Baker Co., Lubbock, Texas, and advertise- 
ments by the following firms: Archie Sherer Co., Dayton, Ohio; Farnham Stationery & School Supply Co., Minneapolis, Minn.; 
Gregory, Mayer & Thom Co., Detroit, Mich.; Perkins Bros. Co., Sioux City, la.; Gallup’s, Inc., Robert Keith Furniture & Carpet 
Co., John A. Marshall Co., Myers Office Furniture Co., Remington Rand Inc., Schooley Printing & Stationery Co., and Wenzel 
Office Equipment Co., Kansas City, Mo.; Springfield Office Supply Co., Springfield, Mass.; and Horder’s, Inc., Chicago, Ill. 
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RECORD PROBLEM SOLVED WITH VISIBLE 
Snstallation Dvivbel for Salis A, 4 Affords pe a we AS 


EVERAL years ago the Reve- 

nue-Maintenance Department 
of the Chamber of Commerce of 
Kansas City, Mo., made a study of 
its current records and discovered 
there were many things it would 
like to know about members and 
prospects that were not readily 
available. 

The records, as a whole, were 
not furnishing the desired infor- 
mation; particularly, data neces- 
sary to follow easily and ade- 
quately good prospects, delinquent 
accounts for collections, and other 
situations so important to the de- 
partment’s efficient operation. 

It was decided that steps should 
be taken to reorganize these rec- 
ords to make them modern in 
every respect—furnish at a glance 
any desired information, and be 
so designated that they could be 
kept up to date without excessive 
clerical expense. 

The problem was attacked from 
a fundamental standpoint. Be- 
fore attempting to design records 
that would answer their prob- 
lems, the department first de- 
termined what information was 
required to tell the complete 
story. 

Following is an outline of the 
information decided upon as es- 
sential to keep the complete rec- 
ord of every prospect and mem- 
ber: 


I. MEMBER. 
{. Firm or Individual 
1. If an individual, whether or not as 
sociated with a business, and whether 
or not that firm was a member—also 
type of business. 
2. If a firm—branch or home office. 
3. Type of membership—one year, three 
year, or continuous. 
4. Whether or not membership was paid 
to-date or delinquent. 
II. PROSPECT. 
4. Firm or an individual, 
l. If an individual, whether or not as 
sociated with a business and whether 
or not that firm was a member—also 


) 
If a firm—branch or home office 
oes firm have employe member 


(b) Size of organization—large me 
dium, or small. 
B. Date of next follow-up on prospect 
Cc, Prospect’s attitude toward Chamber 
Commerce. 


In addition to this factual in- 
formation, the department also 
wanted a complete history of 
each member’s relationship with 
the Chamber of Commerce, plus 
the story of every contact with 
each prospect. 


Kardex visible equipment was 


of 
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selected to do the job. The next 
step was to determine the num- 
ber of records required to furnish 
this information and how they 
could be indexed. It was decided 
that the complete record could be 
kept on one master record, in- 
dexed first by type of business, 
Secondly by member or prospect, 
and under each alphabetically by 
name of individual or firm. The 
master record would be supported 
by an auxiliary cross index listing 
every firm or individual, set up al- 
phabetically, whether or not a 
member or prospect. 


The master record was broken 
down first by the type of business. 
It was discovered that every type 
of business in Kansas City could 
be broken down under one of 120 
different vocational classifications, 
with appropriate subheadings. 
Each of these classifications was 
given a code number, and all 
members or prospects falling un- 
der a particular classification were 
coded the same number. 


Four differently colored card 
forms were used: green, white, 
buff, and salmon. Each of the 
forms signifies something differ- 
ent. The green card is the master 
summary card that heads each 
business classification group. The 
white card is used to represent a 
firm, the same card being used for 
both prospects and members. 

Individuals’ cards are buff. As 
with the white cards, the same 
card is used for both prospects 
and members. The salmon card is 
used only as a guide card. In each 
coded group it is used as a break- 
er card to separate the members’ 
cards from the prospects’ cards. 


Prospect Record and 
Signal Arrangement 


It is interesting to study each 
of the four card forms, the post- 
ings that are made, and the sig- 
naling arrangement that makes 
this record more than just a 
source of reference. Limited space 
precludes giving full description 


of each card, but the highlights 
of the system are given in the 
paragraphs which follow. 

The master card is posted at 
specified intervals and offers a 
definite basis for checking the 
progress in each vocational group, 
as well as the progress of one vo- 
cational group against another. 

Next comes the firm card. The 
same card is used for a member 
that was originally set up when 
that member was solicited to be- 
come a prospect. 


The letters A, B, C, D, and E are 
used to classify the reception giv- 
en the solicitor on his last call on 
the prospect. This is classified by 
placing a small signal over one of 
these letters. The letters are coded 
as follows: 


A—Antagonistic 

B—Indifferent 

C—Luke warm 

D—lInterested 

E—Good prospect 

The main card has a turned up 
stub, and behind this stub is 
placed a work sheet. The post- 
ings that are made on these cards 
include complete information rel- 
ative to the prospect: the person 
to contact, type of business, how 
the business is operated, results 
of previous calls. All of the infor- 
mation not only on the main card 
but also on the work sheet. 


With the work sheet in place in 
the pocket, there is a black dot 
appearing on the visible margin. 
When the work sheet is removed, 
the black dot disappears. This 
offers a convenient check to tell 
which prospects have been as- 
signed to solicitors. It also acts as 
a follow-up to assure the return- 
ing of the work sheets after pros- 
pects have been contacted. 


The value of these prospect rec- 
ords are further enhanced by va- 
rious signals. These signals, in 
varied colors, indicate month of 
prospect follow-up, day of pros- 
pect follow-up, prospect for spe- 
cifiled amount of membership, 
firm prospect with employe mem- 
bership. Orange color indicates a 
large sized firm, green a medium 
sized firm, and tan a small sized 
firm. 


(Turn to page 91, please) 
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ay. just placed our or- 
der!” 

The salesman who calls on a 
buyer only to be told that he had 
placed his order a day or two 
before can easily think the other 
Salesman just fell into a bit of 
luck—“just happened to get there 
when the buyer was ready to buy.” 

Of course, there is such a thing 
as luck and occasionally a sales- 
man will get to a buyer at a lucky 
moment. But nine out of ten 


times, luck has nothing to do with 
it. The “lucky” salesman knew 
from past experience, from care- 
fully kept records, just when that 
account would be ready to buy. 
And he planned to be “Johnny on 
the spot” at that moment. His 








timing was accurate —result, a 


sale. 

A salesman had attempted to 
place a desk test in a ten machine 
competitive account for several 
months without success. 

In canvassing the territory re- 
cently, although feeling it was 
useless, he decided to call on the 
purchasing agent again. 

Resistance was Still there all 
right, but this was the call that 
tipped the scales. Finally, the 
P. A. agreed to look at our ma- 
chine, purely as a favor to the 
Salesman. “There isn’t a chance 
in the world of buying your type- 
writer, but if it’ll make you happy, 
send one over for a few days,” was 
the way he put it. 

The machine was delivered and 
not even uncovered for two days. 


An ae © Jaen in 
the ie . of Successful 


Salesmanship 


By C. B. KONSELMAN 


Sales Promotion Manager, 
Royal Typewriter Company, 
New York, N. Y. 


Ma 


Came a rush call for an extra ma- 
chine in the treasurer’s office and 
the new typewriter was used. Its 
excellent work was commented 
upon, the treasurer ordered the 
P. A. to purchase the machine, and 
the salesman is looking forward 
to securing all the typewriter busi- 
ness eventually! 

A typical example of timing, 
combined with unforeseen but for- 
tunate circumstances. A matter 
of one call, at the right time, made 
all the difference in the world— 
the difference between cracking a 
tough competitive account and no 
sale. And calling at the right time 
was the direct result of persistence, 
perseverance in the face of the 
discouragement of call after call 
at the wrong time. 


Time and Money 


Here’s what timing did for an- 
other salesman. This prospect used 
five typewriters, all our machines, 
and five years old. The buyer ad- 
mitted he’d like to purchase new 
machines, but claimed that busi- 
ness didn’t warrant the expendi- 
ture at that time. 

The salesman left and waited, 
knowing that selling that account 
was merely a matter of timing— 
timing which the salesman could 
control. 

When he returned a month 
later, he handed the buyer an 
analysis of typing costs, showing 
exactly how much it was costing 
the firm to keep its old machines 
each month, and pointing out that 
an allowance reduction was immi- 
nent which would further increase 
the cost of typing operations. He 
closed his arguments with the 
thought, “Can you afford to wait 
any longer?” 

Before the customer answered, 
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the salesman Knew he had a hot 
prospect in place of a cool one the 
month before. He got the order— 
five new machines. Once again 
timing, right timing was made to 
play into the salesman’s hands. 

Timing, successful timing —is 
the same in selling as, for example, 
the home run by the pinch hitter 
in a close ball game. By taking 
advantage of circumstances of the 
moment—, by making circum- 
stances, timing gets the desired 
result whether it’s a signed order 
or winning the game. 


Timing and Circumstance 


How to make the “lucky breaks?” 
The successful salesman knows the 
conditions and problems of his 
prospects so well that he knows 


when and how to use the timing 
principle. 

For example, let there be a new 
wave of automobile accidents in- 
volving property damage and per- 
sonal injuries and the casualty 
insurance salesman’s cool prospect 
becomes hot overnight; a daring 
bank robbery will boom the sale of 
the new foolproof time locks, or 
automatic alarms. And the sales- 
man who is on the job when the 
prospects decide to buy, gets the 
business. The fellow who is one 
day late, may just as well be a 
week or month behind. 


The Lucky Guy 


Timing is always considered 
vital in almost every sport, in 
many skilled industrial operations. 
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But nowhere is it any more im- 
portant than in selling. Many a 
salesman hears: “We just pur- 
chased a typewriter”; “Sorry you 
weren’t in last week”; “Smith was 
in yesterday and got the order.” 
And the fellow who is too late or 
too early blames Lady Luck. But 
the successful salesman won out 
because his timing was right—he 
studied the prospect’s needs and 
was there at the buying moment. 

Carefully planned work, alert, 
thorough investigation, and well 
kept records are the elements 
which help the successful sales- 
man do an accurate, precision 
timing job, and results in his being 
the “Lucky guy who fell into the 
order.” 

Timing does it! 


A SALESMAN'S SELF STYMIE 


UNCTUALITY pays. Because I 

had arrived at the _ school 
where I was to address the P.T.A. 
a few minutes early, it was my 
privilege to hear a discussion rare- 
ly conducted in the presence of 
any person interested in the sale 
of office appliances. 

The principal had invited me to 
enter the meeting room and be 
seated until the group finished its 
business session and would be 
ready to hear the several of us 
scheduled to appear on their pro- 
gram. The business before the 
house concerned the possible pur- 
chase of a duplicator—of the dup- 
licator which rested on the presi- 
dent’s desk, in full view of the 
membership. 

“We have had this machine in 
the schoo! office six weeks now, 
and have given it a thorough 
trial,” the principal explained to 
the members. “It does perfect 
work. I have some samples of ma- 
terial produced on it, if any of 
you ladies or gentlemen would 
care to inspect them. 

“This particular duplicator 
seems precisely the model we need 
for the work our school needs to 
do. Since the machine is in per- 
fect mechanical condition, pro- 
duces satisfactory work at a low 
cost and is offered to us at an at- 
tractive and advantageous price, I 
hope you patrons, as an organiza- 
tion, will see fit to appropriate the 
money for its purchase and do- 
nate it to the school. That is my 
recommendation, and, Madam 
Chairman, I so move.” 


By ALLEN D. REBO 
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I expected the motion to be ap- 
proved by a unanimous vote as 
soon as the question was put. I 
hadn’t anticipated any discussion. 
Hence I was startled into keen at- 
tention when one of the members, 
a local business man, arose, ad- 
dressed the chair politely and 
asked if he might put a question 
to the principal. 


A Business Man’s Query 


“You mentioned, Mr. Principal, 
having had the machine in use six 
weeks. May I ask on what terms 
it was left with you?” 

“Tl gladly explain,” was the 
prompt reply. “I’ve known this 
salesman well for a long time; I’ve 
bought a good deal from him at 
various times. He left the duplica- 
tor with me, on approval, hoping 
the P.T.A. would buy it for the 
school, as I have asked. He agreed 
to leave it here with us for the 
remainder of the term, whether 
or not we expected to purchase it, 
on condition that we buy our du- 
plicator supplies from him mean- 
while.” 

“Very generous and fair,” the 
interrogator commented. “I sug- 
gest we accept the salesman’s 
proposition and buy our supplies 
from him the few remaining 
months of the school year, and de- 


fer the purchase of a duplicator 
until our treasury is in better con- 
dition. Thus, we can use the money 
to buy the new set of encyclopedias 
we want and the school office will 
have its needed duplicator also. 
You couldn’t get the books on sim- 
ilar terms, could you, if we wanted 
to buy this machine now?” 

“Naturally not!” the principal 
replied. 

“Well, let us buy the books now, 
use this machine the rest of the 
year on the terms stated and con- 
sider buying a duplicator next 
year,” the business man concluded. 

As the chairman counted the 
raised hands which overwhelming- 
ly adopted the suggestion and ef- 
fectively killed the sale of the 
business equipment salesman, I 
realized I was witnessing an ex- 
cellent example of unintenticnal 
sale-suicide. For, if I may mix 
metaphors, the salesman’s eager- 
ness for business had blinded him 
to the real opportunity the school’s 
need afforded him, and he effec- 
tively stymied his own ready-made 
sale to invoice out a few sheets of 
carbons and a few reams of inex- 
pensive duplicator paper. And I 
knew, of course, that a year later, 
the duplicator would not command 
the same price probably; which 
put the salesman in the position 
of paying the school a substantial 
price reduction if they would buy 
from him “later,” rather than now. 

I addressed the group, when my 
turn came. The subject I had 
scheduled was, “Peculiar Thinking 
of Some Particular People.” 
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Out of Experience ——_ Site 


INSIDE SLANTS ON OUTSIDE SELLING 
Pi ivthanihtse Market Method wud Manpower be 


T IS no secret that the trend in 

the commercial stationery field 
is definitely towards outside sell- 
ing. Ever mounting selling costs, 
high rents, heavy taxes, plus that 
old tyrant competition, makes it 
necessary for the stationer to get 
away from home base and step 
out for more and bigger sales, all 
of which means reaching the big 
buyers of office equipment like 
manufacturers, utilities, corpora- 
tions, and large offices. 

True, the high cost of selling, 
stiff competition, and, of course, 
the old big bear price makes out- 
Side selling no bed of roses. Yet, 
properly equipped, the stationer 
and his salesmen can win profit- 
able sales with an organized sales 
plan that sells service over price. 

A practical and workable plan is 
the four point program of Mer- 
chandise, Market, Method, and 
Manpower: 

1.) Merchandise—that has specific, 
outstanding selling feature that 
the consumers want; thus, giving 
the dealers something to talk 
about instead of price. 

2.) Market—a planned, selected 
market of the best possible users 
of the selected merchandise and 
a market broken down into classi- 
fications for concentrated sales ef- 
fort. 

3.) Method—a specifically planned 
Sales campaign, aided by specific 
advertising, directed to the select- 
ed market to “open doors” and 
secure leads for salesmen. 

4.) Manpower—a well trained sales 
force with members who have the 
initiative and intelligence to sell 
equipment on the basis of service, 
showing the results it will give to 
users in increased efficiency, time 
saved, convenience, and economy. 
Practical “selling tools’ in the 
form of workable demonstrators, 
catalogues, literature, etc., can be 
shown so the users can see the 
application of the equipment best 
adapted to their use. 

To be specific, here’s how such a 
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four point plan would work out in 
Selling book-type visible record 
equipment: 


1.) Merchandise. Plus the specific 
advantages of an individual man- 
ufacturer, book-type visible equip- 
ment has the following great ad- 
vantages that save the consumers’ 
time and money. It is a speedy 
form of record keeping. It gives 
essential information at a glance 
and instant location of any ac- 
count desired. The visible sheet- 
edges offer means of signaling cri- 
tical accounts with movable tabs 
or check marks. Posting entries is 
quick and convenient. It is easy 
to inset new accounts and take 
out dead ones. It is portable and 
can be carried about from place 
to place. It keeps records alive, 
up-to-date in a speedy and eco- 
nomical form. 


2.) Market. Because the general 
market for visible is so large, it 
would be more effective to first 
concentrate on a specific market 
such as manufacturers. The mar- 
ket could be broken down into de- 
partments. For example, visible 
records are not only preferred for 
accounts receivable, but also for 
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credit and collections to save time 
by spotting past due accounts. 
Visible records are good for stock 
records to facilitate prompt check- 
ing of inventory; for purchase and 
quotation records, with complete 
records for vendors, quotations, 
orders, and deliveries instantly at 
hand; for sales department cus- 
tomer records, so important to 
sales management, with 10,000 to 
20,000 customers within an arm’s 
reach; for prospect records that 
give quick information on prospec- 
tive markets; employee records, 
giving all facts including records 
of time, pay, and other data need- 
ed; for social security records, and 
the like. 


3.) Method. An effective approach 
to the market would be a well di- 
rected mail campaign in the form 
of sales letters, literature, and re- 
turn card to the purchasing agent, 
office manager, and other depart- 
ment heads, offering to demon- 
strate the advantages of book vis- 
ible to various departments and to 
show actual forms for each spe- 
cific department. The postage paid 
return card would secure live leads 
for the salesmen’s follow up. This 
method would also get dealers’ 
salesmen to see many department 
heads whom they do not ordinari- 
ly see—all of them good prospects 
for office supplies. 


4.) Manpower. Dealers’ salesmen 
should be equipped with a com- 
plete catalogue of information, 
and most important, a demonstra- 
tor binder, containing actual forms, 
stock and specials, properly in- 
dexed for various departmental 
use. Thus, when calling on a pros- 
pect, they can not only demon- 
strate the advantage of the bind- 
er, but also show and explain spe- 
cific forms for each particular de- 
partment. Experience has shown 
that in the order of importance to 
users the forms are first, binder 
second, and indexes third. It is, 
therefore, important that sales- 








NOVEMBER, 1940 


men should know the use and ap- 
plication of forms. 


Customer vs. Price Prospect 


In short, by intelligently solving 
the form and system problems of 
the prospective buyer, the service 
salesman gains his confidence and 
makes a valuable customer instead 
of a price prospect. The customer 
appreciates this kind of construc- 
tive service because it eliminates 


a great deai of annoyance and 
Saves time for him. Thus, the 
demonstrations of forms and ren- 
dering of visible system service re- 
sults in a profitable “account” 
who is apt to buy all his equip- 
ment from one source and not 
haggle over price. 

Speaking of this type of service 
selling, one successful dealer apt- 
ly says, “I find it pays in present- 
ing equipment to go pretty thor- 
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oughly into a man’s problems. If 
you have something big enough to 
sell to an executive, see him, not 
his clerk. Give him detailed in- 
formation that he has not been 
getting and give it to him in a bet- 
ter manner than he has ever had 
it. With your knowledge of your 
equipment and his problems you 
ought to be able to work out a 
proposition that will interest him 
to sell him on it.” 


Salesmanship Lbloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The ninth of a series of twelve articles being on 


A DAY WITH A GO-GETTER! 


Following is the result of an interview with one 
of Chicago’s most successful typewriter sales- 
men, one who has a record of placing twenty- 
eight trials in one office building in one day! 
He tells how he generally spends his working day. 


4i Y TERRITORY is in the 

office building section of 
the Chicago Loop, where, as a rule, 
soliciting is not permitted. Because 
of the usual presence of building 
employees, I do not solicit business 
on the floor where the office of the 
building is located until I have fin- 
ished all the other floors. I note 
from the building directory how many floors 
the structure has and then avoid the top floor 
where elevators wait and the operators might 
spot me going from office to office. When I 
have worked all other floors, I go to the top 
and then to the building floors. As salesmen 
generally neglect these floors, I find them 
virgin territories. 


“After every call, I go to the men’s room 
and make a record of the call, what was said 
to me, what machines are being used, and any 
other information that may help me when I 
make my next call. At home in the evening 
I transfer this information to my permanent 
record cards. 

“The night before I always plan what 
building I am going to visit, keeping one in 
reserve so that if I am ordered out of one I 
have information about the next building. 

“My card records reveal which offices are 
using my machines. I call at these offices, 
asking the operators how the machines are 
working. This pleases them and often they 
tell me of other offices in the market for 
typewriters. In cases of complaint, I arrange 
for immediate service. There is nothing like 
a satisfied customer to insure future business. 
Another advantage of keeping in close touch 
with customers is that often they are ready 





for a trade or additional equipment. 

“The best time to call on leads 
and to close pending orders is in the 
morning, except with lawyers. I 
call on them between twelve and 
two, or on Saturday morning, when 
court is not in session. 

“The best time for cold canvass- 
ing is in the afternoon. Neverthe- 
less, I start my cold canvassing as soon as 
I clean up my leads and trials. There is 
nothing that will take the place of cold 
canvassing. Most of my business is obtained 
that way. Often I call at an office where a 
competitor's machine is on trial and I succeed 
in selling my machine. 

“Although the office manager or the head 
of the business signs the orders, the real 
buyers are the girls who operate the machines. 
I always try to sell the operators first. Buyers 
prefer to purchase machines the employees 
like to operate, and they consult them before 
buying. 

“If a buyer is opening his mail or receives 
a telegram when I call, I always suggest that 
he finish the opening process or read the 
telegram. A natural curiosity about what is 
in a letter or telegram would engage his mind 
if I continued my talk and he would pay 
little attention to my solicitation. 


“Last year there was about 150 million 
dollars spent on office equipment in the 
United States, which means about three mil- 
lions every week and five hundred thousand 
every working day! I make up my mind 
every morning that I am going to get my 
full share of that five hundred thousand 
dollars!” 











Widow display (above) and counter exhibit 
(at right) which have functioned effectively. 





HORDER’S SELLS FLUORESCENT LIGHTING 
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JOB worth doing is worth do- 

ing well. Horder’s, Inc., has 
followed this axiom in developing 
the sale of fluorescent lighting 
throughout its Chicago stores. The 
company has found that fluores- 
cent lighting presents a rare op- 
portunity. 

A year and a half ago numerous 
manufacturers tried to interest us 
in all types of fluorescent lamps 
ranging from those which were 
very inexpensive to models which 
were costly. It was our job to se- 
lect the most desirable line from 
the twelve or more submitted— 
the essential requisites being de- 
pendability and popular price. 
Being unfamiliar with this new 
source of illumination, our first 
task was to select two medium 
priced, well designed lines and 
then check the reliability of these 
manufacturers. After examining 
financial standing, selling policy 
and materials used, we settled on 
one of these companies which un- 
conditionally guaranteed its prod- 
uct and used Underwriter’s ap- 
proved materials. All three of 
these points were of vital interest 
to us because we wanted to be 
sure of a dependable source of 
supply. 

After deciding on the line of 
fluorescent equipment we were to 
sell, the next problem was to pro- 


mote its sale rapidly and realize 
the most from our efforts. We first 
arranged with the manufacturer 
to lend us complete window dis- 
plays. These displays were of an 
educational nature showing the 
various chemicals and parts that 
went into a fluorescent lamp. The 
display had a large illuminated 
chart showing how the invisible 
light created by the mercury va- 
por in the tube was transformed 
into visible light by exciting the 
fluorescent coating. A turntable 
showing the most popular number 
gave the display motion, and 
around it were grouped other 
lamps throwing illumination on 
color cards and a pastel drawing 
to show how this type of light re- 
vealed true color tones. 


Displays Prove Effective 


These displays attracted pass- 
ers-by in large numbers and 
served to identify us immediately 
as dealers in better illumination. 
The sales derived from these dis- 
plays surprised even the most op- 
timistic in our firm. Inside of the 
stores suitable displays were ar- 


ranged showing a comparison of 
the quality of illumination be- 
tween incandescent and fluores- 
cent. Under some lamps were 
color swatches and printed ma- 
terial so that the customer might 
see the marked difference between 
the light from a fifteen watt flu- 
orescent tube and that from a 
much larger sized incandescent. 
One man in each store became a 
specialist in this new light, and if 
there were any questions which 
could not be answered by other 
salesmen, this individual stepped 
into the breach. Literature was 
passed out freely to customers 
who indicated interest, and it was 
always the rule to inquire if they 
wouldn’t like to have a demon- 
stration lamp placed on their desk 
for trial. 

We found sales meetings very 
helpful. The manufacturer’s rep- 
resentative talked to our inside 
and outside salesmen at these 
meetings. Questions were an- 
swered regarding the advantages 
of this particular line over com- 
petitive ones and best selling 

(Turn to page 24, please) 





POINTERS ON TAX ECONOMY 


T WAS March 14, 1940. Bill 

Knowles, office equipment re- 
tailer, asked me to prepare his in- 
come tax return. “Hope the toll is 
light,” he said. “Money is mighty 
scarce.” 

Knowles is typical of many of- 
fice equipment retailers who wait 
until the last minute to prepare 
their income tax returns, unaware 
that the time to plan for tax econ- 
omy is during the taxable year, 
not a few days before filing time. 

Office equipment retailers, like 
Bill Knowles, who wait until the 
date of filing approaches before 
considering their tax returns, are 
not likely to take every possible 
or allowable deduction. In fact, 
in some cases, it is often too late 
to effect savings at the time of 
filing the return. Legitimate sav- 
ings are more apt to be possible 
during the taxable year, and be- 
fore certain transactions are con- 
summated. Appropriate decisions 
and the appropriate acts must be 
performed in advance, and if 
proper action is not taken in time, 
if the taxpayer waits until the tax- 
able year has ended before con- 
sidering his return, the benefits 
may be lost or postponed. 

Taxes take such a big slice of 
income that they are now a major 
expense and the taxpayer should 
take every lawful and permissible 
means to keep taxation at mini- 
mum. 

There are no set rules to solve 
all problems; each case must be 
handled individually, in accord- 
ance with current statutes pecu- 
liar to the transaction. These 
general suggestions, however, 
should be helpful: 


1. Plan for Tax Economy 


Give consideration to your tax 
problems throughout the year, the 
same as to other expenses. The 
assumption that you can only 
grumble and pay should be re- 
placed with systematic planning 
for tax economy. Which, within 
certain limits, is beneficial, and 
will include a tax budget, reserves 
set up to pay taxes, and considera- 
tion of all lawful means to effect 
economies. Sometimes a change in 
the method of accounting em- 
ployed in keeping the books may 
be advisable; as, for instance, the 
basis of valuation used in com- 
puting inventories. Such changes 
must be approved by the Commis- 
sioner of Internal Revenue before 


The Fime to Plan 
Savings SY; During 
Jarable Your 
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the end of the taxable year; hence 
the need for advance planning. 


2. Make Each Year’s Tax Return 
Complete in Itself 


If the taxpayer omits certain 
expenses or liabilities within the 
taxable year, he cannot deduct 
them from the income of the next 
year. See that all expenses and 
accrued items, which are expenses 
not yet paid but due, are entered 
in the taxable year, also all goods 
returned by customers and allow- 
ances made. Such omissions cause 
an over-statement of liability. 
Losses sustained during the tax- 
able year, incurred in business or 
any transaction for profit, are 
ordinarily deductible from gross 
income, provided they are closed 
transactions during the taxable 
period, with full consideration 
given for salvage and insurance 
or other compensation received. 


Deduct enough depreciation each 
year. You may not take advantage 
in subsequent years of this delin- 
quency by increasing the rate. De- 
ductions may be made for show- 
room equipment that is scrapped 
to make room for modern units. 
Loss due to removal or demolition 
of an old building or part of a 
building incidental to replacement, 
may be deductible from gross in- 
come, reducing the tax. Tax econ- 
omies of this nature cut the in- 
vestment in modernization and 
those considering modernization 
programs should include such sav- 
ings when budgeting these outlays 
or gauging the desirability of the 
investments. When figuring de- 
preciation or obsolescence on prop- 
erty, deduct the cost of the land 
before computation. 

When buying new trucks or 
showroom equipment, figure de- 
preciation from the date of pur- 
chase and ascertain its probable 


normal life as accurately as pos- 
Sible so that you can take suf- 
ficient credit for this deduction. 

Figure inventory at cost or mar- 
ket, whichever is lower. If the 
value of your inventory is inflated, 
your profits and taxes will be pro- 
portionately higher. If the physical 
inventory varies with book figures 
and is correct, adjust your books 
accordingly. Damaged, imperfect, 
shop-worn and traded-in items 
may be valued at selling prices 
less direct cost of disposition. Sell- 
ing prices here mean the prices 
at which goods are offered for sale 
not later than 30 days after in- 
ventory date. Obsolete items in 
inventory, often worth only scrap 
value, should be segregated, listed 
and either sold or steps taken to 
have their actual value recorded. 

Check over accounts receivable 
and deduct for all bad debts where 
it can be reasonably substantiated 
that they are worthless. Many 
dealers carry worthless accounts 
on their books indefinitely, when 
they could reduce tax payments 
by writing them off. If you collect 
on these accounts in later years, 
include the payments with “Gross 
Income.” 


3. Do Not Capitalize Expenses 


For example, a dealer may 
charge a maintenance expense of 
$150 to his property accounts. He 
may consider it an improvement 
or do it purposely to increase the 
value of his assets. Such entries 
increase tax. Repairs that keep a 
property in ordinarily efficient op- 
erating condition are an expense. 
There are borderline cases of this 
type, which may be considered an 
increase in capital or an expense. 
Be conservative in capitalizing all 
items, which logical argument will 
support as expenses. This pro- 
cedure will keep down the tax. 


4. Keep Abreast of Tax Laws 

To this end, maintain a tax file 
for copies of returns on all taxes, 
Federal and state income, sales 
tax, franchise tax, Social Security, 
etc., also amendments and changes 
to existing statutes and other per- 
tinent data. The courts frequently 
render decisions in tax cases, 
which may change methods of 
computation in your favor, like- 
wise, with amendments to existing 
laws. In 1939 an amendment to 
the Internal Revenue Code was 
passed, permitting the taxpayer to 
carry over losses sustained in 1939 
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as a deduction from income in 
1940, and if the loss is greater than 
1940 income the excess may be 
carried into 1941. Such losses may 
extend for two years. The Treas- 
ury Department also held that re- 
covery of bad debts previously 
charged off did not constitute 
taxable income if the bad debts 
were deducted in a loss year and 
did not affect non-payment of tax 
in any way. Decisions and changes 
of this type occur continually, 
showing how important it is to 
keep abreast of the law. 

If you overpay or do not take 
deductions through ignorance of 
such changes, you are “out of 
luck” unless you are tipped off 
subsequently and file a claim for 
overpayment within the pre- 
scribed limit. 

With thirty-five states having 
some form of income tax law, 
about twenty-five per cent levy- 


ing a “use” tax, about seventy-five 
per cent requiring returns of some 
kind plus Federal taxes, it is de- 
sirable to maintain a tax file and 
probably a tax calendar, showing 
the due date of each tax, date the 
tax blank is received, filing date, 
amount of tax and payments. This 
provides information in concise 
form for quick reference and aids 
in avoiding penalties for failure 
to file on time or other delinquen- 
cies. 


5. When Transaction May Be 
Interpreted in Your Favor 

Accounting, unlike mathematics, 
is not an exact science. In most 
transactions, there is only one 
right way, but in certain border- 
line cases, recording depends upon 
the viewpoint of the taxpayer and 
this may differ widely in different 
establishments. When a transac- 
tion may be interpreted in two 
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different ways with equal pro- 
priety, use the interpretation in 
your favor. This is not tax eva- 
sion. It is tax avoidance. There’s 
a difference. The Supreme Court 
has ruled that: “The legal right 
of the taxpayer to decrease the 
amount of what otherwise would 
be his taxes or altogether avoid 
them, by means which the law 
permits cannot be doubted. It is 
well settled that a taxpayer may 
resort to any legal methods avail- 
able to him to depreciate the 
amount of his tax liability, so long 
as his efforts are confined to law.” 


6. Get Expert Guidance If Needed 


Get expert guidance if your or- 
ganization employs no one with 
sufficient ability to file correctly 
and give due consideration to all 
economies. Consult an accountant, 
your banker or the nearest in- 
come tax office. 





HORDER’S SELLS FLUORESCENT 
LIGHTING 


(Continued from page 22) 
methods were stressed. After sev- 


eral meetings our men were in a 
position to recommend intelli- 
gently the best type of lamp or 
fixture to use. Mailings of litera- 
ture were made to customers, and 
in our catalogue we gave a resumé 
of fluorescent lighting and its 
function. We found that our out- 
Side salesmen were very enthusi- 
astic, and whenever desired, a 
factory representative made calls 
with them until they felt compe- 
tent. Carrying samples and leav- 
ing them on the prospect’s desk 
for a period of a week resulted in 
sales in over ninety per cent of 
the cases. We found at the end 
of this time the customer accepted 
the superiority of fluorescent to 
a degree where the light was con- 
sidered indispensable. In many 
instances the sale of one lamp led 
to a substantial quantity order. 
Newspaper advertising played an 
important part in our program of 
intensive promotion. 

Salient points were given to our 
sales force, and they in turn used 
them in their solicitation. First, 
the fact that fifty per cent of 
adults over forty had defective 
eyesight caused principally from 
inadequate illumination. Also the 
fact that good lighting has a 
bearing on a person’s nerves and 
general physical condition. The 
fact that a fifteen watt fluores- 
cent has the economy of a 100 
watt incandescent, as well as the 
extreme coolness of the light for 


summer, we found appealed tre- 
mendously to the purchaser. The 
long life of the tube—2,500 hours 
—represents two years of normal 
usage. This is accomplished with- 
out a decrease in efficiency. 


Sales Staff Responds to 
Fluorescent Lighting 


The effect of handling this new 
mode of lighting stimulated the 
entire Horder organization. The 
public’s ready acceptance encour- 
aged the sales force to work more 
enthusiastically. It seemed that 
they derived a thrill in seeing the 
transformation from poor lighting 
to adequate lighting where flu- 
orescent equipment was installed. 
Our organization in codperation 
with the manufacturer, offered 
them traveling cases as prizes for 
selling a certain quota of lamps or 
fixtures. This item was so new 
and so different that the codpera- 
tion was spontaneous. Horder’s, 
by its wholehearted acceptance 
and promotion of fluorescent, 
demonstrated to the salesmen 
again its merchandising policies 
which are ever alert to fast-selling 
specialty items. 

It is significant to us that flu- 
orescent sells throughout the en- 
tire year. Heretofore lamps have 
largely sold during the fall and 
winter, but now with the advan- 
tages of this “cool,” comfortable 
illumination, substantial summer 
sales have developed. We have ob- 
served that even in air condi- 
tioned offices fluorescent lighting 
has been economical and efficient 
because there is no need to dissi- 


pate the excessive heat of incan- 
descent. 

Our merchandising program for 
the next twelve months calls for 
similar but more intensive pro- 
motion. New window displays now 
in use dramatically present ten 
new models we have added. For 
interior display, an effective com- 
parison is made between a fifteen 
watt fluorescent tube and an in- 
candescent bulb of the same watt- 
age. Our customers are now able 
to obtain all of their fluorescent 
needs from this organization. Bed 
lamps, pin-up lamps and indus- 
trial pieces are now available. By 
promoting the sale of multiple 
tube chandeliers and other types 
that can be quickly installed in 
existing ceiling and wall fixtures, 
we are now able to make a bid for 
our customer’s complete fluores- 
cent requirements. 

It is our belief that there are 
tremendous sales possibilities in 
fluorescent equipment for the sta- 
tioner. Because desk lamps make 
such an outstanding and unusual 
gift, we are looking forward to a 
most profitable Christmas season. 
There are more people at work 
who have more money to spend 
because of government contracts 
and general improvement in busi- 
ness. Better lighting is pertinent 
to this increased tempo, and we 
believe the stationer can profit 
tremendously in the promotion of 
it. If he will select his fluorescent 
line with care, give his salesmen 
proper information and stimula- 
tion, he will find it will be very 
much worth his while. 
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ACH advertisement you publish 
is your personal message to 
the person who reads it. 

Every possible potential customer 
convenient to your venture must 
be impressed. Thus viewed, your 
sense of responsibility is increased 
to these desired buyers, as well as 
to your merchandise, for you are 
talking to people with money to 
spend, perhaps a majority of whom 
do not know your store as of serv- 
ice to them. 

You are in your store, but the 
desired buyer is not. Will your 
message be alluring enough to 
bring the reader posthaste, to see 
if your advertising has him or her 
in mind? This publicity of yours is 
as serious a consideration as any- 
thing you have before you. It is 
putting the spotlight on your of- 
ferings. 

You will plan and buy space 
with the same care you select 
goods and display them, with the 
same analytical oversight you use 
in engaging sales people and pre- 
paring them to sell, the same de- 
tailed analysis you apply in per- 
fecting organization. You do not 
fully realize on sales if all prepa- 
rations for publicity are incom- 
plete. 

Creative analysis of your field 
should be a first consideration. 
The result may show safely en- 
larged advertising plans, or may 
Suggest caution. You are not on 
firm footing until you know both 
sides. You expect to draw some 
trade from where you worked and 
build volume from new trade. An 
amount of the first will seek you 
voluntarily, but the new must be 
aggressively sought. Often it takes 
a long time, now and then a very 
long time, to outline the path to 
your store. You must tell where, 
how, what, and at times interest- 
ing prices. 

If an established venture, the 
same creative analysis remains im- 
portant to hold and increase what 


Abstract of the First Chapter of a 
Book to Be Published Soon 
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you have. In any case, character 
of the fleld will reveal quality and 
price levels to be served. This will 
be reflected in an established in- 
dividuality of your publicity; and 
any originality of method or man- 
ner will add prestige. Substantial 
reasons will then more nearly in- 
sure permanence. But the caution 
is uttered that “hit and miss” pub- 
licity will bring “hit and miss” re- 
sults common to under-aiming. 


Do Not Imitate 


Imitation is questionable. So 
often it happens that the mer- 
chandise is better than the pub- 
licity. That is the situation this 
discussion seeks to correct. If you 
know best about your cualities, it 
is best for you to tell it in your 
everyday way. In any event people 
will buy what they want if attrac- 
tively served. Often they buy 
wants in preference to needs. The 
main thing is to discard valueless 
mediums and do as the late Wan- 
amaker did: Buy where and from 
whom the best interest of your 
venture is served. 
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Public relations is broader un- 
derstanding of your aims and your 
business by your customers—it 
works from the human angle. 
Think of advertising and you 
think of taking space with often 
hurriedly prepared copy. The ten- 
dency is to regard appearance as 
units, and units bring unit sales. 
Public relations builds on the long 
continuous run from January to 
December—the personal appeal, 
how good the merchandise is for 
the user. The railroads offer an 
extreme example, formerly pub- 
lishing in the papers time cards, 
showing what time to go where. 
Now their publicity drips with the 
allurement of their streamlined 
trains. It is a matter of business, 
but the travelers’ pleasure is given 
first place. 

Only the most thoughtful atten- 
tion to publicity will move mer- 
chandise in maximum volume. 
Appropriation for creative public- 
ity should not be halved by ex- 
pense inroads. Hang signs on their 
own financial supports as expense, 
especially so for contract illumi- 
nations. These are active when the 
store is closed at night. 

All factors of operation are in 
some degree publicity. Trained 
sales people as interesting as the 
public message; wrappings a pleas- 
ure to open; delivery service. All 
appeal to buyers to come in. Once 
arrived, responsibility shifts to 
every factor of store operation; 
sales persons most importantly. If 
only one out of three is efficient 
two-thirds of the value of getting 
customers in is lost. 


Publicity Investments 


All publicity built on reasons for 
trading with you is an investment. 
From investments you get calcula- 
ble returns. Newspapers are such 
investment, provided all factors 
are nearly 100 per cent perfect. 
Often poor preparations mean poor 


(Turn to page 100, please) 
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CHRISTMAS BUSINESS CAMPAIGNING 
be 5 er Capitalizes Year 3 Greatest Merchandising Opportunity 


NE of the greatest contribu- 

tions to good merchandising 
is a proper appreciation and rec- 
ognition of the opportunities for 
more business, and a following 
through of these oppertunities to 
a successful conclusion. Christmas 
has long been recognized as the 
outstanding opportunity of the 
year, and the manner in which the 
Paul Anderson Company of San 
Antonio, Tex., has taken advan- 
tage of this opportunity for in- 
creasing business, opening new 
accounts, and more firmly estab- 
lishing itself in the community, 
makes an interesting story. It is 
told by G. S. Thorne, vice-presi- 
dent and sales manager of the 
firm. 

“I believe that one of the first 
essentials of good merchandising 
at Christmas time is in making an 
inventory of those items that may 
be properly promoted at this time, 
of informing the sales personnel of 
these items, and in sponsoring an 
energetic sales campaign that will 
not only increase sales, but will 
bring new customers into the 
store, better acquaint the public 
with what you have to Sell, and 
establish contacts that will mean 
more business in the months to 
follow,” Mr. Thorne stated. 


“Sales promotion may be car- 
ried through by holding meetings 
of the employees and informing 
them of those items that may be 
offered as acceptable gifts, men- 
tioning such items in the adver- 
tising, and sending out illustrated 
folders to the regular customers 
and others you would like to have 
on your books. 

“A survey of the store will bring 
out scores of items that make ac- 
ceptable gifts but which do not 
always come under that classifica- 
tion. When people think of some 
gift that may be _ purchased 
through a stationery store, they 
think of fountain pens, pen and 
pencil sets, stationery, and simi- 
lar items. There are, however, 
many others that may be sold 
through proper promotion. 


“Such items include desk sets, 
smoking stands, book ends, desk 
blotters, seat cushions, reminder 
pads, bill folds, portable typewrit- 
ers, postal scales, world globes, 
reading glasses, desk and floor 
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lamps, waste baskets, and numer- 
ous other items. 

“An analysis of these sugges- 
tions will show that there are 
many that would be welcomed by 
a large number of people. Desk 
sets, desk blotters, smoking stands, 
postal scales, and desk lamps make 
ideal gifts for the husband or 
father. They are all practicable, 
serviceable, and fit into the budget 
of the average wife or family. 


Gift List Is Extensive 


“For the wife, son or daughter, 
the portable typewriter is a wel- 
come gift. Thousands of high 
school or college students now find 
a portable typewriter indispen- 
sable in their work. And there are 
thousands of wives and mothers 
who appreciate such a machine 
for their personal correspondence, 
writing out recipes, and similar 
light tasks. 

“Reading glasses are appreciated 
by numbers of men and women 
who are getting along in years and 
find such an aid essential to en- 
joyable reading. Men and boys 
recognize the value of a good bill- 
fold. And any woman, old or 
young, is delighted with a gift of 
personal stationery. 

“The day to day accounts of the 
war makes a globe an ideal gift 
for men interested in worldwide 
activities—for following through 
on various campaigns—and is 
equally acceptable to the son or 
daughter who can use such a gift 
in keeping pace with changes in 
boundary lines. 

“There is always room for an- 
other smoking stand or an ash 
tray in any home or office. There 
is always a need for another re- 
minder pad. And there is always 
a place for another waste basket. 

“Wouldn’t you, as a_ business 
man, be pleased with a new desk 
lamp for Christmas, a desk blotter, 
a seat cushion for your chair, or a 
smoking stand? Coming from 
some friend or loved one, it makes 
a gift that is not only appreciated 
because of its sentimental value, 
but for its practical worth as well. 


It is not something that will be 
forgotten within a few weeks, but 
something that will be enjoyed for 
many months, retaining the love 
and friendship that made it pos- 
sible, and cementing a relation- 
ship that is good for all concerned. 

“Christmas is a buying season, 
a season that the stationer should 
recognize as a merchandising op- 
portunity, and one in which he 
should step out and get his share. 
The presentation of a box of sta- 
tionery, a pen and pencil set, or 
some other similar present is as 
acceptable as a box of candy, 
toilet articles, or similar articles of 
merchandise; and, through proper 
sales promotion, this business can 
be brought into the stationery 
stores as well as through other 
business channels. 


Window Displays Build Sales 

“We have had some success in 
this promotional effort by building 
up our window displays offering 
suggestions to those who pass our 
store. We have built up our in- 
terior displays to remind those 
who came into the store. And we 
have supported these activities by 
planned advertising, illustrated 
folders, intensive selling, and an 
appeal to those with whom we do 
business. 

“We have had quite a little suc- 
cess with our illustrated folders. 
These contain illustrations and 
text of practically all the articles 
mentioned and carry a direct ap- 
peal to those seeking acceptable 
gifts for man, woman or child. 


“Thousands of men who head 
firms or departments will be recip- 
ients of gifts from their employees 
this coming Christmas. Is there 
any reason why this business 
should not come to the stationer? 
We have gone after such business, 
and have had some good returns. 


“This year thousands of business 
men will exchange gifts with their 
business acquaintances and asso- 
ciates. Is there any reason why 
these gifts should not be pur- 
chased from a Stationer? A bill- 
fold with the recipient’s name in 
gold letters, a desk pad, a desk 
blotter, or a smoking stand—all 
are acceptable and come within 
the price range of what the aver- 
age business man wants to pay. 
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We have gone after this business, 
and the returns have been good. 
“People are in a buying mood at 
Christmas time, and there is a 
good business here for those who 
take advantage of it. The sta- 
tioner has a definite advantage, 
for the articles of merchandise 
that he has to offer have a wider 
appeal than the average, are more 
acceptable, more practical, and 
better appreciated. The returns 
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EIER & FRANK, Portland, 

Ore., took page newspaper 
space in which to feature “Gifts 
in the Write Spirit.” They espe- 
cially played up a typewriter at 
$64.50. “We had a big sale of this 
typewriter,” said the manager of 
the stationery and office supplies 
department, “due in a large part 
to the attractive manner in which 


are dependent upon his initiative, 
and his ability to follow through. 

“We have found, however, that 
Christmas business is more than 
a temporary spurt. We can point 
to many new accounts that first 
had their inception at Christmas; 
people who came into the store to 
buy a present, became better ac- 
quainted with our wide range of 
merchandise, and became regular 





Idea Windows That At- 
tracted Christmas Trade. 
—At left: Meier & Frank, 
Portland, Ore. Above: 
The Typewriter Company, 
San Francisco, Calif. Top, 
right: E. W. Hall Com- 
pany, Seattle, Wash. 


they were publicized. Both in the 
window and in the department we 
showed a typewriter wrapped in 
cellophane and tied with red rib- 
bons, with a Christmas card at- 
tached. We also showed one put 
up in a gifty manner, in a box tied 
with silver cord. In addition, we 
offered to personalize the machine 
by placing upon it, in silver letters, 
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customers. We have customers 
who saw one of our window dis- 
plays, saw something desired, came 
into the store, and not only pur- 
chased the desired article, but saw 
other needed merchandise, and 
purchased a good bill of goods. 

“Christmas is the time of the 
year for business, and such busi- 
ness will be available through 
proper planning and proper pro- 
motion.” 











the initials of the one to whom it 
was to be given. We called special 
attention to our lay-away plan, 
under which, by making a small 
deposit, the machine would be laid 
away until a week before Christ- 
mas. From day to day we fea- 
tured fountain pens, and combi- 
nation pen and pencil sets. In our 
big ad we included a coupon for 
the convenience of out of town 
patrons, which they could fill out, 
state the type and price of ma- 
chine or fountain pen they wished 
to buy, and advise the initials they 
wished to use in personalizing the 
gift.” Their big window attracted 
much attention. On the wall was 
a large cartoon of Santa, done in 
red, green and white, with a pen- 
nant “Meier & Frank’s Portland's 
Own Christmas Store.” Fixtures 
of red and gold held fountain pens, 
pen and pencil sets, desk sets, and 
boxes wrapped in a holiday style. 
Nothing but quality merchandise 
was featured, and each item bore 
a neat little price card. 
Remington Rand Inc., Sacra- 
mento, Calif., had the center of 
the floor space covered with artifi- 
cial snow, out of which rose a 
Christmas tree, sprayed white, and 
shrouded in misty clouds of silver 
gray fiber, and trimmed with blue 
glass balls. At one side was a desk 
holding a typewriter, and at the 
(Turn to page 92, please) 
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RECEPTION ROOM PUBLICITY 
Shas for the _ Sloman Siicttulten Portfolio 


FFICE furniture’ salesmen 

may have noticed that it is 
becoming more and more a com- 
mon practice for firms to adver- 
tise their own products in their 
reception rooms. This being the 
case, a salesman can often add to 
his usefulness in business con- 
tacts by timely suggestions in this 
respect when he sees a place 
where a firm can benefit through 
such an installation. And even 
though it may not be a product 
that he himself is selling, it is a 








Reception Rooms That Silently Reveal the Character of the 
Firms’ Businesses.—At left: Porcelain walls with production 
scenes in colors, tell the story for the General Porcelain & 
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case of offering ideas—the real 
high road to every worthwhile 
sale. 

In the installation shown of the 
Sun Life Assurance Company of 
Canada, at Philadelphia (handled 
by the Pennsylvania Office Furni- 
ture & Woodworking Company, 





also of Philadelphia) the name 
was set in the floor covering pro- 
duct, with their trade mark 
“World Wide” played up to a dra- 
matic extent. 

The sliced walnut plywood wall 
paneling was also applied by this 
office- furniture and woodworking 
firm, so that the completed room 
has the sense of unity and note of 
conservatism desired by the com- 
pany. This is a notable example 
of the advisability of having one 
firm do the ensemble selling 





Manufacturing Company, Chicago. At right: The Sun Life 
Assurance Company of Canada, Philadelphia office, puts its 
trade mark in the floor where every visitor sees it. 
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necessary to produce an office 
complete in every detail. 

The other installation in the 
Chicago offices of the General Por- 
celain & Manufacturing Company 
uses a design showing a manufac- 
turing scene, set in a porcelain 
enamel wall, to advertise the com- 
pany’s own products. Incidental- 
ly, this not only gives this firm 
the opportunity to picturize man- 


ufacturing processes, but offers an 
example of color combinations, 
and some idea of the work pos- 
sible in this medium. 

Another means of securing suc- 
cessful reception room publicity 
has been the use of colorful oil 
paintings of plants, products, or 
details of manufacture. And large 
photo murals set in walls, or cov- 
ering entire wall spaces are fa- 
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vcred by many. One of the big 
airliner companies makes use of 
such photo murals to dramatize 
air views along the regular route, 
and services of hostesses. 

Possibilities are endless if an 
alert salesman watches for them— 
and where else could a company 
secure more strategic advertising 
of a selective nature than in their 
own reception rooms? 


Building a Zz rofitable 
OFFICE FURNITURE RENTAL BUSINESS 
hus Angeles aval Explains Details of Successful Plan 


HE Security Furniture Ex- 

change at 420 South Spring 
Street, Los Angeles, a firm more 
than twenty-five years old, has 
built one of the largest rental 
businesses in southern California 
on office furniture and equipment. 

D. A. Hendler, the sales man- 
ager, not only is thoroughly sold 
on the rental business as a busi- 
ness in itself but he is sold on it 
as a first-class method of getting 
major leads for sales of new office 
furniture. This latter idea is 
proved good from the fact that 
slightly more than seventy-five 
per cent of those who rent furni- 
ture soon buy furniture, usually 
the same furniture they have 
rented, but sometimes they make 
other and better choices from the 
stocks in the store. Nearly always 
they make additional purchases 
even when buying the furniture 
already rented. 

Naturally in renting furniture, 
Mr. Hendler says, the dealer must 
be a student of human nature and 
an observer of conditions and 
trends. In this locality a great 
mamy people coming from the 
East and Middle West wish to try 
out a business to see if they can 
establish themselves. The most of 
these are legitimate and good 
business men or professional men. 
Some few are not. Obviously a 
careful, yet quick decision must 
be made to remove the element of 
gamble as much as possible. This 
store has removed the gamble as 
much as possible. 

In the first place only legitimate 
businesses are considered. If there 
is any question at all, such as 
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requests for furniture for a 
“bookie” or a suspected “bookie” 
the request is turned down. Other 
“cheap” types of business are rig- 
idly turned down. Rentals are 
confined to the metropolitan Los 
Angeles area with the thought of 
course, of keeping business within 
eye-shot. 


Use Good Salesmanship 


Good salesmanship as to quality 
of furniture rented must be used, 
for it is taken rather for granted 
that the rental customer is going 
to be a buying customer. The 
rental customer who looks good 
is rented better furniture than the 
one who does not look so good 
and somewhat in direct proportion 
to the quality and character of 
his business as well as to the ap- 
parent quality and character of 
himself. This increases the sale 
when made and gives better satis- 
faction. 

Among the great mill-run of 
rentals, however, the plan is to 
get about $15 per month rent per 
room. The average rental contract, 
with option to buy, rental money 
paid applied on purchase price, is 
ninety days, but contracts for six 
months or even one year are not 
at all unusual. 


Forget About Damage 


Mr. Hendler points out that it 
is possible almost to forget about 


damage because so little damage 
actually occurs. Not once in a 
hundred times is it necessary to 
collect damages, protection in this 
respect being included in contract 
provisions. The only damage, 
speaking broadly, comes from 
burns due to cigarette butts but 
even these are rare. 

In no case so far has there been 
any argument about paying dam- 
age where it has occurred. 


Scientific Advice Helps 


If furniture is to be rented and 
eventually sold, Mr. Hendler points 
out, the dealer must be able to 
help the customer succeed. To 
this Mr. Hendler, formerly a 
banker, has gone to considerable 
preparatory trouble. He has taken 
intensive night courses in interior 
decorating and has made studies 
in business administration. He has 
taken work in lighting and color 
harmony. He never gets through 
going to school. 

When furniture is leased to a 
customer it is not merely a matter 
of shooting out to him a few sticks 
of furniture. On the contrary, Mr. 
Hendler gets a good idea of the 
man’s business, what he wishes 
to achieve, what type of suite he 
is going to occupy. Furniture and 
equipment are then suggested to 
him which spell efficiency, easy ar- 
rangement, saving of steps, 
streamlining of office handling, 
etc. 

Not only is a customer effec- 
tively outfitted with his office 
properly planned more likely to 
succeed but he is also more likely 
later to buy. Frequently when the 
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customer decides to buy he is 
ready for permanent decoration 
and arrangement of his offices. 
Then Mr. Hendler and his aids are 
on the job in a big way. Color 
harmony is urged, placing of fur- 
niture in reference to speed and 
light is given attention, durability 
of carpeting, draperies, shades, 
etc., is discussed. In the great 
majority of cases where the better 
furniture is being purchased Mr. 
Hendler is given a free hand to 
decorate and arrange the offices. 
When he gets that privilege, he 
Says, he knows he has done all he 
can do to make a permanent 
friend for his company. Not only 
has he made a permanent friend, 
he has made a customer that 
thinks of this store first. 


Must Get Confidence 


“If rental business is to develop 
into sale business,” says Mr. Hend- 
ler, “one thing certainly is obvious. 


UNIQUE lobby office set-up 
for a large Colorado Springs 
hotel which points the way to cul- 
tivation of an entirely new furni- 
ture market was developed re- 
cently by the Out West Printing 
and Stationery Company, Colo- 
rado Springs, Colo. Here, as in 
thousands of other hotel lobbies, 
the manager’s office had always 
been hidden back behind the mail 
pigeon holes. As far as the general 
public went, the manager was 
nothing more than a name. 
When a new manager took over 
this hotel recently, he determined 
to carry out an entirely new idea 
in the way of service. He deter- 
mined to move right out into the 
lobby where he could act as a per- 
sonal greeter to the guests. Work- 
ing from this basic idea, Herbert 
S. Riley, sales manager of the Out 
West furniture department, and 
Salesman William E. Mason, de- 
veloped an entirely new type of 
lobby office which permits the 
manager to contact the public di- 
rectly and still provides him with 


The customer must get and get 
rather quickly a bit of added con- 
fidence in the salesman. It would 
be folly to send out rental furni- 
ture that would kill a later sale. 
If I do not have a man’s confi- 
dence I hesitate to take his busi- 
ness for I know that he will find 
fault later. The best way to gain 
confidence is to show more knowl- 
edge of construction in furniture 
than the average salesman shows. 
Superficial statements like, ‘Here’s 
a good desk for you’ contributes 
little to confidence building. But 
carefully worded, scientific advice 
on why this desk is best for the 
customer’s business, his future, 
and his purse does advance your 
cause. I would not want to de- 
liver a desk if I did not know 
the details of its construction inti- 
mately. 

“Details can be learned only by 
study, close attention, improving 
of spare moments. The thing to 
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do is go to school at night, go to 
factories, get deep into things. 
Obviously when a customer is told 
details he is not satisfied with the 
superficial statements of salesmen 
elsewhere and if he starts out 
shopping he is much more apt to 
come back disappointed in what 
he has heard elsewhere. 

“That is the story. Rentals, once 
criticized, are good business when 
properly handled. They serve as 
a source of fine leads, they help 
new firms to get started and ride 
over the first hump. They make 
friends, they make more perma- 
nent customers than any other 
type of promotion. Rentals, how- 
ever, must be properly handled, 
handled for mutual benefits, and 
the clientele must be carefully 
chosen, but withal decisions must 
be promptly made. Our rental 
business is growing rapidly and, 
as a consequence, our sales busi- 
ness.”’ 
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NEW MARKET FOR OFFICE FURNITURE 
Abert Salcinamn Makes he # Opportunities 


By LUCIUS H. FLINT 


¥ 
the privacy necessary for getting 
detail work done. 


The lobby office, which is located 
against a side wall facing the cen- 
ter part of the lobby proper, con- 
sists of two desks and two Sets of 
files. Both desks are flat-topped, 
one of them, typewriter size. One 
desk is for the manager, the other, 
part time for a stenographer and 
part time for the assistant man- 
ager. The two set-ups, each of 
which includes a desk-high set of 
files, are separated by a combina- 
tion wood and glass partition. The 
partition extends out in front of 
the desks a distance of about three 
and one-half feet, runs up 
eighteen inches above the desk 
level. The divider is of wood up 
to the desk top level, of glass 
above that. Four chairs in addi- 
tion to the two office chairs are 
included in the set-up, one of 
them in front of each desk and 


one off to the side of each desk. 

The partition between the desks 
makes possible a certain amount 
of privacy for both the manager 
and assistant or secretary, yet 
does not present a formidable bar- 
rier. The manager and assistant 
can consult quickly and easily— 
merely by standing up and talking 
over the partition or moving 
around it. Yet, where the man- 
ager is talking with one person or 
group of people and the assistant 
is busy with another group, the 
partition prevents any conversa- 
tional conflict. 

Because it brings the institu- 
tional executive closer to his cus- 
tomers, an arrangement of this 
kind is invaluable in any hotel 
lobby. The trend toward closer 
contact between executives and 
customers is noticeable in the 
hotel business as in all other lines. 
The office outfitter who keeps that 
fact in mind and presents it well 
to his local hotel men, will find a 
worthwhile new market for furni- 
ture opened up.—BART 
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THREE SHAW-WALKER INSTALLATIONS TOLD IN PIC- 
TURES.—(Above) The cashier’s department in the South Cen- 
tral Electric Association offices, St. James, Minn. Every 
needed record is within reach of the cashier in the Shaw- 
Walker Triple-Duty counter, and she may even make change 
without arising from her “organized” desk. The Kemske 
Paper Company, exclusive representative of The Shaw-Walker 
Company at New Ulm, Minn., made the installation. (Upper 
right) Part of the home offices of the Western Mutual Life 
Insurance Company, Fargo, N. D., equipped with Shaw-Walker 
desks in the new island base design. Each desk is individually 
tailored with work-organizing drawer accessories. The Office 
Specialties Company,.Fargo, made the installation. (Lower 
right) Four Shaw-Walker document Fire-Files on the right of 
the Triple-Duty counter house chattel mortgages in the reg- 
istrar of deeds’ office, Brown County Courthouse, New Ulm, 
Minn. The files relieve a crowded vault and save many steps 
daily. Installed by Kemske Paper Company, New Ulm, Minn. 
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AT RIGHT—John Nichols, Inc., Milwaukee, was the dealer 

responsible for this installation of Automatic posting trays 

in the offices of the Allis-Chalmers Company. The Nichols 

organization is the local representative of the Automatic File 

& Index Company, Chicago. The installation was complete and 

included Automatic hinged lock rod eyelet guides for efficient 
machine posting operations. 
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A MODERN DESK IN A MODERN 
SETTING.—This_ installation of a 
wood-steel high-grade desk manufac- 
tured by the Michigan Desk Company, 
Grand Rapids, Mich., was recently 
made in a Chicago office by the M. R. 
Lome Company, 160 West Lake street, 
Chicago. As can be seen even in the 
uncolored photograph the desk matches 
perfectly with the venetian blinds, 
light walls and dark carpet in the mod- 
ern office. 











AT RIGHT.—This impressive battery 
of eighty files manufactured by the 
All-Steel-Equip Company, Aurora, Ill., 
was a recent installation in the offices 
of a Chicago public building. The files 
are the A-S-E Aurora Standard grade 
letter files No. 5401, and each is 
equipped with a Di-Vision plate for the 
filing of reports. 






AN UNUSUALLY WELL-EQUIPPED LEGAL OFFICE.—Above 
are three vews of the law offices of Sherry B. Myers, which 
were recently completely refurnished by Earl F. Hutton—’’The 
Corner Book Store’’—Canandaigua, N. Y. Desks and tables 
were manufactured by the Standard Furniture Company, 
Herkimer, N. Y., the chairs came from the plant of the W. H. 
Gunlocke Chair Company, Wayland, N. Y., while the files and 
racks were furnished by the Corry-Jamestown Manufacturing 
Corporation, Corry, Pa. The Hutton organization also fur- 
nished a Royal typewriter and Parker pen sets. (Above) The 
conference room. (Upper right) The reception room. (Lower 
right) The executive office. 
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AT LEFT.—The Chicago branch of the 
Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., recently 
made this installation of “Y and E” 
equipment in the offices of the Illinois 
Bell Telephone Company, Chicago. Of 
specal notice is the streamlined coun- 
ter, finished in the YandE Neutra- 
Tone gray. It is also interesting that 
the design of chairs and desks not only 
carries out the streamline motif, but 
fits perfectly into the general decora- 
tions and layout of the office. 
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ABOVE.—Harter chairs installed in 
the offices of the Chicago Park Dis- 
trict. The order included 1300 steel 
chairs. The models chosen for executive, 
clerical and stenographic use were pos- 
ture-type swivel chairs with a number 
of additional side chairs and arm 
chairs. (Upper left) A typical private 
office. (Lower left) The cafeteria also 
fully equipped with Harter seating. 
(Upper right) Outside view of the ad- 
ministration building. (Lower right) 
The general office. 


AT RIGHT.—A section of the junior 
executive department of the National 
Bank of Commerce, San Antonio, Tex. 


Equipment was installed by the J. An- 
drew Smith Company, San Antonio. 
and included sixteen No. 38 grade 
Shelbyville desks and fifty-four Gun- 
locke chairs of assorted types including 
leather upholstered numbers and the 
Bank of England model.—BCR 


BELOW.—Shown here is the general 
office of the Atlantic Life Agency at 
Richmond, Va., after it was completely 
remodeled and refurnished with steel 
furniture manufactured by The Macey 
Company, Grand Rapids, Mich. This 
installation was made by the Virginia 
Stationery Company, Richmond. 
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EDITORIAL 


Selling ‘Quality Products 


@@A CONSTRUCTIVE note ran through the 
advertising and selling efforts of the dealers who 
participated in National Office Furniture Week. 
For the most part, their appeals were based upon 
the values offered by modern equipment of good 
quality, which would help increase office effi- 
ciency, convenience, and appearance. 

The appeal to purchase office equipment of 
“Nationally Recognized Quality” was given spe- 
cial emphasis in an attractive newspaper adver- 
tisement sponsored by a group of dealers in 
Indianapolis, Ind. It was also included in an 
advertisement representing another group in 
Kansas City, Mo. 

Occupying the larger space, the message in 
the Indianapolis paper should appeal to the good 
judgment and natural self-interest of any user 
of office equipment: Which is the return of ex- 
pended dollars to his own business. Part of the 
appropriate message read as follows: 

“Attention, Office Equipment Users! 

“The above concerns are a part of a National 
effort to maintain Quality standards in the office 
furniture and equipment industry. 

“Purchase of ‘Nationally Recognized Quality’ 
means the retention of skilled, well-paid work- 
men and the keeping of consumer purchasing 
power at its present level. 

“Remember . . . consumers cannot buy from 
you unless they have money, and they can’t have 
money unless a livable wage is maintained 
through your purchase of ‘Nationally Recognized 
Quality’ instead of nameless brands and inferior 
price-appeal equipment.” 

Quality is that property of a piece of merchan- 
dise which may distinguish it from another hav- 
ing similar form and function. Such a distin- 
guishing characteristic exists among products 
of all price ranges. Therefore, “quality” as an 
identification of class or grade does not essen- 
tially mean it is obtainable only in the upper 
price brackets: An important point to be im- 
pressed by constructive merchandisers upon 
prospective buyers of products in all divisions of 
the office equipment industry. 

While sometimes the initial cost is a little 
higher, the better quality product usually is 
the least expensive in the long run—considering 
those things that make for satisfactory use, dur- 
ability, and possibly trade-in value. 

The advertised products of manufacturers in 
the office equipment industry are generally ac- 
corded preference because of their merit, and be- 


cause of the constructive and cooperative policies 
of these companies. It is to be remembered that 
they have contributed substantially toward the 
advantages enjoyed by the distribution trade 
today. 

Walter Buchen, well known in the advertising 
field, has well said that one of the major factors 
in selling consists of making the prospect prefer 
the product to all others at a price reasonably 
satisfactory to the seller. 
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THE fortunate circumstances of our lives are gen- 
erally found at last to be of our own producing— 
Goldsmith. 
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The Greatest Return 


#4 WHO gives a worthwhile idea to another 
and induces him to put it to his constructive use 
has a “stake” or investment in the other’s for- 
tune. The man is rich who has given to many 
an idea, an inspiration, or some special service 
that contributes to his advance and wellbeing. 
The teacher’s greatest return for instructing the 
child is in the satisfaction of passing on his 
heritage of culture and knowledge that will en- 
able the youth to meet life’s requirements and 
serve his fellowman. For, as Emerson said, ““The 
greatest reward for doing a thing well is the 
satisfaction of having done it.” 

The salesman whose motivating principle is to 
plant a helpful idea in the mind of a customer 
and lend a useful hand in enabling him to im- 
prove his circumstance receives in return a value 
greater than financial compensation. He ac- 
quires a “stake” in him of infinite worth in 
friendship and satisfaction. 
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CHARACTER is not made in a crisis—it is only ex- 
hibited.—Dr. Robert Freeman. (From the “G. F.News’”’) 
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Industry Sales Improve Sharply 


“INCREASED sales for the whole office equip- 
ment and supplies industry are resulting from 
the present expansion of business and the Gov- 
ernment’s National Defense Program. Reports 
indicate a possible 20 per cent increase for the 
year 1940. 

The October 25 report of ‘‘Poor’s Industry and 
Investment Surveys,’ released by Poor’s Pub- 
lishing Company, Wellesley, Mass., summarizes 
the current outlook in terms of improved sales 
for both manufacturers and distributors. The 
report estimates that “improvement in total 
sales will be registered by manufacturers of 
office appliances for the full year of 1940, re- 
flecting a good gain in domestic business (per- 
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haps about 20 per cent) and notwithstanding a 
decline in foreign shipments (off 23 per cent 
during the first eight months of 1940).” 

Offsetting to some extent the adverse effects 
of the European war, prospects in the export 
field are brightened by improving conditions in 
Latin American countries. 

In dollar volume, the report estimates a total 
of approximately 165 million dollars in office ap- 
pliance business for 1940. This would be an 
increase of 114 per cent over the estimated 148 
million dollars registered in 1939 and a 14 per 
cent rise over the indicated 145 million dollars 
in the year 1938. 

The increase in production trends is shown 
by the gain in factory pay rolls for manufac- 
turers of cash registers, adding, and other ‘“‘cal- 
culating” machines in August of nearly 14 per 
cent above the corresponding month in 1939, 
according to the Bureau of Labor Statistics. 

As the expansion activities of private business 
and the many departments and agencies of the 
Government are continually changing, the alert 
office equipment dealer will find it to his advan- 
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tage to keep unusually well informed on the 
plans and developments among his customers 
and prospects in his trading area. 
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EVERY calling is great when greatly pursued.— 
Justice Oliver Wendell Holmes. 


Increase Net Profits 


&¢ THE “Study of Cost of Operation in the 
Commercial Stationery and Office Equipment 
Business for the Year 1939” prepared by the Na- 
tional Stationers Association and released at the 
recent convention is a valuable contribution to 
the industry. Among the many interesting fig- 
ures revealed is the improvement in net profit, 
but a greater rise is needed to offset the increase 
in taxes and some of the operating costs. 

Besides reducing costs that can be controlled, 
the dealer may well give thought to the means 
of increasing the sale of items which yield the 
greatest net profit and to increasing the average 
sale. Some dealers have accomplished much in 
this direction by special work with the sales 
force. 
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APPEAL FOR FUNDS FOR B.W.R.S. 
MOTORIZED-KITCHEN UNITS 


The Modern Stationer, 250 Fifth 
avenue, New York, is receiving dona 
tions from the trade for the purpose 
of purchasing a motorized-kitchen 
unit for the British War Relief So 
ciety. It is to be presented in the 
name of the stationers of Great 
Britain by members of the station 
ery industry in the United States. 
The kitchen units, or rolling kitchens 
as they are known, are used to feed 
the homeless and stricken in dev 
astated areas. One unit can feed 
200 people at one time. The cost 
is $2,000. The plan of the general 
ommittee, which consists of many 
of the leading American stationers 
and stationery manufacturers, is to 
secure 2,000 contribu:ions of $1.00 
each from the stationery industry. 
Checks should be drawn to ‘Sta 
tioners’ Motorized-Kitchen Fund 
and sent to the Modern Stationer. 





NEWSPAPER PUBLISHED DANIEL 
POEM 

William G. Daniel, manager of 
the Monroe Calculating Machine 
Company's maintenance department 
at Jacksonville, Fla., recently won 
recognition of his ''side-line career’ 
of writing poetry when the Florida 
Times-Union of Jacksonville pub 


ished his latest offering entitled '’An 


American's Prayer.'' Before going to 


Jacksonville Mr. Daniel was a rep 





A LITTLE OUT OF OUR LINE BUT... 
Even a man who makes office desks 
for a living sometimes tries to make 
things a little easier for his fellow 
man even if it involves stepping out 
of character once in a while. W. A. 
Horne, of the Horne Desk & Fixture 
Company, Atlanta, Ga., has invented 
a tie rack that (1) actually keeps ties 
separate and (2) keeps ‘em off the 
floor and (3) folds out of the way when 
desired. So, out of sheer gratitude we 
produce the rack herewith, which is 
listed at the patent office as patent No. 
2,212,176. (L to R) The rack in a 
folded down position and extended 
for selection of ties hanging upon it. 


resentative of the Monroe organiza- 
tion at Little Rock, Ark.—ADR 





MR. BALDWIN DISCOVERS AN 
OLD CATALOGUE 


D. C. Baldwin, "The Old Type 
writer Man" of Fort Smith, Ark., 
who celebrated his eightieth birth- 
day last July, came across an old 
catalogue of The Typewriter Inspec- 
tion Company, New York, N. Y., 
when he was making a search re- 
cently among his curios of yester- 
year. Bearing the date, January, 
1902, the catalogue was originally 
presented to Mr. Baldwin by George 
H. Patterson, founder of this journal, 
and at that time affiliated with The 
Typewriter Inspection Company. Mr. 
Baldwin graciously sent us the cata- 
logue as another memento of the 
active role Mr. Patterson played in 
the industry prior to becoming a 
publisher. 

lt was in the office of The Type- 
writer Inspection Company at 200 
Broadway, New York, that Mr. Pat- 
terson established headquarters for 
his little publication, The Typewriter 
Trade Journal, which at the end of 
the first year of its existence was 
given the title of OFFICE APPLI- 
ANCES. As founder of the journal, 
his name is carried on the front 
cover of every issue. 
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NEW UEF SUNDSTRAND ADDING-FIGURING 
MACHINE 


The Underwood Elliott Fisher Company, 1 Park ave- 
nue, New York, N. Y., has announced an entirely new 
Sundstrand portable electric adding-figuring machine 
which has been named the Duplex Quiet model. 

Speed and ease of operation are the principal fea- 
tures of the machine. Two registers give group totals 
and grand totals simultaneously, making it practically 
two machines in one. Each register may function in- 
dependently and both registers have direct subtrac- 
tion and credit balance features, and there is also 
three-point control with motorized keys for subtrac- 
tion, addition, non-addition and sub-totaling. 

One example of the application of the machine is 
when figures are entered on one simple ten-key key- 





_ THE SUNDSTRAND PORTABLE DUPLEX 


board, each item enters two registers automatically and 
at the same time. The “A” register provides group to- 
tals without disturbing the accumulated amount in the 
“B” register. When the grand total is wanted a touch 
of a lever causes it to be printed accurately and in- 
stantly without the necessity of checking or relisting. 

Amounts may be subtracted as well as added in 
either or both registers. If the amounts subtracted ex- 
ceed those added the credit balance feature gives a 
direct answer in which the difference is automatically 
printed and identified as a credit. 

Like all Underwood Sundstrand adding figuring ma- 
chines the portable electric Duplex Quiet model multi- 
plies and divides with speed and simplicity. Products 
and quotients of each problem are calculated in one 
register and accumulated in the other. 

— > — 
VAN DYKE’S LAMP-CLOCK COMBINATION 

Van Dyke Industries, 2857 South Halsted stieet, Chi- 
cago, has introduced a novel combination desk fluores- 
cent lamp and clock which, in addition to being a reg- 
ular stock item the year around is also specially 


appropriate for the coming holiday gift season. 
The lamp, using a fifteen-watt standard fluorescent 
tube, has a genuine walnut 


base, solid and hand- 





rubbed, with solid bronze pen rests and appointments. 
The unit is attractively plated in dark bronze and 
is equipped with a nationally advertised electric clock, 





THE NO. 975 FLUORESCENT LAMP 


manual type switch and ballast. It operates on A.C. 
current only. 

The lamp, which is listed as the No. 975, is fully 
described in literature available to the dealer on 
request. 

lini inca 
NEW DESK LETTER FILE BY WEIS 


The Weis Manufacturing Company, Monroe, Mich., 
has announced a new desk letter file which, complete 
with a set of A to Z folders, is listed as the No. 195GS. 
Without the folders the stock number is 591GS. The 
file has a five-inch capacity, is sturdily constructed 
for long wear and use and is equipped with a full 
length hinge on the cover. 

This new item of the Weis line is equally adaptable 





THE DESK LETTER FILE 


to the executive or general office desk. Its contents 
are easily and quickly inserted or removed due to 
the upper forward section which swings downward. 
—-.—__ 
OXFORD ANNOUNCES PENDAFLEX 

A new principle in vertical filing is incorporated in 
Pendaflex, the “ever-vertical’” filing method, recently 
announced by the Oxford Filing Supply Company, 340 
Morgan avenue, Brooklyn, N. Y. 

In Pendaflex, the folders and guides can’t be any- 
thing else but vertical because they are suspended. 
All tabs are always on the same level, speeding ref- 
erence. Working space is made with finger tip effort 
and once made, it remains without holding. Since no 
follower is needed, space is saved. The motions of 
moving the follower back and forth are also eliminated. 

In ordinary filing, working space is always in the 
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form of a “V” due to the leaning of the folders and 
guides. It is necessary to open the bottom of this “V” 
space to insure that an inserted folder will go all the 
way down to the bottom of the drawer. In Pendaflex, 
the working space is in the form of a “U.” A folder 
when released, drops in place by gravity. These and 
many other advantages inherent in the suspension 
idea, make Pendaflex a labor-saving machine. 

Slant cellulose acetate tabs used on Pendaflex fold- 
ers and guides are readily movable in position and this 
feature, plus the use of colored celluloid windows 
makes any system arrangement or color scheme pos- 





THE OXFORD PENDAFLEX 


sible. In most Pendaflex systems no guides are nec- 
essary. 

Pendaflex folders will hold over 142 inches of papers. 
They are excellent for catalogues and sample files as 
well as for correspondence. Any letter or legal size 
cabinet drawer is easily converted for Pendaflex use 
by the installation of an inexpensive steel frame after 
the removal of the follower block. A Pendaflex desk 
data outfit, consisting of a steel tray, complete with 
twenty-five Pendaflex folders, and 100 headings is 
also available. 


<-> 


CARTER’S IMPROVED CUBE-WELL DESK SET 

The Carter’s Ink Company, Boston, Mass., has an- 
nounced an improvement in its Cube-Well pen and ink 
desk set which consists of a heavy, lustrous rubber 
base that actually anchors the set to a desk. 

The new base is attractively designed and is also a 





THE IMPROVED CUBE-WELL 


precaution against accidental tipping over of the set. 
The Cube-Well has a smooth writing reservoir pen 
which writes many lines without dipping and there 
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is also a visible ink supply that tells at a glance when 
refilling is necessary. 

The company also manufactures a Duplex Cube-Well 
equipped with a cube of blue-black ink and a cube of 
red ink. Both models are equally useful for office, 
home, school or library. 

nansipisnsigdlil adh 


DICTAPHONE’S NEW CAMEO CABINET 


The Dictaphone Corporation, 420 Lexington avenue, 
New York, N. Y., has announced the introduction of 
its new Dictaphone Cameo cabinet, designed for those 
who prefer to use the new Cameo models off the desk. 

Many new features of modern functional design and 
construction contribute to the appearance and ease 
of operation of the new cabinet. Open or closed, its 
modern appearance and graceful lines will harmonize 
with any office furniture. 

An outstanding feature of the Cameo cabinet is 
automatic positioning. As the cover of the cabinet is 
opened and slides into position, the Dictaphone is 
automatically brought forward into dictating position. 
As the cover is closed, this same automatic action re- 
turns the machine to its original position. Closing the 
cabinet automatically shuts off the electric current. 

A conveniently located front-panel gives access to a 
correspondence compartment. Correspondence folders 
suspended in back of this compartment at arm level 
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THE DICTAPHONE CAMEO CABINET 


provide a convenient and easily accessible receptacle 
for folders, correspondence or other related material. 
Removal of one folder with correspondence auto- 
matically positions another one to receive the corres- 
pondence for the next cylinder. 

A hinged front compartment swings forward to pro- 
vide complete accessibility to eight cylinders which 
are presented within easy reach at a most convenient 
angle. Cylinder cartons are held in place by rubber 
friction grips so that removing a cylinder is a one- 
hand operation. The compartment also offers reserve 
space for surplus folders and it can be easily adjusted 
to accommodate legal correspondence or extra large 
files. 

The new Dictaphone Cameo may be used in con- 
junction with either the Dictaphone dictating or 
transcribing machines. 

———_<« —— 
UNIVERSAL’S NEW PAPER DRINKING CUP 

The Universal Paper Products Company, 1104 South 
Wabash avenue, Chicago, makers of paper cups, an- 


nounces a new deluxe model of its cone-shaped Vee 
cup. Known as the No. 4-R Vee cup, the new item 
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features a firm, completely rounded rolled rim that 
adds to the cup’s rigidity and simulates the comfort- 
able drinking edge of a water glass. 

This new cup combines the deluxe features usually 
found only on flat bottom cups, the economy and 
handy size of cone-shaped cups, and the extra strength 
of the Vee cup double wrapped, triple-rigid con- 
struction. 

The new cup needs no extra room for storage or 
in the dispenser. It nests as well as the standard 
Vee cup and is packed in the same size cartons. 
Present users of Vee cups can serve the new deluxe 
cup from the same dispensers. 

The patented construction of the Vee cup, employed 
on the new deluxe No. 4-R, utilizes what would other- 
wise be waste paper to secure a double thickness of 
paper around the cup. This rim is an actual roll of 
the same dry waxed, pure white paper used for the 





THE 4-R VEE CUP 


rest of the cup and is formed on special machines 
developed by the company. 

Like all the company’s paper cups, the new deluxe 
Vee cup is packed in self-dispensing packages of 250 
cups. They are especially handy for picnics and out- 
ings and private offices. 

a 
NEW SMOKER SERIES BY FARIES 

The Faries Manufacturing Company, Decatur, Il. 
has announced a new series of smoking stands for the 
office or home which are marked by a number of major 
improvements. The model illustrated here is the No. 


914. 
The line is known as the Serv-A-Lite and each model 





THE FARIES SMOKING STAND 


is in a combination smoking stand and lighter, the 
latter unit operating without wires. The stands are 
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so constructed that they are absolutely odorless ana 
are easily emptied and kept clean. 

The No. 914 is finished in spun bronze and russet 
enamel. Its dimensions are: tray diameter, 17 inches, 
base diameter, 934 inches, and height to tray, 21 inches. 
The lighter is foolproof and operates instantly at the 
slightest touch. 

a 


NEW MICHIGAN DESK ANNOUNCED 


The Michigan Desk Company, Grand Rapids, Mich., 
is introducing to the trade a new number which is 





THE MICHIGAN NO. 8254 DESK 


listed as the Tobey patented drop-head typewriter 
desk No. 8254. 

The cut-out in the desk top is shallow to give addi- 
tional working space and greater strength. This 
mechanism also provides one-third more Knee space 
thus giving normal use as a flat top desk. The opera- 
tion is such there can be no damage to the alignment 
of a typewriter because the machine remains in an 
upright position at all times. The typewriter metal 
compartment with its closely fitted construction makes 
an almost dustproof enclosure. 

—- 


SEATMASTER ADDS NEW NUMBER TO LINE 


The Seatmaster Company, 50 East Cullerton street, 
Chicago, has recently broadened its line of Nu-Craft 





THE SEATMASTER “NU-CRAFT” CUSHION 


office chair cushions to inciude a new number made to 
retail at one dollar. 

The new cushion, like the other numbers of the line, 
is made of a product developed and marketed by The 
B. F. Goodrich Company, and is available in fibre 
covering or repp cloth in various shades. Its design 
promotes the comfort of the user and its sturdy con- 
struction insures long service. 

The Nu-Craft line includes a number of cushions in 
more costly fabrics and materials and there is a model 
to fit every type and style of office chair. 


BARRETT’S NEW FIGURING-LISTING MACHINE 


The Barrett adding machine division of the Lanston 
Monotype Machine Company has just announced their 
new model B19 Barrett figuring-listing machine, 
finished in a beautiful combination of silver gray and 
black, the first of the new “precisioned by Monotype” 
1941 Graytone models. It is fully portable. 

A scientific combination of colors with an attractive 
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streamline appearance, the blending of colors is 
designed to eliminate glare and eyestrain. Aside from 
the scientific color scheming, this new Graytone finish 
adds much in sales appeal. 

One of the good selling points of this new styling 
is that it will retain its sparkling appearance indefi- 
nitely. It does not show finger marks or dust, and, 
according to the manufacturer, dealers can be assured 
that when they stock this machine it will have little or 
no tendency to become shopworn, retaining its new 
appearance even after severe office use. 

The Model B19 is an adding-listing machine with 
smooth, almost effortless handle action (finger-tip 
operation). Its operation is easy and fast, and it 
weighs only ten pounds. The Barrett finger-tip opera- 
tion is an exclusive feature. It greatly increases the 
speed and ease of operation, makes touch operation 
easier to learn, and because of its short handle move- 
ment saves one-third of the hand travel on each item 
added. 

The Barrett B19 has an efficient backspacing system 
to make multiplication and division simple and easy. 





THE BARRETT FIGURING-LISTING MACHINE 


An important feature for reference to totals at any 
time is the visible adding dials—the answer is always 
in view. The paper or ribbon supply may run out, yet 
the totals accumulate and show in the visible adding 
dials. It is a non-listing adding machine as well as a 
listing adding machine, and has the feature of visible 
adding dials which are important for division. 

The machine is equipped with an automatic total 
feature, among the fastest of all totaling operations— 
no key to press—totals secured instantly—the machine 
automatically clears, ready for the next problem—all 
done with one extra operation of the handle. 

The company’s address is Monotype building, 
Twenty-fourth and Locust, Philadelphia. 

~wetenniulllisidaiaidiiies 

NEW DESK PAD BY FINCH & McCULLOUCH 

Finch & McCullouch, Aurora, Ill., makers of the 
“Memory Masterpieces” line of calendars, has an- 
nounced a new and handsome desk pad for the home 





THE F. & M. DESK PAD 


or office desk. The item is available in three blotter 
sizes as follows: The No. 826, measuring 12 by 19 
inches, with walnut or maple end panels, for the home 
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desk; No. 821, measuring 19 by 24 inches, with walnut 
end panels, and the No. 822, measuring 20 by 36 inches, 
with four-inch walnut end panels for the office desk. 
Further details on the entire line will be furnished 
dealers on request to the F. & M. home offices. 
cxisnspiesiygttiacadiidlaa is. 
ART STEEL ANNOUNCES TWO NEW ITEMS 

The Art Steel Company, Inc., 300 East 145th street, 

New York City, has announced two new additions to 





THE ECONOMY TRANSFER CASE 


its line of Asco office equipment. They are a transfer 
case and a typewriter table. 

The Economy transfer case is of steel, permanently 
finished in oven-baked olive green enamel. The entire 
series includes letter, legal, card, invoice and tabulat- 
ing sizes with a complete set of accessories such as 
bases, follower blocks, etc. Electric welding provides 
additional strength and insures long life of the item. 

The typewriter or utility table is also of steel and 
may be had with or without one or two side leaves. 











THE ART STEEL TYPEWRITER TABLE 


It is quickly assembled and, although in the popular 
price brackets, embodies the basic qualities of all Art 
Steel products. 


<cantjeilllliait aii 
PAYROLL CALCULATOR BY ACME VISIBLE 

Acme Visible Records, Inc., 122 South Michigan ave- 
nue, Chicago, has recently perfected and introduced 
to the trade a new payroll calculator which embraces 
several modern and useful features. 

The calculator is a compact, visible card record 
book which is set within easy eye-range of a worker 
while in service and placed in a desk drawer when 
not in use. It contains 261 individual wage rate tables 
covering every period of service from fifteen minutes 
to sixty hours. The wage rates from thirty cents to 
$1.50 are in half-cent steps, and those from $1.50 
to $2.00 in 214 cent steps. Wages are shown for quarter- 
hour, half-hour, three-quarter hour and full hour 
periods. 

The device eliminates all figuring with a chance of 
error, machine work or need for verification. It shows 
at a glance the total amount due any wage earner in 
regular pay and in overtime pay based on the require- 
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ment of time-and-a-half for all hours worked over 
forty in any week. 

The entire system has been designed for clarity, 
speed and accuracy. Rate indexes are all visible and 











THE ACME PAYROLL CALCULATOR 


the type is clear and easy to read. Carefully planned 

rules and two-color printing (black and green) facili- 

tate reading and avoid confusion. The cards turn 

on metal hinges which eliminate wear and their visible 

margins have a transparent protective covering. 
—- 


NEW EXECUTIVE DESK LAMP BY STANDARD 


The Standard Office Products Company, 330 South 
Wells street, Chicago, has announced a new fluorescent 
executive desk lamp which has been given the name 





THE “IDEAL” FLUORESCENT DESK LAMP 


Ideal. It is so constructed that it gives the correct 
illumination over an entire working surface. 

The lamp is 15% inches high with a shade measuring 
1814 by 334 and a heavy cast base 101% by 514 inches. 
The finish is Morocco brown crackle to harmonize 
with any surroundings. It is equipped with an 18 inch 
fluorescent tube and is wired for A.C. current, D.C. 
wiring being available at a slight additional cost. 

According to the manufacturers the fluorescent tube 
and the reflector can furnish eight times the amount 
of light of an ordinary light bulb at a fraction of 
the operating cost. The shade is adjustable, making 
the unit adaptable to a wide variety of uses. 

Illustrated literature is available to the dealer on 
request. 
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TWO OFFICE CARRIER TRUCKS ANNOUNCED 

The Folding Carrier Company, 1238 West Main 
street, Oklahoma City, Okla., and 220 Fifth avenue, 
New York, N. Y., has announced to the trade two 
folding carrier trucks for use in the business office. 
They are the L.T.025 all-purpose hand truck, and the 
J.F.105 carry-all glider. 

The first model is of steel construction throughout 
and has a swinging top-rack and removable shelf. 
Typewriters and other office machines can be trans- 
ported easily to any part of an office or from one office 
to another. It has a loading capacity of 500 pounds, 
is arc-welded and riveted for additional strength, 
and is equipped with three-inch swivel casters and 
four-inch stationary wheels. Inside dimensions are 
thirty inches in length and thirteen in width. 

The folding carry-all has an upper and lower shelf 
measuring 15 by 17% inches. It is of the same steel 
construction and has rubber-tired wheels. It can be 
used for mail deliveries, machine conveyance, book 





LEFT TO RIGHT.—The model L. T. 025 all-purpose hand truck 
and the model J. F. 105 carry-all glider. 


distribution, file collections, etc., and may be folded 
and stored away when not in use. Wheels and casters 
are easily removed for cleaning or replacing. 

Both models are finished in olive green enamel, 
double coated for long service, and other colors are 


available for special orders. 
siecle secichinsen 


NEW LABEL FASTENING MACHINE ANNOUNCED 

The Glue-Fast Equipment Company, Inc., 30 West 
Fifteenth street, New York, N. Y., has introduced to 
the trade a new device for gluing labels, which has 
been given the trade name of the Glue-Fast gluing 
and moistening machine. 

Designed to gum labels, stickers and seals instantly 
by one-hand operation, the machine is heavily con- 
structed and equipped with two reeded brass rollers 





THE GLUE-FAST MACHINE 


perfectly synchronized which spread the glue evenly 
with no excess. A special leakproof base contains the 
glue and a guide permits a simple adjustment for any 
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thickness of paper. This model handles labels, etc., up 
to 5% inches in width. The overall size is seven inches 
and the device weighs three pounds. 

There are several models of the machine all of which 
are fully described and illustrated in literature avail- 
able to the dealer on request. 

aa asain: 


NEW CELLULOID TABBED GUIDES BY IMPERIAL 
METHODS 

The Imperial Methods Company, 750 South Circle 
avenue, Forest Park, Ill., has announced a series of 
new triangular celluloid tabbed guides as the latest ad- 
dition to its large lines of filing cabinets, equipment 
and supplies. 

The guides are made of 25-point gray pressboard in 
a variety of colored tabs, permitting classification not 
otherwise obtainable. They are available in standard 
card and vertical sizes. In addition to contributing to 





THE TRIANGULAR CELLULOID TABBED GUIDES 


more efficient filing, the guides are economical and 
save time and labor. 
<< 
NEW DESK FILE BY COOKE & COBB 
The Cooke & Cobb Company, 211-217 Steuben street, 
Brooklyn, N. Y., has introduced to the trade a new 
desk file under the trade name of Favorite, and fea- 





THE “FAVORITE” DESK FILE 


tured by a patented linen stripped index on both sides 
of the leaves. The index, which is standard on all 
qualities, adds to the durability and appearance of the 
item. 

Two styles of the Favorite desk file are made with 
gray pressboard covers and gray tag leaves along with 
the stripped index. The additional eight styles are 
made with gray cloth covers, gray tagboard leaves 
and a heavy, rigid back cover. An extra feature of the 


entire line is a telephone list on each division leaf. 
6 spe 


HIGGINS’ FOUNT-N-GRAPH WRITING SET 


Chas. M. Higgins & Company, Inc., 271 Ninth street, 
Brooklyn, N. Y., has introduced to the trade a new 
desk writing set under the trade name of the Fount-N- 
Graph. The unit is furnished with pen and ink and 
has a heavy plastic base and a bottle clamp. 

When placed in operation a two-ounce bottle of 
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Higgins’ ink goes into Fount-N-Graph and the ink 
is fed to the pen as used. Because of its construc- 
tion the desk set protects ink from evaporation while 





THE HIGGINS’ FOUNT-N-GRAPH 


the pen point is made to last an unusually long time, 
with a point that is non-corrosive and gold plated. 
Illustrated literature is available on request. 


o—e) 


NEW RECLINING CHAIR BY BRIGHT 


The Bright Chair Company, Inc., 127-133 Bleecker 
street, New York, N. Y., is announcing to the trade 
a new reclining lounge chair which has been made 
available in four different styles covering a sufficient 
range to harmonize with practically any type of office 
or office furniture. 

The item is equipped with a new, patented reclin- 
ing mechanism which permits the chair to automati- 
cally adjust itself to the occupant. Upon the user 
leaning back to relax the chair back promptly inclines 
to the proper angle. When the occupant assumes an 
upright posture, the chair back immediately returns 
to a norma! position. There are no mechanical adjust- 





THE BRIGHT LOUNGE CHAIR 


ments to be made nor intricate working parts to get 
out of order. Instead, the mechanism is simple in con- 
struction and foolproof in operation. The company also 
has available a wide variety of leathers for upholstery. 
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TWO NEW DESK SETS BY PARKER 


The Parker Pen Company, Janesville, Wis., has an- 
nounced to the trade two new and unusually attractive 
desk sets which are catalogue listed as the LLX and 
the CCY. 

The LLX is a desk assembly for executive and com- 
bines all of the features most necessary for the pri- 
vate office. On a highly polished walnut base is in- 
cluded a full length pencil groove of extruded bronze 
and a fine eight-day Aristo clock encased in a walnut 
receptacle. Two eighteen-inch fluorescent lamps pro- 
vide illumination across the entire desk top without 
stroboscopic effect. The shade is in two-tone bronze, 
and the unit is equipped with two Vacumatic guar- 
anteed-for-life pens. Dimensions are four inches deep, 
forty long and ten high. 

The CCY has a neat nautical base correctly styled, 
the base and clock frame being of highly polished 





(TOP) THE LLX DESK SET AND (LOWER) THE CCY. 


mahogany. In the center is a top quality General 
Electric clock. Two pens are included in the unit. 
Both numbers are fully described in a new catalogue 
recently issued to the trade by The Parker Pen Com- 
pany. Copies are available on request. 
— ><... 


BARKLEY’S PLASTIC INDEX TAB 


C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, Ill., is introducing to the trade a new index 
tab for use on vertical file guides and card indexing. 

The new tab is constructed of strong, crystal-clear 
plastic, molded into a design which provides for at- 





THE PLASTIC INDEX TAB 


tachment to pressboard or other suitable material. 
Large space is provided for easy insertion of various 
inserts and is angled to forty-five degrees to give a 
full range of visibility. 

The convex shape of the tab allows for magnifica- 
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tion of the insert to approximately thirty-five per cent, 
enlarging ordinary lettered or typewritten inserts to 
perfect legibility. Smooth contoured surfaces with no 
sharp edges or projections eliminate snagging of rec- 
ords or injury to the user. 

The tab is molded in six stock colors to adapt it to 
various filing classifications and the material used is 
of an acetate which is non-inflammable. 


wnniiaillaliaeslt ics 
DOPPELT ADDS “SUNTAN” SERIES TO LINE 
Charles Doppelt & Company, 412 North Orleans 


street, Chicago, makers of zipper cases and the well- 
known Dopp-Kit, has added a new series of cases in 





DOPPELT’S “SUNTAN” CASE 


Suntan, made of aniline top grain cowhide: This popu- 
lar new shade is available in zipper envelopes, secretary 
cases, multiple pocket cases with disappearing handles, 
and in ring binders. 
ot « 
SCREW-HOLDING DRIVER ANNOUNCED 

Featured as an indispensable unit for the typewriter 
and office machine repair shop and mechanic, a new 
screw-holding screw driver of the expanding bit type 
has been announced to the trade by the H. J. J. Com- 
pany, 1946 Franklin street, Oakland, Calif. 

The device has been developed for use wherein the 
placement of screws in a machine makes it difficult to 





THE SCREW-HOLDING DRIVER 


operate an ordinary screw driver properly or efficiently. 
In operation a screw is merely placed in position on 
the end of the driver and pushed back with a light 
pressure. This causes the two members which comprise 
the bit to recede into the body of the driver and at the 
same time expand in the screw slot so that the screw 
is held securely. The screw can be quickly released 
by pressing the end of a rod which projects beyond 
the end of the knurled handle. 

The tool is available in sizes and lengths adapted 
for both production and service in the office equipment 
and machine industry as well as electrical and radio 
service. 

— 
PRONTO’S CANCELED CHECK CABINET 

The Pronto File Corporation, 349 Broadway, New 
York, N. Y., has designed a new canceled check cabinet 
containing twenty-one drawers and catalogue listed as 


the No. 9421. 
Made of heavy gauge steel to reduce fire hazards, 
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the cabinet can be interlocked into solid batteries. 
In addition to its use for storing canceled checks, slips, 
etc., it may be utilized to house twe rows of Recordak 
films. 

Dimensions of the cabinet are 37! inches high, 30% 
inches wide and 28% inches deep. Dimensions of in- 








THE CANCELED CHECK CABINET 


side of drawer are 91, x 414 by 24 inches. 
The cabinet is made to sell for approximately the 
same price as the firm’s corrugated board storage file. 


—<—-. 


NEW BOOKCASE SERIES BY NUCRAFT 


Nucraft Furniture Products, 18 Goodrich street, S. 
W., Grand Rapids, Mich., has announced a new series 
of bookcases under the trade name of Nucraft. Made in 





THE NUCRAFT BOOKCASE 


genuine mahogany and walnut, there are several 
models in the line. 

The bookcases combine attractive appearance and a 
neat, pleasing design with sturdy construction. Tops, 
posts, rails and shelves are of solid wood with end 
panels and back panels three-ply and completely 
framed in. The shelves are adjustable and cannot 
slide off the supporting pins. They are also solid gum 
stained to match the all-gum interiors. Dimensions in 
inches are: 48 by 24 by 1014, 48 by 30 by 10% and 30 
by 30 by 10%. 

An unusually fine finish gives additional beauty to 


the various models and involves the use of two coats 
of Royalty lacquer. Tops are all hand rubbed. Models 
are packed one per carton. 
Illustrated literature and price lists are available tc 
the dealer on request to the company’s home offices. 
~vvinsniapaindamiiiaiiaaaicices 


NEW BOOK END DESK ORGANIZER 

The Dolgorukov Manufacturing Company, 2336 Union 
Guardian building, Detroit, Mich., has introduced a 
new type of book end which because of its unique con- 
Struction serves as a desk organizer. 

The device is hollow to form a ready receptacle for 
pencils, brushes, etc., at the same time serving as 
a sturdy bookholder. A wide mouth permits the inser- 
tion of a number of pencils, letter openers, erasers 
and other items usually found upon a business desk. 
It is attractively patterned. 

Other models available are designed to accommodate 
pens and even a clock. The retail price of the book- 





THE BOOK END DESK ORGANIZER 


end (in pairs) shown is $7.50 and up depending upon 
the material and ornaments. Further particulars will 
be supplied on demand by the manufacturers. 


>. 


NEW ESTERBROOK PEN AND PENCIL SET 
PACKAGING 
The Esterbrook Pen Company, 86 Cooper street, 
Camden, N. J., has recently adopted a new pen and 
pencil combination set box for use on dealer counters 





THE ESTERBROOK COMBINATION SET BOX 


and in windows during the Christmas holiday season. 
The box is done in the standard Esterbrook red and 
silver combination and a cream-colored silken bed sets 
off the pen and pencil when the box lid is raised. 
The new combination box serves two purposes—it 
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makes an attractive display and at the same time 
provides Esterbrook dealers with an appropriate pack- 
aging in time for the Yuletide gift-buying season. 


EFFICIENCY ANNOUNCES NEW TYPEWRITER 
TABLE 
The Efficiency Equipment Company, Inc., 360 West 
Superior street, Chicago, has introduced to the busi- 
ness equipment trade a new typewriter table which 





EFFICIENCY’S TYPEWRITER TABLE 


is featured by a Masonite top and shelf. The table 
is equipped with four casters, any or all of which 
may be replaced with plugs if the user desires. 
Available in green, walnut or mahogany finish, the 
table is also featured by a new type of KD construc- 
tion which affords an unusual rigidity. The Masonite 
top and shelf lends a smart appearance and eliminates 
the possibility of rough edges or splinters. The table 
is shipped knocked down. 


ee 
FLEX-SITE DUPLEX CABINET ANNOUNCED 

The Visible Records Equipment Company, 1432 Alt- 

geld street, Chicago, has recently announced the Flex- 





THE FLEX-SITE DUPLEX CABINET 
Site Duplex cabinet, made for installations involving 


a large number of Flex-Site binder units. 
Used beside a posting table with drop leaf the top 
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of the unit is on the same level as the tops of the 
cabinets on the posting trays. This permits sitting or 
standing positions for posting and reference. Con- 
struction of the Duplex cabinet is identical with that 
of individual stock cabinets except that legs and re- 
inforcing understructure are welded to the lower cab- 
inet. A rim flange between cabinets prevents shifting 
but the cabinet top may be removed as the cabinets 
are not bolted together. 

Large diameter composition rubber casters provide 
mobility and a Masonite top gives a convenient counter 
high posting and reference surface. 

Further details or illustrated literature are available 
to the dealer on request. 

eS 


CODO’S “CARBON-GRIPPER” ANNOUNCED AS NEW 
NUMBER 


The Codo Manufacturing Company, 509 South 
Franklin street, Chicago, has announced a new, flexible 
backing sheet which has been trade-named the 
Carbon-Gripper. 

Made of sturdy material and yet flexible enough to 
easily start in a typewriter regardless of the num- 
ber of assembled sheets, the Carbon-Gripper is credited 
with the following points: Grips and holds in place 
the assembled papers while being inserted in type- 
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THE “CARBON-GRIPPER” 


writer, assures perfect alignment, produces a greater 
number of legible carbon copies at one writing, saves 
wear on ribbons and platens and works equally well 
on soft, medium and hard platens. 

Four slots at the top hold the assembled papers 
and carbons while a row of figures on the right hand 
margin denotes the number of lines remaining on the 
sheet while still in the machine. 

The Carbon-Gripper is made to sell for twenty-five 
cents but is given away free with purchases of the 
company’s Super-Kote and Keen-Rite carbon papers. 


a 
OWINGS TO REPRESENT FRIDEN IN RICHMOND 


Irvin Owings, who has been selling calculators in 
the Washington, D. C., district for some time, last 
month was appointed distributor for the Friden Cal- 
culating Machine Company, Inc., in the Richmond- 
Norfolk territory. He will maintain headquarters in 
the Insurance building, Richmond, Va. 

Coincident with the announcement of the appoint- 
ment, it was reported that Robert C. Gleichman, who 
has sold Friden products in Washington, D. C., for a 
number of years, will be associated with Mr. Owings 
and will operate in the Norfolk territory. 
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HORDER WINDOWS FEATURE SUN- 
ROCO CUSHIONS.—Horder’s, Inc., Chi- 
cago, recently turned this window dis- 
play to good account in making a sub- 
stantial increase in sales of the Sunroco 
Airfoam chair cushions, manufactured by 
The Sun Rubber Company. In connec- 
tion with the display the Horder organiza- 
tion made an introductory “trade-in” offer 
whereby purchasers of various grades of 
the Sunroco cushions were allowed vary- 
ing amounts on the old cushions turned 
in. The campaign resulted in a large 
number of ancient and dilapidated cush- 
ions finding their way to the Horder 
stores and a similar number of the new 
cushions finding new homes in Chicago 
offices. 


BANKERS BOX PRODUCTS IN LOS 
ANGELES.—tThis is part of a major in- 
stallation of the Bankers Box Com- 
pany’s Staxonsteel transfer files, made 
for the city of Los Angeles by the 
Southern California Stationers, 818 
South Los Angeles street, Los Angeles. 
Staxonsteel files met certain require- 
ments occasioned by the climatic con- 
ditions of the Southern California city. 
It was the “skeleton steel shelving” of 
Staxonsteel which provided the neces- 
sary support to prevent sagging caused 
by excessive mcisture in the air. 
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MAKING SALES WHILE THE BANK 
BUILDS.—Koch Brothers, Des Moines, 
Iowa, recently took advantage of the 
completion of the opening of the new 
Bankers Life building in Des Moines, 
which is owned by the Bankers Life 
Company. Alert to opportunity James L. 
Smith, Koch salesman, went on a whirl- 
wind selling campaign and when he got 
through fifty-two desks in the new struc- 
ture were adorned with the desk acces- 
sories shown here. The Lifetime pens 
and sockets were made by the W. A, 
Sheaffer Pen Company, of Fort Madison, 
Iowa, and the bronze pen set case, the 
cigarette box, memorandum pad holder 
and calendar by the Smith Metal Arts 
Company, Buffalo, N. Y. 


— 
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UST completed, adjacent to its 

main plant in Aurora, Il., are 
the general offices of the All- 
Steel-Equip Company, Inc. This 
controlled conditions building is 
outstanding for efficient planning, 
modern design and sound struc- 
ture. 

On Friday, September 27, of- 
ficial opening of the new quarters 
was held with more than fifty 
trade paper representatives and 
others as special guests. In small 
groups, the guests were escorted 
through the plants and offices and 
then served a delectable meal. At 
the dinner, John Knell, president 
of A-S-E, spoke briefly, telling of 
the company’s development from 
a three-man organization in 1912 
to its present extensiveness. Al 
Hirsh, editor of the Aurora Bea- 
con, also addressed the group. He 
was followed by Blaine G. Wiley, 
assistant general sales manager, 
who thanked those assembled for 
their interest as indicated by their 
presence at the “housewarming.” 

The company’s office force, sales 
personnel and executive staff have 
been transferred to the new head- 
quarters, comprising 16,000 square 
feet of modern air-conditioned 
office space, lighted entirely by 
fluorescent tubes in concealed 
troughs that provide continuous 
bands of light across the entire 
area. 

Designed and built by The Aus- 
tin Company who pioneered in the 
development of windowless build- 
ings, the offices occupy the second 
floor of a 43,400 square foot addi- 
tion. Modern warehousing, receiv- 
ing and shipping facilities are also 
provided for, thus liberating a 
substantial area in the existing 
plant for manufacturing opera- 
tions which will increase this 
plant’s production capacity. 

Fluorescent lighting proved to 
be the most practical solution in 
providing efficient lighting for the 
large general office (160 feet x 60 





All-Steel-Equip Company 
Occupies New Controlled 
Conditions Office 
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NEW A-S-E OFFICES 

1. Exterior with glass brick 
used effectively. 

2. Modern lobby with dis- 
plays of the three principal 
lines of products made in 
the A-S-E  plants—small 
stampings, refrigeration 
lockers, office furniture. 

3. General office looking to- 
ward the murals depicting 
transformation of iron ore 
into steel products. 

4. Glass windowed private 
offices as seen from the 
general office. 

(Photes by Hedrich-Blessing) 
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DEPARTMENTAL CLOSE-UPS 
. Private office of President John Knell. Cove 
lighting with fluorescent tubes is augmented 
by flush incandescent units in the ceiling. 

. Central filing department with counterheight 
units serving as department separators. 

. Transcribing department. Separated from the 
general office by a large glass window, the 
noise of operating machines is reduced to a 
minimum by acoustic tiles in the ceiling. 

. Engineering department where increased 
light efficiency is achieved by placement of 
fluorescent tubes at more frequent intervals 
in the ceiling. 

(Photos by Hedrich-Blessing) 
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feet) and fifteen private and departmental offices. 
All-Steel’s own engineers, together with The Austin 
Company and General Electric Company, worked out 
a system of fluorescent lighting. Requiring 26,000 watts, 
this system of fluorescent tubing totals almost a half- 
mile in length in the general office alone. The tubing 
was installed in special continuous troughing and re- 
flectors, manufactured in the Aurora plant. A general 
overhead light source was thus provided that blankets 
the entire working plane. 


In the new A-S-E general offices, heating and air 
conditioning requirements are met by a combination 
system which has eliminated all need for direct radia- 
tion, since coils in the system are used for heating. 
The fact that the structure is windowless presented 
an outstanding advantage from the standpoint of office 
layout. As all radiators and windows were left out 
of consideration, the only regard was for operating 
efficiency. 

At first thought it would seem that a windowless 
structure would become oppressive to employees work- 
ing in such an office. Nothing could be further from 
the truth. Fully aware of the psychological effect on 
the occupants of such an office, the designers took ade- 
quate steps to counteract it. A comprehensive study 
was made as to layout, lighting, air conditioning and 
interior decoration. By the use of color, plate glass 
partitions between general offices and private offices 
and pictorial displays, interest and perspective are pro- 
vided, presenting an effect usually associated with 
windows. 

This is further enhanced by the landscape murals 
displayed on the side walls of the private offices and 
the fifty-five-foot symbolic gold tone photo mural 
across the west end of the room where the evolution 
of All-Steel products from the raw material to the 
finished lockers, shop equipment, files, desks, cabinets 
and other products is depicted. 


Modern Office Furniture Used Throughout 


In order to keep pace with the other ultra-modern 
features of the building, A-S-E Diplomat desks and 
tables and Aurora filing equipment are used through- 
out the offices. 

All equipment is finished in a neutral shade of 
metallic gray, harmonizing with the color scheme of 
the office interior. Eggplant linoleum on the tops of all 
desks, tables and counters is in complete color har- 
mony, while the satin chrome finish on the hardware 
and trim on all the steel equipment furnishings serves 
as an enlivening feature. 

All chairs are fully upholstered—the chair cushions 
being of dubonnet red leather—presenting a very 
pleasant appearance. Of the posture type, all chairs, 
except the stenographic, are with arms. 

In the central filing department, five-drawer A-S-E 
Aurora files are used, counter high units forming a 















l. F. R. McQuown, vice-president; A. F. Erickson, works man- 
ager; John Knell, president; A. M. Barrett. president, Bar- 
rett-Cravens Co.; Frank Morse, president, Browne-Morse 
Co., shaking hands with Mr. Knell with Mr. Barrett's hearty 
approval. 

2. John Knell, Frank Morse and A. F. Erickson. 

3. N. L. Pearson, sales manager, equipment division; A. E. 
Malmer, field manager; B. G. Wiley, assistant general sales 
manager; Hal Darrow, advertising manager. 


partition. Additional filing space is afforded, and it 
can also be used as a Service counter. Batteries of 
counter-high files, for the storage of active records, are 
also located in various departments in the general 
offices. These counters, with linoleum tops, do not 
obstruct the view of other parts of the offices while 
serving as partitions between departments. Then, too, 
an excellent working surface is provided. 

What to do with coats and hats is always a problem 
in large offices. A-S-E wardrobe cabinets, recessed in 
the walls of the general office, handled this problem 
easily and efficiently. Each cabinet conveniently ac- 
commodates the hats, coats and other personal be- 
longings of at least three people. Conveniently located, 
these recessed cabinets consist of batteries, averaging 
six units each. 


Work-Flow Determined Office Layout 
The office was so arranged that work could flow 
with a minimum amount of time and messenger han- 
dling—as in the other office features, efficiency was 
the keynote. The entire office was laid out. Every 
desk for every present employe was accounted for in 
the plans—and provision for the expansion of each 
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4. At a conference table in the president's office: F. R. Mc- 
Quown, A. F. Erickson, John Knell and Comptroller M. H. 
Snyder. 

5. Howard Rose and W. R. Ceperly of the company’s adver- 
tising counsel. 

6. Officials and guests enjoying the elaborate buffet supper 
which brought a day of celebration to an official end. 

7. The buffet supper snapped from another direction. The two 
pictures indicate the number present at the event. 


department was adequately made. It will be possible 
to expand the present force by twenty-five per cent 
without any re-arrangement of the office, simply by 
placing the new desks in the places alloted to the 
future expansion of the various departments. 

The building faces east, is 100 feet wide and 160 
feet long. On the north and south side are located 
all the private offices, the vault, washrooms, rest rooms, 
rooms for tabulating machinery, printing equipment, 
stenographic department and the lobby or entrance. A 
small alcove is located in the lobby in order to facilitate 
the contacting of salesmen and other visitors. The tele- 
phone operator, who also acts as receptionist, is estab- 
lished in a small room off the lobby. 


The purchasing department is at the east end of the 
building. This convenient location facilitates the pur- 
chasing agent’s contact with salesmen, as he can meet 
them either in the lobby conference alcove or invite 
them into the main office. Immediately following are 
the filing and mailing departments, credit department, 
sales department, etc.—all located in the point most 
likely to assure the greatest efficiency and speed in 
the flow of work 
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ESTERBROOK OFFICE AND FACTORY CHANGES 


The Esterbrook Pen Company, Camden, N. J., faced 
with an ever-expanding demand for its writing 
instruments, has found it necessary to enhance its 
manufacturing and office facilities to accommodate 
this increase in its business. Great consideration was 
given to the comfort of the employees with the 
realization that pleasant working conditions are 
reflected in the quality of the firm’s products. 

The architectural firm of Morris & Erskine was 
given the assignment of creating an office which 
exemplified, with simple dignity, the stability of a 
firm that has done business for eighty-two years, and 
yet evidenced throughout its design detail the most 
modern and progressive influences. The architects 
found the officers of the company responsive to the 
use of the most modern building materials. 


The Office 


The entrance to the Esterbrook office is framed with 
glass brick, and outlined with brush chrome trim above 
which a chrome sign bears the name of the company 
and the date of inception. In the lobby a receptionist 
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greets visitors from a reception desk of modern design, 
constructed of California burl walnut. The switch- 
board has been skillfully blended into this unit. 

The floor plan of the lobby has been designed for 
the convenience of visitors, and from it branch the 
reception room, the executive offices, and the purchas- 
ing department. 

The reception room, divided from the lobby by an 
open arch, is of particular beauty. The central theme 
of this room is a showcase, illuminated by modern 
fluorescent lighting. 

To the right, and just beyond the receptionist desk, 
is the entrance to the executive suite where the offices 
of Edward S. Wood, chairman of the board; A. G. Frost, 
president, and William E. Haden, treasurer, are located. 
This suite has been furnished with the latest executive 
steel desks, equipped with walnut tops. Desk chairs 
and side chairs are of harmonizing design, being 
modern satin finish aluminum, upholstered in green 
leather. The floors are covered with rose taupe 
broadloom carpeting, and aluminum venetian blinds 
regulate the light of the rooms. 

The executive suite (as are the lobby, reception 
room, and general office) is illuminated throughout 


TWELVE VIEWS OF THE REARRANGED AND REDECORATED ESTERBROOK OFFICES. 


l. The entrance. 5. Reception desk and lobby. 9. Export department. 

2. Office of E. S. Wood, board chairman 6. Reception room. 10. Advertising department. 

3. Office of A. G. Frost, president. 7. Section of general office. ll. Accounting department. 

4. Office of W. E. Haden, treasurer. 8. Sales department. 12. Another section of general office. 
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with fluorescent lighting. The walls of these rooms 
are finished in sand gray. Solid doors are stained 
walnut in plain panels, fitted with brushed chrome 
hardware. 


Construction Details and Furnishing 


In the general offices beyond, are the offices of the 
junior executives. These are all metal finished to 
simulate birch, with gun metal trim. They have been 
completely furnished with island pedestal desks in 
gunmetal finish. The chairs are similar to those used 
in the executive suite. 

The ceiling of the first floor has been completely 
sound-proofed, and the walls finished in colors blend- 
ing with the natural sand tone of the insulating blocks 
of the ceiling. Particularly interesting is the visitors’ 
impression that the general offices are bathed in 
daylight. This, of course, is a result of the already 
mentioned modern lighting fixtures. 

An all-year-round air conditioning system has been 
installed which, maintaining ideal conditions of tem- 
perature and humidity all of the year, provides the 
superlative in comfort for the office workers. 

Beyond the general offices, connected by a passage- 
way, is a fully equipped dressing and lunch room for 
the female employees of the office. This, too, is air 
conditioned. 

The needed changes in Esterbrook have not been 
confined to the office. Additional storage accommoda- 
tion for the celluloid fountain pen stock has been 
created which furnishes not only thoroughly capable 
fire protection with its fireproof construction, but, in 
addition, the most effective of labor saving equipment. 

The lunch and dressing room facilities in the 
factory have followed the trend of modern improve- 
ment for increased comfort. 

The electrical distribution system has been revised 
to increase the safety and permanence of production 
and to accommodate the new and most modern light- 
ing facilities, installed throughout the building. 
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The Guest Book 


P. R. Miller, sales manager of The Macey Company, 
Grand Rapids, Mich., was a Chicago visitor on Tues- 
day, October 15. He was in the city for the purpose 
of attending the celebration activities of the Mead & 
Wheeler Company’s thirty-first anniversary in busi- 
ness. He spent practically all of his time at the Mead 
& Wheeler store, meeting and greeting visitors who 
were present for participation in the anniversary cele- 
bration as well as National Office Furniture Week. 


Albert McLane of Spencerian Pen Company flagged 
a representative of OFFICE APPLIANCES on the street on 
October 16. Instead of across the desk as on previous 
occasions the conversation was held on the sidewalk. 
This was a belated visit to Chicago on Mr. McLane’s 
part, an important matter—the marriage of his daugh- 
ter—having kept him from the stationers’ conven- 
tion. He was making his regular trip through the ter- 
ritory, with encouraging results. 


Miss Ann Thatcher, inventor of a phonetic scheme of 
filing, which she markets from Indianapolis, Ind., un- 
der the name, “T & B Fo-netic Finding System,” was a 
welcome visitor on October 22. In Chicago for a busi- 
ness conference with her agents for the city and sur- 
rounding states, The Chicago School of Filing & In- 
dexing, Miss Thatcher reports an increasing accep- 
tance of her filing method. One of her recent instal- 
lations was in the office of Murray Morris, executive 
secretary, Merchants’ Association of Indianapolis, and 
who, as former manager of the Furnas Office Furni- 
ture Company, had a wide acquaintance among office 
equipment dealers. 

EO 


LEATHER SHOW DATE SET 


The third annual Luggage & Leather Goods Expo- 
sition will be held on February 10 to 13 in the Palmer 
House, Chicago, according to an announcement by 
Edward Manning, Stein Bros. 
Manufacturing Company, who is 
treasurer of the group sponsoring 
the show. The event will be held 
on the tenth floor of the Palmer 
House, where a number of display 
rooms will be available to manu- 
facturers. Details as to reserva- 
tions, etc., may be obtained from 
Mr. Manning. 


BOUK2 


EVERYBODY'S GOING MODERN.—Fol- 
lowing the trend toward the theory of 
“better store better business” the Frank- 
fort Office Supply Company, Frankfort, 
Ky., has completed a grand job of redec- 
orating and remodeling as the accom- 
panying pictures show. The large en- 
trance, with its big display windows 
(above) and the roomy showcases inside 
the store (below) are two features of the 
rejuvenated establishment. The business 
was opened in 1937 by Paul Judd and has 
grown steadily ever since until, at the 
present time, Mr. Judd has a partner, 
William S. Fairleigh, three clerks and 
one outside salesman. 
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SUCCESS MARKS PHILADELPHIA BUSINESS SHOW 
A record-breaking and enthusiastic crowd and one 
of the most comprehensive gatherings of display 
booths in the history of the local organization were 
the highlights of the Philadelphia Business Show, 
held in the Gimbel building from October 8 to 11. 

The Philadelphia Business Show definitely outgrew 
its old quarters used for the past few years. The new 
location in the Gimbel building proved considerably 
more attractive and convenient for visitors and exhib- 
itors alike. Here about fifty of the industry’s leading 
manufacturers displayed their latest developments for 
the education of Philadelphia business people. These 
business people evidenced keen interest and on occa- 
sion voiced appreciation for the opportunity to see all 
these machines, systems and equipment in one array. 
About the show was an air of quiet dignity undisturbed 
by the blare of mechanical voice amplification. Not 
that exhibitors didn’t use all the elements of good 
display and showmanship. They did, and effectively, 
too. 

Miss Business Show 1940, a title won by comely Miss 
Adaire Harrison, was on hand with the traditional 
shears to cut the tape that threw the show open to 
the public on Tuesday afternoon. Though the weather 
was anything but codperative—it rained, rained and 
rained the whole day long—the attendance right from 
the opening gun and through the four days was very 
gratifying, especially to those who labored so hard to 
put the show over. It was an event of which Philadel- 
phia and the Office Equipment Association of Phila- 
delphia can point to with pride. 

On the Monday previous to the opening of the show, 
Dr. D. A. Laird of the Ayer Foundation; Miss Harrison, 
G. D. Emtage, Columbia Steel Equipment Company; 
A. R. Baker, Standard Mailing Machines Company; 
David L. Ward, D. L. Ward Company, and Dave Lukens, 
Philadelphia Inquirer, presented a fifteen minute 
round table discussion over KYW as a means of 
publicity. 

“Beauty in Business” 


ANNOUNCER: Can a pretty girl use her beauty to 
get along or even advance herself in the business 
world? How can you wangle a raise from that tight- 
fisted boss of yours? Should an ambitious girl make 
a play for her employer? Should a business girl wear 
conservative clothes? These and many other practical 
problems will be answered during the next fifteen 
minutes when the Business Show Forum presents its 
annual round table discussion. Dr. Donald A. Laird, 
one of the country’s best known psychologists, business 
consultant, lecturer and author of such books as “Psy- 
chology of Selecting Employes,” “How to Use Psychol- 


ogy in Business,” “What Makes People Buy,” and many 
others, will conduct the forum in which four local 
business executives will strive to tell the prettiest 
business girl in Philadelphia how to advance herself 
in the business world. Dr. Laird. 


DR. LAIRD: Once a year the Office Equipment As- 
sociation of Philadelphia harnesses the individual 
energies of its members and stages a business show, 
which is endorsed by prominent business organizations 
in this district. This year the show—to which admis- 
sion is free from noon to 10 p. m.—will be held from 
tomorrow through Friday in the Gimbel building. 

A feature of the annual show is the selection of the 
prettiest business girl in the Philadelphia district. 
Tonight we will present this young lady as Miss Busi- 
ness Show and conduct a round table discussion 
wherein the young lady, Miss Adaire Harrison, will 
query our four business experts, Messrs. Baker, Emtage, 
Ward and Lukens on various problems that confront 
the average business girl of today. But first, let’s 





THE PHILADELPHIA BUSINESS SHOW COMMITTEE.—Front 
row: H. E. Stivers, United Autographic Register Co.; A. R. Baker, 
Standard Mailing Machines Co.; Miss Adaire Harrison, “Miss 
Business Show 1940”; G. W. Farrar, A. B. Dick Co.; David L. 
Ward, D. L. Ward Co. (Back row) C. A. Branka, A. R. Baker 
Co.; George D. Emtage, Columbia Steel Equipment Co.; E. W. 


Fireovid, D. L. Ward Co. Other members of the committee, 
including S. L. Mershon, Elliott Addressing Machine Co., were 
not available when this picture was taken. 


have Miss Harrison tell us something about herself, 
and what is responsible for her being here tonight. 


MISS HARRISON: You, Dr. Laird, can probably 
answer that better than I. The reason I am here 
tonight must be attributed to that psychological quirk 
that makes every daughter the most beautiful, talented 
and best—in the eyes of her own mother. It was 
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1. Acme Visible Records, Inc. 8. Columbia Steel Equipment Co. 15. Rite-Line Corp. 

2. Allen-Wales Add. Machine Corp. 9. Ditto, Inc. 16. Royal Typewriter Co., Inc. 

3. American Auto. Typewriter Co. 10. Felt & Tarrant Mig. Co. 17. Shelby Salesbook Co. 

4. Art Metal Construction Co. ll. Keystone Index Card Co. 18. Standard Mailing Machines Co. 
5. Russell Ernest Baum. 12. Marchant Calculating Machine Co. 19. Standard Register Co. 

6. Bircher Co. 13. Office Equipment Assn. of Phila. 20. Underwood Elliott Fisher Co. 

7. Columbia Steel Equipment Co. 14. Penn Metal Corp. 21. United Autographic Register Co. 


Mother who noted a newspaper story asking for 
applicants for the title of Miss Business Show and 
immediately forwarded a picture of her little girl, 
Adaire. A few days later I was notified that I was 
fortunate enough to have been chosen. As to myself, 
there’s not much. I am twenty-two years of age and 
a stenographer in a local hospital clinic. After grad- 
uating from high school, I took a course in business 
college; am happy with my work and have yet to 
meet Mr. Right. 

DR. LAIRD: I am quite sure, Miss Harrison, that 
once this Mr. Right puts in an appearance, he’ll pop 


the correct question. And now let’s hear you fling 
some of your own queries at our business experts. 

MISS HARRISON: In the matter of clothes and 
appearances, is it to my best interest to wear con- 
servative clothes or clothes that show me off in my 
most attractive aspect? 

DR. LAIRD: Mr. Ward, you appear to be the most 
dashing member of our quartet of experts. Suppose 
you take that one. 

MR. WARD: It is but natural and right for a 
business man to want a good-looking, healthy secre- 

(Turn to page 104, please) 
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HIGGINS’ HOLDS SALES CONVENTION 


Winding up a whirlwind week with luncheon at the 
Stork Club before going to Chicago to the National 
Stationers Association convention, the sales force of 
Chas. M. Higgins & Company, Inc., spent seven days in 
New York with “never a dull moment.” On Friday, 
September 13, the day the “visiting firemen” arrived, 
Harry Tehan, sales manager of the company, gave a 
welcoming cocktail party and buffet supper in his 
home. All the male members of the office force were 
there to pile on the welcome. 


Saturday consisted of golf and entertainment at the 
Smithtown Branch home of President Tracy Higgins. 
In the evening Mr. Higgins gave a formal dinner and 
party in honor of the visitors. 


Sunday held a motor trip, a beach party and more 
golf. In the late afternoon, Vice-President John Gia- 
nella received the group at his summer home in 
Brightwaters, Long Island. A buffet supper was served 
later in the evening. 


As if this glorious weekend was only the beginning, 
on Monday night the company held a party for all 
employes in the company’s lunchroom. At this supper 
and dance, the visitors had a chance to become friend- 
ly with many of those they had heard about but never 
met face to face. 

Pay Visit to Fair 

Tuesday was theoretically an evening of rest so that 
all could store their energy for what was to come 
Wednesday night. Wednesday afternoon the visitors 
were taken by President Tracy Higgins to the World’s 
Fair, and on Wednesday night the company gave a 
cocktail party and dinner at the French pavilion. The 
guests, consisting of the officers, the sales force and 
their wives were seated at the choicest tables in the 
center of the pavilion overlooking the Court of Nations, 
the fountain and fireworks display. A champagne din- 
ner was served, the details of which had been espe- 
cially arranged by Mr. Higgins. 


There were several luncheons to liven the daily busi- 
ness discussions, such as at the Sales Executive Club 
of New York on Tuesday and at the Brooklyn Rotary 
Club on Thursday. A golf tournament on Thursday 
afternoon and a visit to the financial district for the 
out-of-towners on Friday afternoon completed the 
week with the visitors boarding the train dazed but 


happy. 


The end to a perfect week came Friday when before 
departing, the visitors who had been instructed to 
bring their wives received checks from the company 
covering all expenses. The main reasons for the lavish 
celebration and sales meeting were the sixtieth anni- 
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versary of the company and the encouraging increase 
in sales in the United States during the past year. 

To afford growth facilities in expectancy of still bet- 
ter business the company recently redecorated and 
enlarged their offices at 271 Ninth street in Brooklyn. 
Bert Cholet was appointed advertising manager to 
handle the increasing promotional program. 


<> —__ 


HISTORY OF CHARLES M. HIGGINS TOLD AS 
COMPANY CELEBRATES 60TH YEAR 


The year 1940 means sixty years of success for 
Chas. M. Higgins & Company, Inc., which is cele- 
brating its anniversary this fall. It was in 1880 that 
the late Charles M. Higgins first offered for sale his 
black drawing ink that was destined to become known 
to millions and to carry the name of Higgins around 
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CHARLES M. HIGGINS 


From an early portrait) 





the world. Draftsmen and artists, even those of the 
older generation, can hardly remember when it was 
the usual practice to prepare their drawing ink by 
grinding an India ink stick. Such a stick was the dry 
form in which the black ink known variously as India 
ink or China ink was imported from the Orient. Mr. 
Higgins realized the need for a dependable, ready-to- 
use liquid India ink as a result of the many wasteful 
hours he spent rubbing the old fashioned ink stick in 
the water filled well of a slate slab. 


Born in County Leitrim, Ireland, in 1856, Mr. Higgins 
came to America at the age of six with his parents. 
The loss of his older brother in the Union Army and 
the death of his father shortly afterwards threw him 
upon his own resources. As a young man he was em- 
ployed for a short time by the paint house of F. W. 


(Turn to page 112, please) 


AT THE HIGGINS’ SALES MEETING.— 
(Seated) Joseph I. Connelly, treasurer, 
who just completed forty years of service; 
Tracy Higgins, president; John Gianella, 
vice-president; Harry Tehan, sales man- 
ager. Standing: “Jim” Bradley, Midwest 
representative; Bert Cholet, advertising 
manager; Edward J. Kiernan, comptroller; 
Alfred H. Everson, assistant vice-presi- 
dent; ‘Jim’’ Montgomery, West Coast rep- 
resentative. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4. 


London, 22nd September, 1940 


Courage! born of the vicissitudes of incessant bomb- 
ing. The office appliance industry carries on “business 
as usual,” the watcher on the tower giving warning 
of imminent danger. Staff having been dug out of 
basement shelters overnight, arriving at their busi- 
ness posts just a little late with many apologies for 
their tardy arrival. England is a grand place to be 
in in these days of turmoil and strife. The present 
struggle has knit her peoples together as never before 
in the halcyon days of peace. A special reward for 
gallantry is deserved by these men and women who 
“carry on” in spite of their business lives having been 
disorganized and made difficult, with little enough of 
sleep and almost insurmountable difficulties in rela- 
tion to transport. They smile as they work and retail 
for each. other’s benefit the latest humourous story 
of the “blitz,” such as “a mobile gun unit parked 
itself in the main thoroughfare of a residential dis- 
trict. After a while, when transport had slowed down, 
it moved to a more convenient spot. During a lull in 
the gunnery, the window of a house adjoining was 
hastily thrown up and a hearty voice sounded out- 
‘Blimme! when are you going to decide where you 
want to park yourself!’” 

Notabilities of the bombing news— 

A time bomb in the immediate vicinity of the pala- 
tial offices of The National Cash Register Company, 
Ltd. did not deter the management from “business as 
usual.” A portion of the offices were evacuated and 
the remainder boarded up to enable the staff to carry 
on in comparative safety. Its directors dealt with the 
intricate problems of “purchase tax,” forward deliv- 
eries and difficult transport as though nothing un- 
usual had occurred. With a deafening roar the time 
bomb explodes and when the noise has abated, heads 
appear at the windows curious to ascertain the extent 
of the damage. 

* ~ 7 

National Loose Leaf Company, Ltd., on the fringe 

of a burnt out area. Its cheery managing director, 


J. Adams Keene, voices “we are lucky it didn’t happen 


to us and that we are able to carry on without very 
much difficulty.” 
7 . * 

Percy Jones (Twinlock), Ltd., city showrooms are 
also in the damaged zone. 

Acco Company, Ltd. Its genial managing director, 
G. V. Speke (Gerry to his many friends), carried on 
for some days without being able to have access to 
head office owing to the time bomb in the vicinity 
of St. Paul’s cathedral. 

* + . 

Powers-Samas Accounting Machines, Ltd. have evac- 
uated to a country area, owing to bombing in their 
immediate vicinity. 

* + * 

The city premises of K & J Ltd. were badly damaged 
by a nearby concussion. 

* + ca 

Chadwick Moore of Moore’s Modern Methods, Ltd., 
one of the party of famous Americans who chose to 
stay here when it was his privilege to go home, 
climbed out of a shattered air raid shelter in the 
eerie hours of the dawn, unperturbed by the incident, 
to promptly fall asleep in a nearby shelter within 
the hour. 

* * * 

Such are the incidents that make up the working 
day of the average worker in the industry today. Of 
such are the men that back the services. It is a time 
of test and endurance and they do their part by 
carrying on and leaving the problems of invasion and 
air defence to our gallant crusaders of the “Navy and 
of the Air.” After business hours many of the mem- 
bers of our industry carry on in the Home Guard, 
Civil Defence, A. R. P., A. F. S., Special Police. 


* * * 


Business reports generally say “excellent business, 
we are being inundated with orders for replacement 
machines.” The fullest possible technical service facili- 
ties are being maintained, this despite the many 
uncertainties and restrictions. Limited supplies of new 
equipment make all important the work of the tech- 
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nical advisory service departments especially in rela- 
tion to the modernisation of existing installations. 
* + 7 

London may be a wounded city yet withal she still 
wears the smile of calm courage, her crusader spirit 
still undaunted. Unending her tales of heroism and 
courage. It would take a century of bombing to make 
any appreciable mark on the face of the grandest 
city in the whole world. Many present-day deeds 
will ripen into legend. Tears there may be, but they 
are brave tears, behind which the spirit of the peoples 
remains unbroken. In the true cockney spirit, “Quit! 
Not bloomin’ likely!”—SSE 


LINDELL REACHES 50th YEAR IN BUSINESS 


Fifty years in business as a firm devoted to the sale 
of office supplies, equipment and machines has recently 
been celebrated by A. B. Herman Lindell O. Y., Hel- 
singfors, Finland. 

The company was launched in 1890 by the late 
Herman Lindell who died in 1926, to deal in artists’ 
supplies, drawing materials and technical instruments. 
For the next few years times were booming in Europe 
and business was good with the result that the 
organization experienced a steady and profitable 
growth. 

In 1909 Mr. Lindell added a new branch to his 
business and began selling office equipment, and some 
time later a complete stationery department was 
installed. 

Today the company is owned and operated by Consul 
Helmer Lindell, son of the founder, and under his 
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management has again expanded to include a printing 
and blueprint department. Despite the war-torn 
condition of the country and an almost complete 
disappearance of export business, the spirit of Finland 
is dominant and spells the determination of the people 
of that nation to rise again. 


— —<—--—_— 


LUCKETT COMPANY TURNS QUARTER-CENTURY 
CORNER 


Representing twenty-five years of successful opera- 
tion and continual growth, The Luckett Loose leaf, 
Ltd., Toronto, Canada, is this year celebrating its 
quarter-century anniversary. 

It was in the Autumn of 1915 that the first sale of 
the infant company’s products was made. And it 1s 
the proud boast of the firm today that, at that time, it 
was the first and only manufacturer of loose leaf 
equipment selling its lines through the trade only. 
J. S. Luckett, president of the company, tells the rest 
of the story of the firm’s beginning in the following 
words: 

“Gradually we were able to build up a business and 
to prove to the stationer that we were capable of 
making a line that at least was passable in quality. 
The general public has been good in accepting our 


un 
tr 


merchandise until our products are known in Canada 
and in nearly every part of the world.” 
Of the company’s dealer policy Mr. Luckett says: 
“Our policy is to sell to the trade only and we mean 
just this. We do not hold back in reservation that the 
large orders must be sold direct, but insist that every 
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order, regardless of size, whether large or small, must 
be filled through a legitimate dealer.” 

The first definite sign of the company’s growth came 
in 1926 when an office was opened in Montreal and a 
decision was reached to carry a comprehensive stock 
there. Because of the instant success which this plan 
met, the firm then opened an office and a warehouse 
in Winnipeg. 

Mr. Luckett is a firm believer in association work, 
his idea being based on the conviction that it Is 
“absolutely essential” for stationers to work together, 
and to try to work for the general good of the industry. 
As a result his organization has, for the past fifteen 
or twenty years, supported local and national associa- 
tions as well as the Stationers Guild of Canada. In 
this belief he is completely supported by his son, J. 8. 
(Jim) Luckett, Jr., who joined the firm five years ago 
after working for the Eberhard Faber Pencil Company 
in New York. 

The Montreal office is in charge of Vice-president 
R. L. Warner, and C. Vernon Nobbs is manager of the 
Winnipeg branch. C. J. Dutton is secretary-treasurer. 

ee 


NATIONAL BUSINESS SHOW SET FOR FEBRUARY 


With the management working overtime to make 
the event bigger and better than ever, the thirty- 
seventh annual National Business Show will be held 
in the Grand Central Palace, New York City, during 
the week of February 3. 

According to Frank E. Tupper, president of the 
National Business Show Company, the exposition will 
be opened every day of the week from 1 to 10 o’clock. 
Plenty of aisle room, perfect lighting and accommo- 
dations for exhibitor and visitor alike will be features 
of the show. 

As in previous years the National Business Show 
will be aimed to attract the attention of executives 
and workers of the nation’s business houses, in order 
that they may see what manufacturers of office ma- 
chines, devices, furniture and supplies have to offer 
to increase the tempo of office routine and, at the 
same time, add to efficiency and speed of every oper- 
ation which is the daily part of every business day. 

senisiteipsiihiteouibictdaad 


O’NEIL RETAINED BY DICTAPHONE 


William O’Neil, well-known industrial designer of 
New York City, has been retained by the Dictaphone 
Corporation, 420 Lexington avenue, New York, N. Y., 
in connection with some special work concerning the 
design and styling of new Dictaphone transcribing 
machines and accessories. He will work at Bridgeport, 
Conn., according to a statement issued last month. 
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DICTAPHONE CORPORATION APPOINTS NEW 
SALES DEPARTMENT HEADS 


Two new executive appointments have been made 
in the sales department of Dictaphone Corporation, 
according to a recent announcement by Merrill B. 
Sands, president. 

Lloyd M. Powell, formerly assistant sales manager, 
has been appointed to the post of general sales man- 
ager, and Frank M. Gale, previously assistant to the 
vice-president in charge of sales, has been promoted 
to assistant sales manager. 

Mr. Powell takes to his new position an unusually 
excellent background of experience and training in 
Dictaphone selling. He started with the organization 
in 1926 as a salesman, making a capital record in the 
New York City market. In 1933 he went to Kansas 
City to assume the duties of branch manager for that 
territory and continued the sales record he had set 
as the leading salesman of the company. In 1937 Mr. 
Powell was appointed assistant general sales manager 
and returned from Kansas City to make his head- 
quarters in the New York executive offices of the com- 
pany. He is a resident of Hartsdale, Westchester 
County, N. Y. 

Mr. Gale started his Dictaphone career in 1929 as 
general assistant to the vice-president in charge of 





L. M. POWELL F. M. GALE 
Sales. In 1934, at his own request, he was transferred 
to the New York sales branch as a commission Sales- 
man and was later recalled to the executive office to 
occupy a Similar position to the one he previously 
held. Since 1936 he has remained officially in the 
capacity of assistant to the vice-president in charge 


of sales. He is a resident of Bronxville, Westchester 
County, N. Y. 
<>. —___ 


VICTOR APPOINTS HULBURD ADVERTISING HEAD 


M. S. Bandoli, general sales manager of the Victor 
Adding Machine Company, Chicago, Ill. has an- 
nounced the appointment of Fred G. Hulburd as direc- 








F. G. HULBURD 


tor of advertising and sales promotion to fill the va- 
cancy created by Knox Armstrong, who resigned Oc- 
tober 1. 

Mr. Hulburd has long been associated with com- 
panies manufacturing and marketing high-grade spe- 
cialties and appliances. In his new capacity as director 
of advertising and sales promotion he can call on his 
past experiences as retail salesman, district manager, 
branch manager, convention manager, and advertising 
and sales promotion manager, to help guide the adver- 
tising and sales promotion plans for Victor’s 1941 over- 
all program. 

For the past ten years Mr. Hulburd has filled various 
positions of importance in the Nash-Kelvinator Corpo- 
ration at Detroit, Mich. He recently resigned the posi- 
tion of assistant to the sales manager of that com- 
pany to take up his duties with Victor. 

—- 


HARTER COMPLETES FACTORY ADDITION 


The Harter Corporation, Sturgis, Mich., last month 
announced the completion of an addition to its factory 
by which a total of 15,000 square feet has been made 
available for the enlargement of various plant depart- 
ments. This is the second addition made to the Harter 
factory within the last eighteen months. 
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MEAD & WHEELER CELEBRATE 31ST ANNIVERSARY 

Two events were in process at the same time at 
the Mead & Wheeler establishment in Chicago last 
month. One was the celebration of the firm’s thirty- 
first business anniversary on October 15, 16 and 17. 
This was during the period in which National Office 
Furniture Week was observed. 

A large number of customers and prospects re- 
sponded to the invitation to visit the store where 
they were greeted by E. A. Mead and Jack Wheeler, 
assisted by members of the sales staff. An unplanned 
item on the program, at least unplanned so far as 
Messrs. Mead and Wheeler were concerned, was a 
beautiful birthday cake decorated with appropriate 
words in reference to the thirty-first anniversary and 
surmounted by thirty-one candles. 

The store was open until nine o’clock in the evening 
on each of the three days of the special celebration. 

The occasion was naturally one of reminiscences. 
Mr. Mead recalled how he and Wheeler both trained 
in the ranks of Library Bureau, established their own 
business in 1909 at 40 North Dearborn street. After 
eighteen months they moved to an East Randolph 
street location, and used the advertising term “Chicago 
Public Library Across From Us.” 

In 1916, the business was moved to 35 South Wabash 
avenue, the removal occurring on the day that Mr. 
Mead left to attend the National Stationers Association 
convention in Atlanta. For the next five years the 





SATISFIED SMILES.—The three gentlemen grouped about a 
handsome birthday cake have all the right in the world to 
be smiling, because they’re helping celebrate the thirty-first 
anniversary of the Mead & Wheeler Company, Chicago. The 
cake with its thirty-one candles tells the story. L to R: E. A. 
Mead; P. R. Miller, sales manager of The Macey Company. 
who helped the celebration along, and Jack Wheeler. 


business prospered at the South Wabash location, and 
then was moved to the present address, 1022 South 
Wabash avenue. 

In the same year a retail office furniture business 
in Kansas City was purchased and placed under the 
management of John A. Marshall, who had been a 
member of the Chicago sales staff for some years. For 
two years this enterprise was operated as a branch 
store and was then taken over by Mr. Marshall, who 
still conducts the business under his own name. 

In April, 1932, a branch store was established at 
610 South Michigan avenue. Two years later it was 
discontinued and all activities concentrated at the 
1022 South Wabash building. 
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PHILCO CELEBRATES SILVER ANNIVERSARY 

Beginning operations on the heels of World War 1, 
Phillips Ribbon & Carbon company this year celebrates 
its twenty-fifth anniversary. 

Highlights during this historical year include the 
purchase of Crown Ribbon & Carbon Manufacturing 
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Company, forty-year old Rochester firm and the open- 
ing of three additional sales offices in Baltimore, Buf- 
falo and Detroit by Philco’s president, George F. Yan- 
cey. 

Under the skillful management of Mr. Yancey over 
the past decade, Philco has grown to a position of 
prominence in the ribbon and carbon industry. With 
the completion of the Crown merger, large outlets for 
export are prevalent, particularly in South America. 

It is interesting to note the company’s priority use 
of the trade name “Philco.” Several years ago an issue 
of Fortune brought the fact that a well-known radio 
firm began use of the same name in 1926. Philco filed 
its trade name in 1916. 

Soon after Philco was incorporated in 1923, Mr. Yan- 
cey, former sales manager of Mittag & Volger, Inc., 
and Niedich Process Division of Underwood Elliott 
Fisher Company became president and owner. From 
that time on Philco became an international factor 
with sales offices dotting all important business mar- 
kets. 








EaCUSE. US, Bie age 


In the report of the National Stationers Association 
convention in the October issue, Artility Metal Pro- 
ducts, Inc. was incorrectly referred to on page 24 as 
Artillery Metal Products Company. The error is re- 
gretted. 





* * * 


On page 21 of the October issue, P. J. Huggins was 
listed as being connected with the Douglas Stationery 
Company, Birmingham, Ala. The correct name of Mr. 
Huggins’ company is Godwin Stationery Company. 

7 * ” 

In picture No. 13 on page 65 of the October number, 
Harry Haller is referred to as being connected with the 
Moore Push Pin Company. This is in error. Mr. Haller 
is a member of the staff of the Blaisdell Pencil Com- 


pany. 


” * od 


In the October issue appeared a classified item con- 
cerning the Capital Typewriter Company in which the 
firm’s address was given as 204 West Capitol avenue, 
Fort Smith, Ark. This was in error, the company being 
located in Little Rock and not Fort Smith. 

* aa * 

In the September issue appeared a story concerning 
the appointment of R. B. Brady as the Friden dis- 
tributor in Houston, Tex. In the report Mr. Brady’s 
address was given as 1108 Union Trust building but 
should have read 1108 Union National Bank building. 




















CLAYSON SUCCEEDS BURBANK AS EATON 
VICE-PRESIDENT 


George P. Clayson, Jr., formerly merchandise man- 
ager of the Eaton Paper Corporation, Pittsfield, Mass., 
last month was elected vice-president to succeed Paul 
E. Burbank who resigned to enter another field. 

Mr. Clayson, who graduated from Yale in 1930, began 
his business career by joining the Agfa Ansco Corpo- 
ration, representing that firm in the Middle West. 
Later he was appointed assistant manager of the New 
York branch office, holding that position until 1934, 
when he resigned to join Eaton. 

Upon establishing a connection with the latter firm, 
Mr. Clayson was appointed assistant merchandise and 
advertising manager. In 1935 Mr. Burbank was elected 
vice-president, and Mr. Clayson thereupon became 
merchandise manager, serving in that capacity up to 
the present time. 

Mr. Burbank has joined United Air Lines and will 
be responsible for the development of all express traffic 
out of the East. He has maintained a deep interest 
in flying and the development of aviation since the 
days when he was a pilot in the United States Navy 
during the World War. He is a licensed pilot. 

Last year Mr. Burbank flew about 20,000 miles in 
South America investigating the export market and 
establishing agents for the Eaton organization. He is 
a graduate of Wesleyan University and has a record 
of more than twenty years in the stationery business, 
where he leaves hundreds of friends who wish him 
the best of luck and continued success in his new 
undertaking. 





TO AID DEFENSE.—Thomas J. Mc- 
Mahon, manager of the Albany. N. Y.. 
branch of the Underwood Elliott Fish- 
er Company, last month was appoint- 
ed by Mayor Thacher of that city to 
serve as one of twenty-seven mem- 
bers of the Albany Defence Council. 


—- 
U. S. PROBE HALTED DURING STATIONER SURVEY 


Charles P. Garvin, general manager of the National! 
Stationers Association, last month issued the follow- 
ing notice to members of the stationery and office 
supply industry relative to a wage and hour investi- 
gation being conducted by the government: 

“Colonel Fleming, administrator of the wage and 
hour division, U. S. Department of Labor, has notified 
all regional officers of his division to postpone any 
action as far as the stationery trade is concerned, until 
the present survey of the stationery business is com- 
pleted. 

“Knowing that a number of our dealers have been 
under investigation by the regional offices of the wage 
and hour division, we notify you of this action by 
Colonel Fleming. This is an action that N.S.A. has 
strongly urged as it did not seem fair that our mem- 
bers should have to make changes while a survey of 
the business was going on.” 





OFFICE APPLIANCES 


POLICY FOR MEN ENTERING 
U. S. SERVICE 


Underwood Elliott Fisher Company, manufacturers 
of Underwood typewriters, Underwood Elliott Fisher 
accounting machines, Underwood Sundstrand adding 
machines, and supplies, has announced its policy with 
reference to employees of the company entering mili- 
tary service. 

L. C. Stowell, executive vice-president of the com- 
pany, stated: 

“As in the past, the Underwood Elliott Fisher policy 
will be to return employees entering the military serv- 


UEF TELLS 
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ice, insofar as possible, to their former positions or to 
equivalent positions with the same rates of pay as at 
the time of leaving. Further, the company will con- 
sider their service as continuous as though they had 
not been absent for military service.” 

Mr. Stowell also called attention to the fact that it 
is the intention of the company to go further than the 
requirement of the law by including all men who volun- 
teer for service in the National Guard or in any other 
branch of the Army or Navy, as well as those called 
to the colors under the selective service law. 


ee 
OXFORD FURNISHES ACTUAL DRAFT NUMBERS 


The actual draft numbers used in the Selective Serv- 
ice drawing on October 29 were produced by the 
Oxford Filing Supply Company, Brooklyn, N. Y., on 
order placed by the Woodhouse Stationery Company 
of Washington, D. C. 

These numbers from 1 to 10,000 were made in the 
form of inserts, such as are used in index guides and 
in perforated strips of twenty-five to facilitate check- 
ing and to prevent loss of separate numbers. Each 
insert was numbered on both sides, tumble head. Two 
sets were prepared for ultimate safety. 

The job was shipped to Washington early in October 
so that the numbers could first be checked and double 
checked by both the War Department and the F.B.I. 
After checking, each separate numbered insert was 
placed in an opaque cellulose capsule. All 10,000 cap- 
sules were then placed in the “famous glass bowl” 
and held under guard until October 29 when the Presi- 
dent drew the first number. 

This, says the Oxford Filing Supply Company, is the 
first time they ever became involved in a lottery. 

a 


GOUGH OPENS NEW WORCESTER STORE 


A. L. Gough, manager of the Liberty Typewriter 
Company, Worcester, Mass., recently moved his 
organization in a new store at 270 Main street. The 
new establishment has a frontage of twenty by 100 
feet deep and a large window with a twenty foot depth, 
capable of displaying an entire office. Mr. Gough 
carries a complete stock of equipment and supplies, 
including R. C. Allen calculators and Woodstock 
typewriters. 





ee 
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When Antonio Stradivarius built a violin its 
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full-throated tone like nothing ay 
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When the imitators in 
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Whether it’s a 


camera, 


or a can of soup, almost everything we build 


America bears a name. 


Honest products bear good, honest names. 


* * * 
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¢ violin name you could trust. 


an automobile, 
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a watch, build to the 





standard people expect. 





He has to 


live up to his name. 


On the other side of the fence is the manufac- 


has no name to live up to. 


cut down to. 


Shakespeare, some three hundred years ago, rec- 


ognized the value of Good Names. 


* * * 


Factories may burn, sales offices may 


sonnel may change, but the Good 


product goes on and on as long as it remains 


above reproach; as long as 


somebody wants; 


caught back on his heels. 


The maker of a quality product with an hon 


est name has an honest responsibility. 


He has to stay where people 


move, 


it stands for 


and as long as its maker isn’t 


can find him and 


turer who is in business to “sell it for less.” 


He 
He has only price to 


He recognizes no obligation of service. 


He feels no challenge of improvement. 


We believe the people of this country deep 


per 


Name of a 


Honest Names 
what 


knock at the 


product they 


in 


quality they represent. 


door they 


down in their hearts love, honor and prefer the 


American Business for the 


They 


may experiment for 


a while, but sooner or later they come back to 


know —to ask for the 


can depend on. 


When a salesman says, “/?’s just as good as some- 


thing else’ — better have a look at that “something 


else 


” before you put your money on the counter. 
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MIMEOGRAPH is 





The Mimeograph name is the treas- 
ured possession of this company, 
because it represents the pioneer and leader 
in the field of stencil duplication, now so 
essential to all forms of American business, 
schools, institutions, and government. 
Engineers, designers and specialized 
workmen constantly are thinking, invent 
ing and perfecting improvements in prod 
ucts so that the Mimeograph name will 
and service as 


tand for more efficiency 


the years roll by. 


the trad OO Tc ap } 


It is a generally accepted fact that 
Mimeograph duplicators last longer and 
that Mimeograph stencil sheets and inks 
turn out cleaner, more legible work at 
lower cost and in shorter time. 

How long has it been since the duplicat- 
ing problems in your business have been 
analyzed? We can help you. There are 
experts in every leading city ready to 
modern, no - obligation 
survey of your needs. May we have that 


make a no-cost, 


opportunity soon? 


1 duplicator 


in the U.S. Patent Office 


« COMPANY 


y, Chicago 


940, A. B.C 
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NATIONAL DEFENSE AND STATIONERS AID 


“Now is the time for all good men to come to the 
aid of their country” tyros of the typewriter have ever 
been wont to write. And now it is definitely a reality 
and yeoman aid is being given by the leading station- 
ers of the nation in the current program for national 
defense as the emergency grows more acute. 

First-aid is being patriotically rendered by those high 
in the office equipment, stationery and supply field as 
the huge defense program continues to unfold and 
federal funds flow from Washington to every section 
of the country. 

How this current assistance in defense tactics is 
being rendered was strikingly related last month in 





OWEN G. BAYLESS 


Seattle, Wash., by Owen G. Bayless, vice-president and 
assistant general manager of the Lowman & Hanford 
Company, pioneer stationers in that city, on his recent 
return from the annual convention of the National 
Stationers Association in Chicago, where he was re- 
elected for another term as national leader and presi- 
dent of the organization. 

He viewed Seattle and its prospects most optimis- 
tically after lengthy trips throughout the nation. He 
has traveled a matter of 30,000 miles as president of 
the national body, visiting branches of the association 
and lending his presence to regional meetings, as well 
as attending two national conventions where he was 
chosen on both occasions as president. Now he finds 
the business picture of his own city extremely bright, 
better than since the close of the last war. Seattle is 
feeling effects of the national defense program more 
GUARDIANSHIP pertinently than many other less-favored cities, al- 
though Alfred P. Sloan, as chairman of the board of 
the General Motors Corporation, recently stated “large 
: : expenditures made in connection with the defense pro- 
The Guardian of the Archives at | gram will permeate the entire business industry.” For 
Washington, D. C., well typifies the this reason he pointed out that business activity for 

is ‘ the next two or three years was certain to be good. 
quality and character of Panama and The cutetanding stationer of Beattle and a former 
Beaver products. | officer in the World War was quite astonished in re- 
| cent contacts and exchange of information at the con- 
vention to learn of the large number of manufac- 
turers in the office equipment fold already lending aid 
to defend the nation as war clouds gather overhead. 








Vigilant, resolute, ready for action, 
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SUPPLIES Products of Deeply interested in such plans from his previous 
COMPANY Superlative military experience, Mr. Bayless learned that many of 
Nationwide Utility and the most prominent manufacturers in the stationery 
Distribution Quality and office supply field were engaged in turning out 


parts and tools in connection with precision and lathe 
BEAVER ye for the government’s defense tactics. 
—‘¢ utstanding manufacturers in the East, he found, 
were already taking a hand in equipping the new 
Army for possible war. “Many of them are knee-deep 
in defense work,” he stated in Seattle, “which however 
will not curtail production of their regular lines. The 
»™ ~~» manufacturers of such products as fountain pens and 
. cad steel office equipment are particularly well equipped 
AEC? Sst for this sort of work.”—CML 
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MEETINGS—CONVENTIONS—DINNERS 





N. ¥. GOLFERS PLAY ANNUAL TOURNAMENT 
AT YOUNTAKAH 

Dame Nature was in one of her most expansive, 
multi-hued autumn moods as members and guests of 
the Stationers Golf Association of New York sped on 
their way to the Yountakah Country Club, Nutley, N. J., 
for the annual tournament on October 15. The mag- 
nificent setting of rolling green hills, fringed in a 
galaxy of variegated greens, reds and browns of trees 
and shrubs made a vivid and colorful amphitheater. 

It wasn’t long after a good lunch had been stowed 
away and the boys were out there slugging them down 
the fairways (with varying degrees of finesse) that 
nature tired of her somnolent ways. With a burst of 
virility, she worked herself into a frenzy as the after- 
noon came to a close. The wind became positively 
wicked, the temperature lowered markedly, while rain 
added to the difficulties of the tricky course. Some of 
the more ambitious managed to finish the eighteen 
before the worse came to worst, but the majority of 
the golfers returned to the nineteenth hole fully con- 
vinced they had played a round of golf with all its 


trimmings. 
Nevertheless, the congregation at the nineteenth 
hole carried with it its usual frivolities and good 


natured pleasantries. Over the tinkling glasses we 
heard the rounds of “Have you ever heard the one 
about” and “You should have seen me the day that.” 
All this, while another part of the group carried on a 
determined assault in the attempt to wise up to some 
mechanical horses. These efforts brought very little 
actual profit to any one. 

With appetites increasing by leaps and bounds, the 
dinner bell was none too soon and the group trooped 
into the dining room where, with fitting solemnity, the 
ninety men opened with the Star Spangled Banner. 





SMITH-CORONA OPENS NEW HOME FOR CHICAGO 
BRANCH.—September 28 was a gala day for the Chicago 
branch of L. C. Smith & Corona Typewriters Inc, when the 
official opening day and house-warming of the branch was 
held in the new premises at 301 North Michigan avenue. In 
the picture President Hurlbut W. Smith is in the center of 


front row and at his right is Chicago Branch Manager H. W. 


ON OPPOSITE PAGE.—Members of the Stationers Golf Asso- 
ciation of New York who attended the tournament and banquet 
at Yountakah. 

1. J. W. Bradbury, Eugene H. Tower Ptg. & Staty. Corp., New 
York City; Al Ficks, Wilson-Jones Co.; E. T. MacIntyre, De- 
fiance Sales Corp.; E. F. Dooley, Wilson-Jones Co. 

2. R. A. Weissenborn, General Pencil Co.; Herman Price, 
Eagle Pencil Co.; Joe Pritchard, Pritchard Staty. Co., Chi- 
cago; L. H. Tavernier, Fulton Specialty Co. 

3. Sid Levy, guest; Joe Petchesky, Silver Staty Co.; William 
Kellner, and Sam B. Sapirstin, guests. 

4. H. W. Maucher, Joseph Campbell, Eberhard Faber and 
C. P. Finck, all of Eberhard Faber Pencil Co. 

5. Mr. Wertheimer, guest; H. Hein, Seaboard Pencil Co.; Abe 
Popper, Stationers & Publishers Board of Trade. 

6. I. M. Levy, Art Steel Co., Inc.; P. L. Elias, guest; Ben 
Abrams, Royal Office Supply Corp.; C. Blonder, guest. 

7. Ben Leedom, LaPorte & Austin, Inc.; R. A. Jonas, Jr., Ox- 
ford Filing Supply Co.; R. R. Ballenger, guest; D. Fletcher, 
J. A. Fletcher & Son. 

8. Joe Bell, Eastern Tablet Corp.; W. G. Whittemore, retired. 

9. J. B. Kemp and J. B. Kemp, Jr., Ever Ready Calendar Mfg. Co.; 

0. J. C. Musser and F. G. Huber, Eberhard Faber Pencil Co.; 
G. W. Fairchild, retired; W. D. Evans, W. A. Sheaffer Pen 
Co. 

ll. William Schulhof, “The Office’; Charles H. Wilkinson, Jr.. 
and Charles H. Wilkinson, Sr., Kent Paper Co.; L. J. Mes- 
sina, Professional Ptg. Co. 

12. Harry W. Lynn and R. W. Mueller, Esterbrook Pen Co. 

13. Ray Solinger and S. Kellner, guests; Harry Levy, Silver 
Staty. Co.; Harold Gervais, guest. 

14. D. G. Volkert, unattached; William Grawtage, American 
Colortype Co.; G. F. Griffiths, Noesting Pin Ticket Co.; Max 
Dreyer, American Colortype Co. 

15. Sam Kahn, David Kahn, Inc.; D. A. Davies, unattached; 
Harry Yager, David Kahn, Inc.; R. J. Urmston, J. S. Staedtler, 
Inc. 

16. H. W. Bowman and G. F. Grumbach, American Pencil Co.; 
Les Milton and M. H. Chute, Bainbridge, Kimpton & Haupt, 
Inc. 
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Foley. Other visitors were J. B. McCormick, vice-president 

and general sales manager; H. P. Davy, of the home office: 

and the following branch managers; E. L. Eylar, Minneapolis; 

L. A. Platz, Kansas City; S. G. Garvey, Indianapolis; A. J. 

Dewick, Davenport; L. S. Buchholz, Detroit; J. Mills, St. Louis, 

and E. H. Jones, Milwaukee. The new quarters of the branch 
were fully described in the October issue. 
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Then to a sumptuous steak dinner with all the “this 
and thats.” 

With the dinner over, Lou Tavernier, president of 
the association, picked up the gavel and in short, but 
Sincere style expressed his pleasure at the opportunity 
to preside over this particular meeting, the twenty- 
fifth annual dinner of the Stationers Golf Association 
of New York. After extending a cordial welcome to all, 
Mr. Tavernier explained that the work to be accom- 
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plished at this particular meeting was considerable, 
and that with the permission of all he would speed 
right into it. Accordingly, the first bit of business for 
the evening was the appointment of a nominating 
committee which was named with Harry Lynn, Ester- 
brook Pen Company, as chairman; Abe Schlosberg; 
Sam Libien, Libien Press, and Charles Schatzlein, 


(Turn to page 123, please) 
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DESIGNED TO AVOID THE NECESSITY OF CONSTANT 
REGULATION, CHANGE AND SUPERVISION... | 
























In practically every phase of office 
production, there is need for control 
...the buying of stationery, printing 
. rent, light, supplies . . . expense, 
sales, employment, correspondence. 
These are necessary items that fluctu- 
ate im many ways. 
The control center of the office... 
the focal point upon which business 
must base decisions and regulate 
action...is in the filed information 
relative to these exacting duties. 
To insure constant availability of 
these vital records... letters, plans, 
orders, statistics, estimates, markets 
...the GF Super-Filer is mechanized 
for quick accessibility and visibility. 
Super-Filer not only HOLDS more 
information, but makes it easier to 
FIND it and FILE it. 


The dealer who sells Super-Filer 






sells business control through filing 






efficiency. 





THE GENERAL FIREPROOFING COMPANY - youncsrown, oulo | 


Products bg GF © METAL DESKS © ALUMINUM CHAIRS © FILING CABINETS 
SAFES © STEEL SHELVING ¢ STORAGE CABINETS © FILING SUPPLIES 
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A mm 
SIKES’ REPRESENTATIVES AND DEALERS HOLD 






A highly successful three-day sales meeting was held by 
The Sikes Company in the Hotel General Brock, Niagara 
Falls, Ont., with a large number of company representatives, 
dealers and dealer salesmen present from the Northeast 
and Middle-West sections of the United States. Front row, 
left to right: Paul W. Dancker, Danes-Dancker-Lane, New York, 
N. Y.; A. F. Rice, Rice Business Furniture Co., Cleveland; F. J. 
Bloempot, The Sikes Co.; A. E. Rice, Rice Business Furniture 
Co., Cleveland; K. F. Davis, manager, Sikes’ office furniture 
division; H. G. Stagg, Hoskins, Inc., Philadelphia; C. F. Ruther- 


Ohio Stationers ; 
Pictured During | 
Sandusky Outing 
As C. F. Denzer 


Company Guests 
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THREE-DAY SALES MEETING AT NIAGARA FALLS 


ford, Braun & Rutherford, New York, N. Y.; V. M. Page, Vernon 
M. Page, Inc., Buffalo; M. O. Mowat, Mead & Wheeler Co., 
Chicago. Second row: F. Miller, The Sikes Co.; R. T. Ellsworth, 
Vernon M. Page, Inc., Buffalo; George E. Seidel, Farmham 
Staty. & School Supply Co., Minneapolis; C. W. Danes, Danes- 
Dancker-Lane, New York, N. Y.; J. W. Dickie, Berry, Dickie & 
Settler, New York, N. Y.; J. J. McCabe, Hoskins, Inc., Phil- 
adelphia; R. McClenaghen, The Sikes Co.; R. A. Braun, Braun 
& Rutherford, New York, N. Y.; D. S. Peterson, Clark & Gibby, 
Inc., New York, N. Y.; F. C. Sorenson, Regan Office Furniture 
New York, N. Y. Back row: O. R. Geuther, 
Marshall-Jackson Co., Chicago; H. W. 
Johnston, The Sikes Co., Chicago; S. H. 
Nemlich, Regan Office Furniture Corp., 
New York, N. Y.; Charles Ferguson, Bram- 
wood Press, Indianapolis; L. Kammerer. 
Clark & Gibby, Inc., New York, N. Y.; E. 
H. Behmer, Marshall-Jackson Co., Chica- 
go: V. Smith and J. Ahlstrom, Sperry Of- 
fice Furniture Co., St. Paul, Minn. 









TOP ROW.—Joe Leraux, Franklin Ptg. & 
Engraving Co., Toledo, and Carl Denzer, 
The C. F. Denzer Co., Sandusky. 2: Don 
Crile, Office Equipment Co., Canton. 3: 
Alex Hartman, City Book Store, Wooster, 
Ohio. 4: Carl Denzer, The C. F. Denzer Co. 
5: Ken Boyer, Newell B. Newton Co., To- 
ledo. 6: Otto Lintner, State Office Supply 
Co., Columbus. Second row. 1: William R. 
Diehl, Diehl Office Equipment Co., Co- 
lumbus. 2: Art Eldred, Eldred & Co., Lo- 
rain, Ohio. 3: Earl Kochheiser, Charles 
W. Ritter Co., Mansfield, Ohio. 4: Walter 
Boehmer, Miami Staty. Co., Dayton. Third 
row. Ernie Earnshaw and Jack Sell, The 
Sell Co., Columbus. Group at buffet sup- 
per. Fourth row. 1: Earl Kochheiser and 
Frank Denzer, brother of the host. 2: Ken 
Boyer, Don Crile and Carl Denzer. 3: 
Group at the wine cellars. Fifth row. 1: 
The group enjoying a dinner. 2: Ronald 
E. Tope, The Tope Book & Office Supply 
Co., New Philadelphia, Ohio; Otto Lint- 
ner; Paul Volzer, Baers’, Inc., Canton, 
Ohio. The story of the organization's day 
at Sandusky as guests of Mr. and Mrs. 
Denzer, appeared in the October issue 
which went to press before these pictures 
were available. 
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Compartment Filing 


Art Metal ADJUSTABLE FILE SUPPORTS 


SOLVES MANY FILING PROBLEMS 




































A variety of material may be filed in one 
file. No compressor needed. Folders may be removed 
and replaced without disturbing other material. 





No springs or gadgets. Expand or con- 





tract compariments instantly, simply by moving 








Art Metal File Support to another position. 


e The new Art Metal Adjustable File Supports are free- because they eliminate the compressor and therefore save 
spaced, not fixed. several operations in filing and finding. Just open the drawer 


. ;' nd the enti tents are immediately accessible. 
“Art Metal Adjustable File Supports may be lifted and re- - — . Y 


placed as easily as you would lift and replace a folder, yet *Art Metal Adjustable File Supports may be installed in fi 
any Art Metal standard filing equipment. They consist of z 


spacing strip inserted in bottom channel of drawer and four 
“Art Metal Adjustable File Supports are used with standard or more Adjustable File Supports. 


rods for guides so that the guides remain locked in position 
while the Adjustable File Supports can be instantly changed. 


they retain their position and flexibility of movement in the file. 


This is an exclusive item with Art Metal Agencies. Is your 
territory still open? Write today to our Agency Division, 
“Art Metal Adjustable File Supports save time in filing Art Metal Construction Co., Jamestown, N. Y. 


= are Metal 
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1. Bill Smith, Venus Pencil Co.; Ross Helwig and Bill Gibson, 
Grand & Toy Ltd.; Charles Saunders, Index Card Co.; Charles 
McHardy and Jim Moir, The Brown Bros. Ltd. 

2. Jack Nixon, Howard Smith Paper Mills; Art Morice, Fred 
W. Halls Paper Co. Ltd.; Bill Cronin, Wilson Munroe Co. 
Ltd.; Graham Garten, B. A. Oil Co. Ltd. 

3. N. Welch; J. Duncan, Wilson Munroe Co. Ltd.; Ivan Card, 
Viceroy Mig. Co. Ltd.; Andry Andrews, Dennison Mfg. Co. 
Ltd.; Stan Wilkins, Viceroy Mfg. Co. Ltd.; Bill Cole, Denni- 


son Mfg. Co. Ltd. 

4. Frank Dalgleish, Federal Hardware & Implement Mutuals; 
Major Bell, Business Systems Ltd.; J. A. Campbell, Acme 
Carbon & Ribbon Co. Ltd.; Bunny Young, T. T. C. 

5. Art Morice, Fred W. Halls Paper Co. Ltd.; Gordon Moir, 


TORONTO STATIONERS HOLD GOLF TOURNAMENT 


With an attendance of forty-three enthusiastic put- 
ter wielders who were unexpectedly greeted with a fine 
sunny day after a week of cold and rain, the Toronto 
Stationers Club held its golf tournament on Septem- 
ber 16 at the Lakeview Golf Club near Toronto 


So splendid was the weather that many of the play- 
ers begged or borrowed bathing suits to take a dip in 
the club’s swimming pool. Their fortitude was put to 
a test, however, because the water was a lot colder 
than the sunshine and air, and with few exceptions, 
one dip was plenty and was followed out by a warming 
up period on the club grounds. 

Those present were treated to a capital example of 
the ability of mankind to overcome major handicaps 
when they watched two totally blind men, with com- 
paratively little assistance, thoroughly enjoy a game 
of golf. They were Wilson Barrett, a retail stationer, 












[ANCES 






OFFICE APPI 





TORONTO STATIONERS SNAPPED AT SEPTEMBER GOLF TOURNAMENT AT LAKEVIEW 


Venus Pencil Co. Ltd.; Jack Hill, Canadian Pad & Paper Co. 
Ltd.; Dave Balfour, D. A. Balfour Co. Ltd.; Gordon Camp- 


bell, Grand & Toy Ltd. 
6. Walter Crassweller, Dominion Office Supply Co. Ltd.; Jack 
Chipman, Bob Cranston and Art Forster, all of the Brown 


Bros. Ltd. 
7. Wilson Barrett, Toronto retail stationer who is totally blind; 
H. Turner, Canadian National Institute for the Blind; W. L. 


Jackson, civil engineer. 
8. Bill Gibson, Ross Helwig and Charles Saunders, fishing for 


the elusive pill. 
9. Jack Dickinson, Walter Dickinson & Co. Ltd.; Jim Luckett, 


Eberhard Faber Pencil Co. of Canada Ltd.; Gordon Lowe, 
Luckett Loose Leaf Ltd. 


and his friend, H. Turner, Canadian National Institute 
for the Blind 

There was the usual generous supply of prizes do- 
nated by various companies, the winners being: 

Prize Winners 

Jack Chipman, Brown Bros., Ltd.; Charles Saunders, 
Index Card Company; Ross Helwig, Grand & Toy, Ltd.: 
Art Morice, Fred W. Halls Paper Company; Bill Gibson, 
Grand & Toy, Ltd.; Don Cranston, Brown Bros., Ltd.: 
Bill Cronin, Wilson Munroe Company, Ltd., and Jack 
Hill, Canadian Pad & Paper Company, Ltd. Fifteen 
others were awarded prizes each consisting of war 
savings stamps to the value of one dollar. 

After the day of play was over and the golfers about 
ready for a return to their homes many took the time 
to congratulate the club’s officers and outing com- 
mitteemen for their generous donation of time and 
effort toward making the activities of the organiza- 
tion a success throughout the season. 
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There’s So Much Value in ] 


the 


New York Boston Chicago 
The Weis Manufacturing Co., Inc. Adams, Cushing & Foster Associated Stationers 
54 - 56 Franklin St. Incorporated Supply Company 
Omaha Oklahoma City 





During the past months many dealers have availed themselves 
of our free Super Wizard advertising matter. Used to such an 
extent that production and sales of Super Wizards has increased 
in a very satisfactory manner. 


Our word pictures of this new steel front, all green transfer has 
convinced some a dealers to stock them, but we find that those 
who ask for our free sample and thoroughly examine its many 
good features, are the dealers who really become enthusiastic 
about the steel front, low priced Super Wizards. 


Again let us urge you to secure one of our free samples so that 
you can become conversant with values and saleability of this 
combination fibre board and steel transfer and storage case. 


And if you haven’t used some of our direct mail advertising for 
this line, let us send you complete information. 


Yes, they are easy to sell once you demonstrate them to your 
customers and prospects. 


Boe 4 ° F 
MONROE Sf ite MICHIGAN 


WHOLESALE DISTRIBUTORS 


Carpenter Paper Company Carpenter Paper Company 


Front Super Wizards That) 
We Just Can’t Refrain 
From Talking About Them) 


(2s All Green Steel] ’ 
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li Here’s a Case 









That is Sure to 
| Appeal to Your 
} Customers 


Made from heavy corrugated fibre board 
with 30 point liner. Front of shell has 
an inside square steel reinforcing 
frame as well as an outside steel collar, 
giving the shell sufficient strength to 
guarantee easy drawer movement. 
Back of shell is strengthened by a piece 
of heavy double-lined board. Drawers 
are heavy fibre board, metal stitched 
and have metal reinforcements along 
two top edges to strengthen and keep 
drawer sides in alignment. A steel 
front completes the drawer makeup. 
Locking pins hold stacked cases in align- 
ment at front and a metal clamp holds 
them in alignment at the back. Super 
Wizards are shipped knocked down, six 
cases to a carton. Very easily and 
quickly set up ready for use. Letter, 
Cap, Check and 6x9 Card sizes available. 
Ask for sample case and be convinced. 
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A single drawer, letter size all steel file, that 
are ready sellers and good profit producers. The 
drawer of this file operates on roller bearings; 
has pull-out stop; equipped with positive locking, 
steel follow block to keep contents in vertical 
position; a round locking rod to anchor guides in 
bottom of drawer; brass finished label holder and 
pull. No nuts, bolts or rivets used in the con- 
struction of this file. Rubber feet to prevent 
marring. Finished in olive green baked enamel. 
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DES MOINES MEETS THE NEW ELLI- 
OTT-FISHER ACCOUNTING MACHINE. 
—A report of the meeting of officials and 
mid-west representatives of the Under- 
wood Elliott Fisher Company in Des 
Moines on September 23 and 24 ap- 
peared in the October issue when this 
picture was not available. Standing 
around the electric keyboard Elliott- 
Fisher machine are, left to right: Alfred 
Jensen, general sales manager, account- 
ing machine division; W. A. Hazelton, 
South Bend branch manager; R. W. 
Holmes, Davenport manager; O. E. James, 
Omaha manager; Oscar Gardner, super- 
visor, Chicago; F. C. Snow, Chicago man- 
ager; E. I. Tafel, assistant to district man- 
ager at Chicago; D. F. Conklin, Chicago 
district manager: A. V. Longenecker, 
Rockford manager; V. W. Haverton, Des 
Moines manager; F. M. Anglim, Minneap- 
olis manager; D. J. Crowley, St. Paul 
manager; E. W. Swain, Springfield man- 
ager; W. M. Sherman, assistant manager, 
Kansas City: G. J. Longueville, special 
representative, New York. 


“YANDE” HOLDS SALES CLINIC 

In celebration of its sixtieth anniversary, the Yaw- 
man and Erbe Mfg. Co., held a sales clinic at the 
home office in Rochester, N. Y., the week of October 6. 

Assembled for the clinic were the “Y and E” branch 
managers and district managers. Special guests were 
three branch salesmen who had won awards in a 
recent sales contest; T. C. Oliphant, of Honolulu, 
“Y and E” representative in Hawaii; and Evan Harter 
of The Harter Corporation. 

Five full days of the clinic were devoted to the dis- 
cussion of problems of topical interest to the selling 
organization and management alike. A cross section 
of the conditions and trends throughout the country 
formed a basis for many sales plans and promotion 
ideas. A number of new items were introduced as well 
as a number of improvements noted. One day was 
devoted to a demonstration of the Harter chair line 
by Mr. Harter and his able assistants. 

The keynote of the clinic was struck by Hugh L. 
Smith, vice-president in charge of sales, in his opening 
address, when he outlined the purpose of the clinic and 
pronounced its slogan, ‘“Opportunity—Make the Most 
of It.” This slogan was utilized in many novel ways 
throughout the clinic. 

The entertainment featured a golf tournament, clam 
bake and banquet, plus many other impromptu gather- 
ings. 

And so, refreshed and imbued with the notion that 
1941 will prove to be a bigger and better year both 
for them and their company, the clinic delegates de- 
parted for their various homes and territories. 
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ILLINOIS RIBBON AND CARBON MEN MEET 


The regular monthly meeting of the Illinois Carbon 
Paper & Inked Ribbon Association was held in the 
Atlantic hotel, Chicago, on October 7. There was a 
good turnout with Vice-President Fred Neely, Fred 
W. Neely Company, Chicago, wielding the gavel in 
place of President Harold Quest, Quest Manufacturing 
Company, who was away from the city. 

In place of the usual private dining room Mr. Neely 
and Secretary E. J. Harrigan, Allen Paper Company, 
steered the crowd into the grill room of the hotel and 
announced the meeting would be held there “for a 
change.” 

The “change” served a twofold purpose. It saved 
the members walking up a short flight of stairs and 
enabled Mr. Neely to listen to the radio report of the 
world series game being played that day. All business 
was Shelved while each man present attempted to 
explain the relative merits of Cincinnati and Detroit 
to any one who would listen. The ball game lasted ’til 
nearly three o’clock Chicago time and so did the 
meeting. 

Before the breakup, however, there was a short 
general discussion on what effect the present world 
crisis will eventually have upon raw supplies which 
go in the making of typewriter ribbons and carbons, 
particular the latter item. Although many in the 
gathering, some of whom represent leading manufac- 
turing companies in the field, declared that there is a 
plentiful supply of carbon papers of all grades ready 
for distribution, it was generally agreed that a con- 
tinually growing demand for this item makes prob- 


SALES “DOCTORS” ATTEND Y ANDE 
CLINIC.—Members of the home office 
personnel as well as the entire sales staff 
of the Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., are pictured 
at the home office where they attended 
the annual sales clinic during the week 
of October 6. The meeting was reported 
to be one of the most enthusiastic ever 
held by the company and its large sales 
staff. 
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The TRUE-MARK OFFICE MACHINE PAD 
is proving the most popular of sound and 
shock absorbers because machine feet will 
not penetrate and it cannot skid on desks. 
A high quality pad put up in an attractive 
carton for display. Matches all machine 
and office furniture finishes. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
4dding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


564 W. Randolph St., Chicago 


37 Murray St. 583 Market St. 


New York San Francisco 
206 Lane St. 11 Pryor St. 
Dallas Atlanta 
M4gencies in — 
Boston Detroit Pittsburgh 
Cincinnati Indianapolis St. Louis 
Cleveland Los Angeles Seattle 
Denver Minneapolis Washington, D.C. 
Philadelphia 
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lematical the length of time the present supply will 
last at present prices. 

Mr. Neely explained. that President Quest was in 
New York City on business and while there expected 
to make a survey of conditions in the East relative to 
the matter under discussion. Mr. Quest is expected to 
make a report of his findings at the next meeting 


scheduled for November 4. 


LAMB CELEBRATES HALF CENTURY WITH 
REMINGTON 
On Saturday, September 21, Remington Rand asso- 
ciates of the Chicago office and representatives of the 
home office joined with A. J. Lamb in celebrating his 
fiftieth anniversary of continuous service with the 
company. This occasion was celebrated with a lunch- 
eon given in honor of Mr. Lamb at the Bismarck hotel 
and more than 100 Remington Rand employes at- 





FIFTY YEARS OF SERVICE.—A. J. Lamb, typewriter service- 
man at the Chicago office of Remington Rand Inc., is pre- 
sented with a pin upon rounding out a half century of service 
with his company. The presentation was made by W. R. Step- 
anek, general maintenance manager of the company. 


tended. At the luncheon, Mr. Lamb was presented with 
a watch by his Chicago associates and a fifty-year 
service pin by the home office with the best wishes of 
the company. 

Remington Rand is proud of the employment records 
of its service employes. More than fifty per cent of 
them have been with the company ten years or longer. 
Sixteen of the local service department’s employes 
have been with the company twenty years or more. 
These sixteen men represent a total of 417 years of 
service. A check of the personnel of other divisions 
attending this occasion revealed nine men who repre- 
sented 234 years of service. 

Mr. Lamb started with the Remington Typewriter 
Company at Ilion, N. Y., in 1889, and was then trans- 
ferred to Milwaukee, Wisc., for a field assignment in 
1890. Three years later he was transferred to Chicago 
and has been in active service ever since. 

During the year 1902, Mr. Lamb married Miss Logan, 
who, for thirty-eight years has been his loyal compan- 
ion, lending encouragement throughout these years. 

He is active, is in excellent health, and is working 
an outside territory servicing typewriters every day. 

*—- 
SERVICE PINS GIVEN COLUMBIA EMPLOYEES AT 
ANNUAL OUTING 

Always a big event for the office and factory folks 
alike, the annual outing of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., was held last 
month at Glenwood Landing, L. I., near the factory 
at Glen Cove, L. I., New York. It eclipsed all previous 
outings in popularity and numbers. 

The possession of the Rudie challenge cup, em- 
blematic of the softball championship of the company, 
is always keenly contested and finally decided at this 
annual outing, between teams representing the various 
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Not only in the Rainbow Room . . . 


vou will find 


SULA and SABLE? 


in many better offices 


In smart supper clubs Silk and Sable is ultra swank. 
In better business offices Silk and Sable is ultra good 
sense—and happily, far from ultra expensive. It in- 
dicates that these companies have set a high stan- 
dard for executive correspondence. To attain that 
degree of excellence the rule is that all letters must ee: 
be written with Old Town Pure Silk Typewriter Ribbon . 
—all copies made with Old Town Sable, the aristo- 
crat of carbons. 
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Ribbon & Carbon Co., One. 













* Virginia Hayes, featured vocalist of Ben Cutler's Rainbow Room orches- 
tra. And the coat is a $30,000 |. J. Fox Sable. The silken lady in upper 


MANUFACTURERS left is Jane Frazee, currently appearing in the Republic picture “Melody 
and Moonlight.” 
750 PACIFIC STREET, BROOKLYN, N. Y. 
hi * Dealers, Executives, Purchasing Agents — investigate Silk and Sable! 
59 East Van Buren Street... C icago Go to town with Old Town! Secretaries—send for free booklet, “The 


788 Mission Street... . San Francisco Secret of Beautiful Letters.” It contains a world of valuable information. 
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FOUR MILLION READERS 
BEING TOLD ABOUT 
HARTER CHAIRS 





National advertising to an audience 
of approximately four million readers 
is one of the many phases of Harter’s 
active dealer cooperation. Consist- 
ently, month after month, this huge 
audience is being told why Harter 1s 
supreme in the steel chair field. At- 
tractive, carefully-planned advertise- 
ments in Time, American Business, 
Business Week, and Banking tell the 
story of expert designing, superior 
construction methods, the use of qual- 
ity materials and the skilled work- 
manship which go into the making of 
every Harter chair. Shown below is 
the latest Harter advertisement to 
make its appearance in these general 
magazines (other publications to spe- 
cial fields, are also used). Watch for 
these advertisements, use them, they 
are valuable selling tools! 























The Latest in 
GOOD SEATING 


@ Many business leaders have long 
been convinced that chairs for mod- 
ern offices should be smart in design, 
really comfortable, and rugged 
enough to withstand hard daily us- 
age. Now though they are also stress- 
ing the need for good seating as an 
aid to better working efficiency. 

The new Harter Adjustable Steel 
Chairs —the Comfit Line — exactly 
meet these qualifications. They ap- 
peal to all office workers who want 
fine chairs designed for efficient and 
comfortable support. 

The Comfit Line offers good 
seating for all office workers. The 
Harter Corporation, Sturgis, Mich. 


HARTER 


“COMFIT” ADJUSTABLE STEEL CHAIRS 





Harter “Steels” the Show 














23-26, was the largest in Association history. 
Harter exhibit (above) was the finest in Harter history. New chairs, new styles, new selling 
features, made this one of the outstanding booths of the show. A special display, patterned 
after the beautiful symmetry of the chairs themselves, featured the latest Harter designs—all 
of them leaders in the steel chair field. The center position of honor went to the new President, 


finest chair ever produced by Harter—the chair designed specially for top executives. Flank- 





fortable, beautiful, strong, practical 


The 35th annual convention of the National Stationers Association, in Chicago, September 
Properly in keeping with that occasion, the 


ing this were the two new Comfit Chairs, the Executive and the Junior Executive, while 
immediately below were the Comfit Clerk and Comfit Secretary. Other famous Harter steel 
chairs were displayed, as well as the Harter Posture Chairs. All in all, in one convincing 
argument, were shown fourteen good reasons to prove that modern office chairs can be com- 
at the same time conducive to good posture. 





Top Quality — Right 
to the Surface! 


The upholstery and enamel finishes of office 
chairs are two features usually of great in- 
terest to the average buyer. In Harter equip- 
the finest surface materials are | 
used, with never any variation from their 
high quality. Harter enamel finishes, baked 
on at high temperature, beautiful and dura- 
ble, are available in a number of colors as well | 
as in wood grains. It isimportant to note that 
Harter chairs can be matched to the special | 
finishes and colors used by manufacturers of 
other office equipment. 

Genuine leather, cut from full-size packer 
steer and cow hides; genuine mohairs; and 
imitation leathers (or Leatherette }—these are 
available from stock in a number of grades, a 





j 
| 


wide selection of colors. 

Of the mohairs, there is one specially styled 
to meet modern decorative styling. This is the 
new and richly-colorful Velmo Mohair Velvet 
Made from Angora Goat 
fleece, most durable of the textile fibers, it is 


( orinth weave ). 








Special Note To Dealers 


lf you are not a Harter Dealer, 
perhaps you would like to 
know more about the Harter 
line of steel chairs, and about 
Harter dealer cooperation. If 
so, we will be glad to give you 
complete details. Simply write 
us, using your own letterhead. 








strong and extremely easy to clean. Nine 
modern colors are available. 

These many surface materials, styles, and 
| colors are described in the new Harter Steel 
Chair catalog. Send for it today. 





_ THE HARTER CORPORATION 
STURGIS, MICHIGAN 


New York Office: 354 Fourth Avenue 
Chicago Office: 14 East Jackson Bivd. 
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company departments. After several spirited games 
marked by unusually heavy hitting and some time out 
between innings for beer, the ribbon department 
emerged aS company champions and winners of the 
trophy. 

In the evening, the dinner and dance, always sure 
to bring out a big and jolly crowd, were held. The 
high point of the evening was reached with the dis- 
tribution of service pins to all Columbia employees 
who have been with the company five years or more. 
The Columbia five-year pins are of bronze, the ten- 
year pins of silver, the fifteen-year pins of gold and 
the twenty-year pins of gold with a diamond. Six 
active members each with over twenty-five years of 
service with the company received gold Longines 
wrist watches. 

All told, sixty per cent of the members of the com- 
pany received pins and eighteen and one-half per cent 
of the total received pins for ten years of service, 
characterizing a splendid relationship between the 
management and employees which has always been 
noted for its remarkable esprit de corps. 


*—- 


MILLER ADDRESSES YOUNGSTOWN CLUB 


W.S. Miller, director of sales education and advertis- 
ing manager for The General Fireproofing Company, 
Youngstown, Ohio, recently told members of the 
Youngstown Business and Professional Women’s Club 
that ‘We have drunk deeply of the blessings of this 
grand old America, but we cannot forever drink from 
the cup without putting something back in. We must 
be prepared to give in just such proportion as we have 
received.” He told them that “entirely too much of 
our thinking is based on our prejudice rather than 
reason—too much of our thinking is based on what 
we wish to believe, rather than what reason tells us 
are the facts.” Discussing the national defense 
program, he asserted that geographical barriers of the 
world have not changed, but that science merely has 
provided the world with the means of hurdling 
them.—AK 


o ~~ © 


N. Y. OFFICE MACHINE DEALERS MEET 

The Office Machine Dealers Association of New York 
held its first meeting of the new season on Thursday, 
October 10, at the Hotel New Yorker. These meetings 
are held on the second Thursday of each month and 
all dealers, whether local or visiting, are welcome to 
attend. 

Following a dinner in the Coffee Shop the members 
retired to their reserved room for a discussion of 
several matters of importance. Among these was a 
local newspaper advertisement of Gimbel Brothers, a 
department store, offering portable typewriters at 
prices which the association claims are far below those 
fixed by a fair trade contract. A report of the asso- 
ciation counsel stated that an action had been com- 
menced in the New York Supreme court by the asso- 
ciation against the manufacturer of the machines 
offered for sale, alleging a violation of the New York 
Fair Trade Act in connection with the Gimbel adver- 
tisement. 

The membership is whole-heartedly codperating with 
its officers in an effort to better existing conditions 
for the dealers. 

*—- —— 
CONNECTICUT STATIONERS VIEW EBERHARD 
FABER MOVIE 

The October 15 meeting of the Connecticut Valley 
Stationers Association occasioned a fine turnout of 
the membership to view the Eberhard Faber Pencil 
Company’s movie, “Two Cents Worth of Difference” 
which was the feature attraction of the gathering. 
The picture was introduced by Jim Hobart, and the 
meeting was held in the 1711 Inn, Meriden, Conn. 

The association is still awaiting action on a pro- 
posal, introduced at the September meeting, to reduce 










IT ADDS—IT SUBTRACTS 


it SELLS! 


VICTOR'S NEWEST PORTABLE 


$7950 


WITH DIRECT 
SUBTRACTION 


* 








yeu need it, 
when 
you need it” 


Lverybody’s buying them 





filling stations .. . groceries 
“Straight’’ Portable Adder . drug stores... all types 
$47.50 of independent merchants 


. manufacturers and large 











corporations, There are | 
; a 
|  Vietor sales waiting for you 
. 

in every block. Let these 


adding machines add up bet- 


10-key Portable Adder 


$47.50 


ter sales and profits for you. 
Victor's franchise, growing 
more valuable every day, 
may still be open in your 
| territory. Write for full in- 
formation to | ictor Adding 
| Machine Co., Dept. A-9, 


3900 N. Rockwell Street. 





Victor Electrics starting at 


$114.50 


Chicago, Illinois. 
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INTEGRITY 


Take our platens, for instance. Years of experi- 
ence havé brought Invincible and Impervoil 
platens to the peak of perfection. And, just as 
with other AW MCO products, you pay no more. 
and sometimes less, for these higher quality, 
business-building platens that bring your cus- 
tomers back to you whenever they need more. 

Yes, Integrity is one of the reasons why you 
should buy from the American Writing Machine 
Company. You can depend on AWMCO prod- 
ucts to help you make friends, to speed up your 
turnover; and faster turnover means more prof- 
its for you. 

It will pay you to do as so many other dealers 
are doing—send your next order to the Amer- 
ican Writing Machine Company. Send us your 
order today! 





TYPEWRITERS 


New Monarch Portables 


Premier Rebuilt Remingtons 
Reconditioned Remingtons 
All makes and models of “roughs.” 
s 
ADDING MACHINES 


4 complete and fast-moving line of Monarch 
Portable Adding Machines. 


e 
PARTS AND SUPPLIES 
for all typewriter makes and models. 
& 
DUPLICATORS 
Monarch, Spartan and Roswell. 


& 
Invincible Ribbons 


Invincible Carbon Paper 
Rubberite Stencils 
Tot Staplers 
e 
Remington Electric Shavers 
and 


a complete stock of typewriter tools and repair shop 
equipment. 


For price lists, samples of dealer helps or 
further information of any kind. write to our 
Dealers’ Service Department at 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 
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the dues from $5 to $2 a year. It is expected that a 
decision will be reached before the holiday season 
opens. 
*—- 
WINDSOR STATIONERS HOLD FIRST GOLF 
TOURNAMENT 

The September meeting of the Windsor (Ontario) 
Stationers Association took the form of a golf tourna- 
ment, and was held at the Roseland Golf and Country 
Club. 

It was the first game conducted by this group in 
competition for the new Preston cup, a trophy recently 
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SNAPPED AT THE WINDSOR STATIONERS GOLF TOURNA- 
MENT.—(Top) Gordon Moir, Venus Pencil Co. of Canada, Ltd.; 
Jim Preston, Preston Noelting, Ltd., Stratford; Jack Hill, Cana- 
dian Pad & Paper Co., Ltd., Toronto; S. C. Henry and J. Size, 
Remington Rand, Ltd., Windsor. (Lower) Walter Crassweller, 
Dominion Office Supply Co., Ltd., Windsor; Jack Hill; Jim Pres- 
ton; Art Forster, The Brown Bros., Ltd., Toronto; Walter Cope- 
land, Copeland’s Bookstore, Windsor; W. H. Doidge, A. Whitley 
& Co., Windsor; Stan Shaw, Underwood Elliott Fisher Ltd., 
Windsor. 


presented by James Preston of Preston Noelting Ltd., 
Stratford, Ont., for annual competition. Walter Cope- 
land, of Copeland’s Bookstore, earned the distinction of 
being the first to have his name on the cup. Anyone 
winning it three times, keeps it. 

Besides the golfers, some visitors joined the group 
for an enjoyable steak dinner, at which time the cup 
was presented and some prizes for the visiting golfers 
were also distributed. 

Following the dinner Mr. Preston gave a brief but 
interesting talk on “Office Furniture.” His charts and 
samples of construction were very helpful and everyone 
learned much during the open question period. 

There were twenty present, representing 14 com- 
panies. 

*—- 
FOGEL NEW PRESIDENT OF CHICAGO 
TYPEWRITER GROUP 


At the annual meeting and election of officers of 
the Chicago Typewriter Dealers Association held Mon- 
day evening, October 21, at the Sherman hotel, Sam 
Fogel of the Mid-City Typewriter Exchange, was 
elected president. The other officers chosen are as 
follows: Vice-president, Frank Kline, Typewriter Sales 
& Service; secretary, R. E. Hoover, Pruitt Company, 
and treasurer, K. A. Kreitzer, Central Typewriter Ex- 
change, Inc. 

Following the usual dinner, N. J. Jessogne turned 
the gavel over to former President Al Hug, who acted 
as chairman of the meeting during the election. 

About forty were present to give the new officers 
promise of a successful year. 

As Mr. Fogel formally took office, he was greeted 
with a rising vote of appreciation. The former officers 
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STEELCASE EXECUTIVE DESK 
No. 7720 6b x 3¢ he 


Here’s an attractive modern office that bespeaks dignity, efficiency 

a and success through the Steelcase equipment it contains. From 

|STEELCAS Ee the beautifully designed desks to the practical letter tray, every 

Retenreett tel mass teat Steelease furnishing is a pleasant stimulant for better work by 
: the user. 

- - - found where | : | 7 

. Better offices are readily obtainable—the Steelcase way—and that 

business succeeds means more profitable sales for you. Shall we send you the facts? 
Address: 


METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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THIS TYPEWRITER PAD 
REALLY DEADENS 


TYPEWRITER NOISE... 








IT’S MADE OF ALL HAIR 


EVER-RESILIE 


NT 


OZITE SOUND DEADENER... 


... IT’S SMARTLY P 
FOR COUNTER 


... that’s why 


ACKAGED 
DISPLAY! 








RETAILS AT 


11-KIATIER| 7 5. 


THE SCIENTIFIC TYPEWRITER PAD 


outsells all others! 








FREE DEALER HELPS: With orders for a dozen or 
more, we'll send you FREE a colorful display card and 
a reasonable quantity of 2-color mail enclosures 
imprinted with your name. A FREE SAMPLE PAD 
FOR DEALERS ONLY will! be sent, if the coupon be 
low is attached to your letterhead. 


@ Specially 


treated top! 


@ Non-slip 


bottom! 


@ 11 x 13 in., fits 


all typewriters! 








AMERICAN HAIR & FELT COMPANY 
Dept. DIL, Merchandise Mart, Chicago 
Send FREE sample of KIL-KLATTER 
and information about prices and dis 
DEALER’S NAME 
ADDRESS 





Typewriter Pad 
counts. 


cITY STATE 
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were accorded the same honor with a particular 
expression of thanks to Mr. Jessogne for his faithful 
and capable leadership. 

Mr. Fogel made a plea for paid-up memberships, 
which led to a discussion about reducing the annual) 
dues figure. A motion was made and carried to the 
effect that dues for the coming year would be five 
dollars per member. 

The rest of the evening was given over to discussion 
of general plans for the coming year with particular 
reference to a complimentary dinner to be held in 
November, with all typewriter dealers in Chicago, 
whether members or not, as guests. The special plans 
under consideration should make this gathering out- 
standing. 

The new president of the Chicago association is a 
comparative newcomer in the industry. Until October, 
1933 Mr. Fogel had been exclusively in the general 
merchandise business with his brother. During the 
past seven years he has built up a small business to 
the point where he now has a controlling interest in 
three stores operated under the name of All-Types 
Office Equipment Company. In these establishments 
he has a complete line of stationery and office equip- 
ment as well as office machines. The first store was 
opened in 1935 at 2622 North Halsted street. Within a 
short time it was moved to 415 South State street, 
and is now located at 2538 South Michigan avenue. 
The second store is conducted at 944 West Sixty-third 
street, and was opened in 1936. 1938 was the year the 
third store was established, at 1528 Belmont avenue. 

Mr. Fogel makes his personal headquarters at the 
Mid-City Typewriter Exchange, 943 West Madison 
street. 

=< - 
INDIANAPOLIS BUSINESS SHOW DATE SET 

The Indianapolis chapter of the National Association 
of Cost Accountants has announced that the date of 
its coming business show has been set for November 
13, 14 and 15 and the event will be held in the Murat 
Temple. 

At the same time it was reported that all available 
exhibition booths have been taken with the following 
named organizations scheduled to display their prod- 
ucts: 

Adding Machine Service & Sales Corporation, Ad- 
dressograph Machine Sales & Service, American Sales 
Book Company, Bramwood Press, Burroughs Adding 
Machine Company, Comptometer Company, A. B. Dick 
Company, Ditto Sales & Service, Thomas A. Edison, 
Inc., Egry Business Systems, Hamilton Autographic 
Register Company, International Business Machines 
Corporation, Marchant Calculating Machine Company, 
McBee Company, Monroe Calculating Machine Com- 
pany, National Cash Register Company; National 
Postage Meter Sales Company, Postage Meter Company, 
Premier Printing Company, Royal Typewriter Com- 
pany, Inc., Sentinel Printing Company, Shelby Sales 
Book Company, Standard Register Company, Sta- 
tioners, Inc., Todd Sales Company, Uarco Business 
Systems and Derler & Company, Underwood Elliott 
Fisher Company. 

*—- - 
GIBBY IS GUEST AT BACHELOR DINNER 

More than eighty friends of R. B. Gibby, of Clarke 
& Gibby, gathered at the Park Central hotel in New 
York City, to attend a bachelor dinner given him by 
the Office Equipment Dealers Dinner Club. The event 
took place on Tuesday, October 1, and was marked by 
a good program of entertainment, the usual toasts and 
a general good time. A report of Mr. Gibby’s wedding 
appears elsewhere in this issue. 

*—- 
SOULIS AND BARNES GOLF VICTORS 

Pearl O. Soulis, veteran office equipment dealer 
and distributor of Halifax, N. S., Canada, recently 
was the winner of Class H in the maritime provinces 
senior golfing championship held at Digby, N. S. This 
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NEVA- 
CLOG 


Offers many profit pos- 
sibilities for the dealer. 
Their popularity is 
steadily increasing and 
the repeat sales of 
genuine NEVA-CLOG 
staples is a source of 
constant revenue. Why 
not write NOW for cata- 
log, complete with trade 
prices and discounts. 





Nee ete ae tattle aa 


MODEL J-30 STAPLING PLIER $3.00 


New Neva-Clog J-60 Stapling Plier 


TEMPORARY 
FASTENING 





PERMANENT 
FASTENING 





81 


FOR 
PROFITS 


The NEVA-CLOG line of 
stapling devices will fill 
most of your demand 
for production stapling 
devices, and the staples 
which offer you PLUS 
profits. A trade policy 
which assures you of 
protection and sales 
helps which increase 
turnover. 





MODEL B-100 STAPLING PLIER $5.00 























MODEL D-40X EXTENSION TYPE $4.50 


MODEL S-100 STAPLING PLIER $4.50 


“FASTEN THINGS TOGETHER’’— 


STAPLING MACHINES and STAPLES 


with NEVA-CLOG... 


NEVA-CLOG PRODUCTS, INC. 





BRIDGEPORT, CONN. 
































... mean Growth and Pros- 
perity for any business 


LIBERTY 
STORAGE BOXES 


afford you an opportu- 
nity to gain both 


3 REASONS WHY 


Because they are fault- 
less. They have stood 
the “usage test” for 22 years. 
Some of the first’ Liberty 


Three of our twenty- . seinen 4 | 
ier lle a Boxes ever made are. still 





giving service. 


Liberties are so econom- 
ical and easy to use that 
the customer buying one soon 
becomes a steady purchaser 


of Liberties in quantities. 





Liberties give you an 
extra large margin that 


Size No. 11 opened. 
Note corrugation. 


means a profit on every sale. 


You have everything to gain and nothing to lose by 


investigating the Liberty line of record storage boxes. 


THE TRANSFER SEASON IS RAPIDLY 
APPROACHING 


* Free Sample 


Your best selling months are just ahead. Write 
today for complete details of our unique promo- 
tional campaign and fresh samples. No obligation. 


SERVING THE TRADE 
FOR OVER 22 YEARS 


BANKERS BOX COMPANY 


CHICAGO, ILL. 





536 S. CLARK STREET 
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class had a handicap of forty-five or over and Mr. 
Soulis headed the list of nine participants with a 
gross of 220 and net of 126. 

Eustace Barnes, secretary-treasurer of Barnes & 
Company, office equipment firm of St. John, N. B., 
was winner of Class F which had a handicap of 35-36. 
Mr. Barnes registered a gross of 200 and a net of 
30.—_WJM 

=< <« 
METZGER REVEALS ROYAL’S ADVERTISING 
PROGRAM 

At a special meeting of Royal Typewriter Company 
dealers in the Chicago area, called by J. L. McDonough, 
western district portable department manager, W. A. 
Metzger, sales manager of the company’s portable 
division, was the principal speaker. The gathering 





MR. METZGER 


was held in the Bismarck hotel on the evening of 
October 14. About forty guests were entertained at a 
banquet, following which Mr. Metzger spoke on the 
subject “The Future of the Portable Typewriter Busi- 
ness.” 

In his comments, Mr. Metzger pointed out that the 
industry as a whole has stood still since 1936. In that 
year 318,000 portable machines were sold. In 1937, 
the figure rose to 340,000; in 1938, it dropped to 
320,000, and in 1939, it again reached the 340,000 
mark. This seems to indicate a leveling off of sales 
potential, whereas Mr. Metzger expressed the opinion 
that there is a genuine possibility of a market for 
more than two million portable typewriters per year. 
The only way such a market can come into active 
existence is by creative activity both on the part of 
the manufacturers and the dealers. 

As far back as 1890, typewriter advertising referred 
to the value of a machine for use in child education. 
That was long before portables had come into exist- 
ence. Since 1927, much has been done in the way of 
publicizing the idea of the young child using a portable 
typewriter to advantage. No great effort, however, 
was made to reach the extensive market represented 
by boys and girls from twelve to eighteen years of 
age. It is to reach this particular market that the 
Royal Typewriter Company advertising is designed. 

Mr. Metzger referred to a number of the Sales argu- 
ments that can be used effectively in selling to the 
junior high and senior high school students. He made 
particular comment about the influence handwriting 
has upon a teacher who is grading papers. He referred 
to a test made by typing papers which had been graded 
in handwritten form, and then graded again after the 
typing process was completed. In every case where 
the handwriting of the student was poor, the marks 
were higher in the typewritten copy. 

Other advantages of using a typewriter which have 
been revealed by surveys include improvement in 
choice of words, improvement in spelling, and improve- 
ment in speed of work production. Writing cannot 
be done legibly by hand at a speed of more than 
thirty words a minute. Very little training and prac- 
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The tale of 12.60 in Kokomo... 


OR WHAT HAPPENED TO GEORGE BOYCE SHOULD HAPPEN TO YOU 


A GuUsT is not what you might call a peak typewriter 
month. In Kokomo, either. 

But George Boyce decided to try a little experiment, 
anyhow. 

So he inserted two small Royal Portable ads in a 
Kokomo paper. Nothing fancy. Just used some cuts and 
selling messages from Royal's free “mat” service. And let 
the paper set them up. Total cost: $12.60. 

Before the slow month of August was over, the Boyce 
Office Equipment Company had sold more Portables than 
last November and December combined! 

Now, the moral of this story is not just that it pays to 
advertise, nor even that Royal’s free advertising service 
is the knock-down-and-drag-out sales getter some dealers 
make of it. But this: For profits and action, put your efforts 
behind the leader! 

Today, Royal is more than ever the leader. This, the 
only standard typewriter in portable size, is blazing the 


way again with one of the most powerful advertising cam- 


paigns in advertising history. 

And we've prepared a brand-new selection of mats for 
use in your newspaper advertising . . . to save you the cost 
of art work and cuts. If youhaven’t received your free copy 
yet, write Royal, 2 Park Avenue, New York City. 





ROYAL 
PORTABLE 


The Only STANDARD Typewriter 
in PORTABLE Size 











pyright 1940, Royal Typewriter Co., Inc. 
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A LABORATORY 
ACHIEVEMENT 
CREATING THE NEW 


TEXCEL 


CELLOPHANE TAPE 


* 
INDUSTRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J. 
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INVINCIBLE ~ 











| @ Stock these fast-selling, 
| extra-profit units now — cash in 

on their unique appeal. Especially 

fitting gifts for business executives 

and professional men. Tie in with 

Invincible advertising in TIME magazine. 
What a truly practical gift—every office 
needs the extra protection of these 
patented Concealed Safe Units. Avail- 
able in just the right combination of file 
sizes to meet every need. Completely 
fill a crying need in business and pro- 
fessional offices — creating sensational 
demand and dealer sales wherever in- 
troduced. Write for full details at once 
Ideal for counter use—making valuables readily available a get set for PLUS Christmas business! 


to clerks, yet concealed from prying eyes of outsiders. 














See RORY PRR = ORBAN 





Especially desirable for doctors’ and 
dentists’ use in protecting valuable 
papers, drugs, gold, etc. 


Every executive needs a personal 
safe and a personal file. These units 
provide both in the space of one. 


Showing Concealed Safe Unit in desk-high file, placing 
important records and documents within easy reach of 
the executive. 


INVINCIBLE METAL FURNITURE CO. 


2611 FRANKLIN STREET MANITOWOC, WISCONSIN 
EASTERN WAREHOUSE: 401 NORTH BROAD ST., PHILADELPHIA 
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tice is required to reach a higher speed in typing. | 


The Royal advertising program includes long term 
contracts for consistent use of space in Life magazine, 
Saturday Evening Post and Collier’s. In addition, there 
will be a motion picture film for use by schools, special 
store advertising and a consumer booklet. 

Following the address there was an animated dis- 
cussion concerning the various factors in the adver- 
tising schedule. 

- —+> | 
SQUARE CLUB VIEWS INTERESTING MOVIES 

Members of the Stationers Square Club of Greater 
New York gathered in the Greeley room of the Gov- 
ernor Clinton hotel, New York City, on October 17, 
where a highly interesting and instructive meeting 
was held. Following dinner the assembled stationers 
were entertained with a showing of several motion 
pictures taken and produced by Larry Nixon, who is 
well-known for his travel pictures in which are in- 
cluded “Vagabond Voyaging,” “American Vacations” 
and “See Canada Next.” 

= <>< 


ATLANTA NEWS NOTES 

The Ivan Allens, father and son, of the Ivan Allen- 
Marshall Company, have again made the headlines, 
this time in Democratic party circles. Ivan Allen, S ., 
has been elected president of the Fulton County 
Roosevelt-Wallace Club, charged with getting out the 
Democratic vote at the coming presidential election. 
Ivan Allen, Jr., has been selected executive chairman 
for Georgia of the Young Democratic Clubs of America. 
The two recently formed a father-and-son delegate 
team to the Democratic National Convention in 
Chicago. 

* * . 

Approximately $3,000 worth of steel filing cases and 
other office equipment was recently installed by the 
Bryant Lithograph Company for Ewing Brothers, at 
No. 5 Plaza way. The firm’s office was completely 
remodelled and renovated, old display cases being 
eliminated in favor of steel filing cases for merchan- 
dise and records. 

* * = 

The Scripto Manufacturing Company, one of the 
country’s manufacturers of automatic pencils, has 
received an order from the War Department for more 
than $1,000,000 worth of munitions components. It is 





constructing a new plant to take care of this order, | 
which will be completed early in 1941 and will give | 


employment to between 250 and 300 people. For some 
time the company has been engaged in polishing 
shells, sent to Atlanta from Birmingham, Ala., for the 
government, thus doing its bit for national defense. 
—JHR 
- *—- © 
JACOBS TELLS ADDITIONAL INSURANCE 
AVAILABLE 


An interesting letter dealing with insurance avail- 
able to stationery and office equipment dealers has 
been received from Leonard Jacobs, of Leonard Jacobs, 
Inc., 110 West Forty-second street, New York City. 
The letter, which is self-explanatory, follows: 

“In your October, 1940, issue on page 79 you have 
an article entitled ‘Make Every Employee a Fire 
Fighter.’ It is pointed out in this article that fire 
insurance while covering the cost of the actual 
physical property, does not cover such losses as loss of 
property resulting from fire, and loss of records 
resulting from fire. 

“While this is true, it should be noted that loss of 
profits resulting from fire may be insured under a 
so-called ‘Use & Occupancy’ policy. Also, cost of 
replacing records lost as a result of fire may be 
endorsed on the standard fire insurance contract.” 

OFFICE APPLIANCES thanks Mr. Jacobs for furnishing 
this additional information which, doubtless, will be of 
interest to members of the industry. 


ve" GRAYTONE 


BARRETT 


FIGURING-LISTING MACHINE 
* Precisioned by Monotype 






FINGER-TIP OPERATION 


Saves 3 in hand travel on every item added 






As brilliant as a comet, this new Barrett makes its 
first appearance. Sparkling in a new color scheme of 
silver gray and black. Artistic color planning, scientif- 
ically combined to relieve eye fatigue. The GRAYTONE 
BARRETT is truly a beautiful adding machine. 


” Precisioned by Monotype is a guarantee that Barrett 


Machines have hidden values —composed of skilled en- 
gineering, tool design and meticulous care in the selec- 
tion of materials and manufacture—which have been 


so earnestly sought by the users of figuring machines. 


Quiet and efficient operation, long life and accuracy 
are the unseen qualities you are sure of when select- 
ing this new GRAYTONE BARRETT. 


Ask to See the Model B5A, $49.85, with Six-Column Capacity, $9,965 ’.99 
Consult Your Office Supply Dealer or Write Us Direct for Details 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia, Pennsylvanio 


























PREPAREDNESS 


YOU'RE ready for customer demands for any type 
of stapler with these Hotchkiss “Palmfit’” Models. Just 
see the variety you have in price, size and adapta- 
bility. 
No matter what kind of stapler is wanted, you are 
prepared for it with a Hotchkiss “Palmfit.” 

Each of these models uses standard staples. 


HOTCHKISS “Palmfit" MODEL 122A 
$450 


List Price 


Keep one of these 
sturdy desk machines 
on display with the 
price in big type. 
Watch your customers 
go for this great 
value. Many large 
companies are buying 
one for each desk. 


HOTCHKISS “Palmfit" MODEL 122P 


List Price $7 50 





The store salesman who 
keeps one of these plier 
type models in his pocket 
and demonstrates how it 
staples and tacks — will 
show a volume increase 
that will surprise you. 
Start a “Palmfit’ sales 
contest today. 


HOTCHKISS “Palmfit" MODEL 120A 
List Price $350 


Altho the price 
of this full-size 
desk model ma- 
chine is mighty 
low, its versa- 
tility is what 
makes it such a 
sales leader. It's 
the first ma- 
chine to feature 
the Quadri- 
clinch anvil 
(produces four kinds of staple clinches). 


HOTCHKISS “Palmfit” MODEL 101A 
List Price $450 


Undoubtedly the 
world’s foremost 
stapler. Fast front 
loading - Quadri- 
clinch anvil— 
Beautifully stream- 
lined. Looks fine 
enough to 
grace the 
desk of the 
most impor- 
tant execu- 
tive. Strong enough to stand the hardest service. 





If you are out of stock, wire your order and 
we will rush a partial shipment. 

The Hotchkiss Guarantee protects you and your 
customers. 


HOTCHKISS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in stapling” 
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CANADIAN NEWS NOTES 


J. Allan Johnston, typewriter and stationery firm 
head and mayor of the city of London, Ont., and the 
city member of Parliament at Ottawa, was recently 
called for active service in the Canadian active service 
force. He is a lieutenant in the Royal Canadian Army 
Service Corps. 


* ” + 


The Dibb Printing Company, Third street, Prince 
Rupert, B. C., will in future devote all of its retail ac- 


| tivities to selling commercial course books and com- 


mercial stationery. 


* * x 
Clifford Greyell has been named manager of Rus- 
sell’s Stationery at Penticton, B. C., which has enlarged 
the office stationery department. 


* + * 


The expenditure of $1,000,000,000 so far this year by 


| the Federal government for war purposes, coupled with 


| 


the private industrial expension has developed a great 
deal of new office equipment business. Stationers in 
the districts where military camps and war equip- 
ment plants are situated report sales far in excess of 
even the brightest years since the former war and 
feel that the end of the volume is not in sight. 

~ ~ ” 

Angus C. Barwick, president of Barwick’s Ltd., office 
stationers of Montreal, Que., has freed himself of his 
duties as district chairman of the Stationers Guild of 
Canada, owing to military service. Mr. Barwick has 
rejoined the Canadian Grenadier Guards on a full time 
basis. William S. Pennycook, for a number of years 
manager of the stationery department of C. F. Daw- 
son Company, Ltd., stationers of Montreal, has joined 
Barwick’s Ltd., as manager of the stationery depart- 
ment. 


The Brown Bros., Ltd., Toronto, Ont., manufacturers 
and wholesale stationers, recently opened a sales office 
at Room 305, Shelly building, 119 West Pender street, 
Vancouver, B. C. The new office will be managed by 
J. Harry Dennis, who until recently covered this ter- 
ritory from Toronto. 


* * * 


The Luckett Loose Leaf Ltd., Toronto, Ont., has just 
placed on the market “Tuber Tape” a new style plastic 
tube for loose leaf binding which can be inserted by 
any stationer or printer in his own office or factory. 

* * * 

Index Card Company, Toronto, Ont., has moved its 

plant to 144 Front street W., same city. 
* ~ * 

Wood’s Book Store, Ingersoll, Ont., will be resumed 
at 117 Thames street east, that town. The firm carries 
one of the largest stocks of office stationery in western 
Ontario. ioe ae ie 


The Legion of Frontiersmen, comprised entirely of 
Kiwanians from the three Toronto, Ont., clubs, were 
presented with a beautiful set of colors recently by 
Joseph L. Seitz, president of the Underwood Type- 
writer Company, Ltd. of Canada.—SJL 


*—- 


GEORGE 8S. MAY PUBLISHES NEW 
SERIES OF MANAGEMENT REPORTS 


The publication of a series of reports based on 
studies of current management problems in American 
industry was announced last month by the George S. 
May Business Foundation of New York City and 
Chicago. 

Included among these were two of special interest 
to the office equipment industry. They are entitled 
“An Appraisal of Executives’ Compensation Plans,” and 
“A Study of Office Layout and Procedure.” 

The Foundation maintains offices at 122 East 
Forty-second street in New York, and at 111 South 
Dearborn street in Chicago. 














Wag 


Cale 


To the 
of the \ 
24) me 
comput 
those b 
calls for 


For, at 
concern 
a Payro 
to meet 
venience 
fore. 

sells on 


A 


acs WH 
bility thi 
comes ir 
VISIBLE 

convenie 
not in us 
Acme m 
wear. TI 








a 









gs 


To the employer, the 40-hour provision 
of the Wage-Hour Law (effective October 
24) means a new problem in payroll 
computation. To you it means one of 
those big, live profit opportunities that 
calls for immediate action. 


For, at a time when every employer is 
concerned about the change, Acme offers 
a Payroll Calculator specifically designed 
to meet the new conditions. Speed, con- 
venience and accuracy never known be- 
fore. Fast-moving—self-demonstrating— 
sells on sight! 


An ACME Product 


. with all the prestige and responsi- 
bility this name implies. The entire unit 
comes in the form of a single compact 
VISIBLE card book, 15” long, that fits 
conveniently into any desk drawer when 
not in use. The cards turn on the famous 
Acme metal hinge, which eliminates all 
wear. The visible indexes are protected. 


ACME VISIBLE RECORDS 


122 SOUTH MICHIGAN AVENUE ° CHICAGO, 


en co) 
—— ACTUAL SIZE OF CARD 8’ x 6”. PRINTED IN 2 COLORS 


























Every detail of the ACME CALCULATOR 
has been scientifically designed for speed 
and accuracy. The type is clear, bold, 
legible. It contains 261 individual wage- 
rate tables covering every period of serv- 
ice from % hour to 60 hours. The wage 
rates from 30c to $1.50 are in 2 cent 
steps, and those from $1.50 to $2 in 22 
cent steps. Wages are shown for 4, 2, 
Ys and full-hour periods. 


Shows Regular Pay— 
Overtime Excess—Total Pay 


George Brown, earning 54’2¢ an hour, 
has worked 4834 hours. A flip of the 
finger exposes the 54/2c rate card. A 
single glance brings the clerk to the 48- 
hour subdivision. There—instantly—he has 
the answer: $26.57 regular pay, $2.38 
overtime excess, total pay $28.95. No 
figuring with its chance for error. No 
machine work with its need for verifica- 
tion. The complete and positively correct 





figures in three seconds’ time! Can you 
think of a single employer who wouldn't 
be eager to add to his facilities an item 
that pays for itself over and over again 
in the time it saves and the mistakes it 
avoids? 


Immediate Action Important 


If ever an opportunity was “hot,” this is it! 
The employer is worried about payroll 
calculation right now. To be the first to 
offer a solution is to get the order. Every 
employer a prospect and every sale a 
substantial contribution to your profits! 


Under those conditions, common sense 
and good business judgment indicate one 
course of action: Order your supply of 
Acme Calculators now—today. List price, 
$24.50, subject to your trade discount. 
We promise you fast turnover and good 
volume—provided you do your share by 
immediate action. It's the sensible, logi- 
cal way to cash in on the year's hottest 
and livest profit opportunity! 


Inc. 


ILLINOIS ° U.S.A. 
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No. 4028 $39°° 


WITHOUT BASE 


PRONTO. 


— 

oo 

= STEEL BLUE-PRINT CABINET 

= An eight drawer Blue-Print Cabinet designed for the safe keeping of 

- drawings, maps, tracings, art work and blueprints up to 24” x 35”. Made 

= of heavy gauge furniture steel. Electrically welded throughout. Drawers 
glide smoothly and easily. A hood in the rear and a lift compressor in 

” the front of each drawer keeps prints and drawings in perfect order. 

we Cabinets can be bolted into solid batteries. | 

: Outside Housing 377/,” w. 2334” h. 26344” d. 
Inside Drawer 36” = w. 2'/2” h. © CG, 
BASE for above cabinet 14!/,” high $6.00 | 


PRONTO FILE CORPORATION, NEW YORK CITY 
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PRONTO STEEL CARD CABINETS 


Single or two drawer units for all standard card sizes. 
Built of a fine grade steel. Equipped with rubber feet. 
Drawer stop prevents drawer from falling out. Improved 


spring compressor. 
Pronto build-up fea- 
ture for stacking. 
Solid brass hard- 
ware. Olive 
green, grained 
walnut and ma- 
hogany finishes. 


for 3x5 cards 


$2 75 


PRONTO FILE CORPORATION, NEW YORK CITY 
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No. 








1518 Outside Cabinet 
Inside Drawer 


PRONTO 
STEEL 
X-RAY 

CABINET 


Designed for X-Ray 
films, this large 15 
drawer cabinet can 
also be used for Blue- 
prints, paper samples, 
insurance policies, law 
blanks and other large 
forms. Used by opti- 
cians for stock lenses. 
Made of heavy gauge 
furniture steel. Elec- 
trically welded 
throughout. Drawers 
operate smoothly and 
easily. Olive green 
finish. 


Wide High Deep 
17354” 52” 204” 
15%” 2%," 18” 


| PRONTO FILE CORP.-NEW YORK CITY 























$99/0 


21 DRAWERS 
No. 9421 


37%” high 
3014” wide 
281%” deep 


PRONTO 


“CANCELED CHECK” CABINET 
(or Recordak Film Cabinet ) 


A heavy gauge steel cabinet, no higher in price than 
ordinary corrugated board storage files. Reduces fire 
hazards. Can be interlocked into solid batteries. Used 
for storing canceled checks, deposit slips, or 2 rows of 
Recordak Films. Olive green baked enamel finsh. 


(Inside drawer, 948” x 4%" x 24”) 


PRONTO FILE CORP., NEW YORK CITY 




















COLE STEEL TRANSFER CASE 


4 high-grade steel Transfer Case. Can be 
interlocked and stacked to the ceiling. Olive 
green, baked enamel finish, brass plated 
ecard holder and solid steel 
handle. Electrically welded 
throughout. 














No. C112 
LETTER SIZE 
12%” x 10%” 






x 24” 
$300 
COLE STEEL 
EQUIPMENT LEGAL Size 
Co. ssi aes 
NEW YORK, 
mY. 4 $400 
ATLAS SRI EE NIREE 
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RECORD PROBLEM SOLVED WITH VISIBLE 
(Continued from page 17) 

Turning to the membership record, one finds that | 
when a card representing a firm is ready to be trans- | 
ferred from the prospect group to the member group 
only two changes are necessary. The work sheet is | 
removed and filed in a vertical file folder. The turned- | 
up stub behind which the work sheet had been placed | 
is now folded back behind the card and does not ap- | 
pear. Postings then are made to the body of the card, | 
giving adequate historic information about the mem- | 
ber. 

The signaling that is used on the member cards is | 
slightly different from the prospect cards. These sig- 
nals denote branch offices, delinquent account, and | 
month to which membership is paid. 

Sliding signals are used to chart whether or not | 
member’s dues are paid to date. Orange color sliding | 
signal signifies one year membership; green, three year | 
membership and tan, continuous membership. 

The card form and work sheet used to represent an | 
individual are used exactly the same as the one to | 
represent a firm. The signaling is similar except that 
a few additional signals are used. 

There is an additional card which is placed with the 
individual’s membership record. This card is placed in 
the back of the pocket and is used to reenter the com- 
mittees on which the individual has served and the 
meetings he has attended. 

A salmon card is used for each vocational classifica- 
tion and it is used to separate the prospect from the 
member cards. The body of the card is not used for 
posting information. 

Central Index 


Another part of the system is a central alphabetical 
index which lists all members, prospects, and negatives | 
—showing address and classification code number. By 
this means the name of a firm or individual can be 
found on the alphabetical list and the code number | 
ascertained so that the record may be located in the | 
master file. Colors indicate whether the firm is a | 
member, prospect, or a negative. Other information is | 
indicated in the index by standard markings. 


Method of Keeping Records Up to Date 

In the keeping of records up to date, all daily trans- 
actions such as new memberships, resignations, pay- 
ments, changes of representation, etc., are entered im- 
mediately. A complete check of the records is made 
with each issue of new directories, such as the tele- 
phone book, city directory and Dun & Bradstreet’s. 
This check is made semi-annually or annually, as 
necessary. 

Each department of the Chamber of Commerce has 
on hand a notation pad and any service or informa- 
tion which may come to their attention is noted and 
passed back to the files. Clippings from the daily 
papers are furnished by the publicity department both 
for checking and additional data. 

New business expansions, industrial transactions, 
etc., are recorded for the file by the Industrial Depart- 
ment. Also, the regular contacts made by the Revenue- 
Maintenance Department furnish continuous informa- | 
tion. 

The capacity of the files and the manner in which 
they are set up permits expansion to a greatly in- 
creased list without disrupting the present set-up. Even 
the acquisition of additional equipment does not force 
a large readjustment of the original files. 

The service and use of the files may be greatly in- 
creased and expanded by such methods as using addi- 
tional signals, using the backs of reverse sides of the 
cards and by adding information to that already pro- 
vided for. 

The installation is proving itself practical and ef- 
ficient. The Chamber feels that they will become more 
valuable as their application and use are increased. 
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PROGRESS 
Worthy of Notice 


Machine for hand, foot or 
electric operation. Models 
for OFFICES — SHOPS — 
FACTORIES — STORES — 
SCHOOLS and HOMES, 
each guaranteed to do a 
perfect stapling job. 


/ 





$450" 


*EAST OF ROCKIES 
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Let us help you Build Sales with 
GUARANTEED ACE STAPLERS and STAPLES 
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ACE FASTENER CORPORATION 


3415 WN. Ashland Ave., Chicago 


Makers of 
THE W@Ree eee sy STAPLING MACHINES 














DARNELL CORPORATION, LTD. 


STATION B., LONG BEACH, CALIFORNIA 
36 N. Clinton, CHICAGO — 24 E.22nd, NEW YORK 
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OFFICE EQUIPMENT MAKES VALUED 
HOLIDAY GIFTS 


(Continued from page 27) 


other a fireplace, upon whose mantel were two tall red 
candles and a Remington Rand machine. Beneath the 
tree were a typewriter and a calculating machine, be- 
hind each being the cover, bound with a large bow of 
red ribbon. A striking effect was caused by throwing a 
blue light on the tree at night. 

C. E. Lindstrom, Stockton, Calif.. had a pair of 


' windows floored with artificial snow. One window 


featured an Underwood typewriter, with a big bow 
of red cellophane around it; and also a machine 
without a case done up in red cellophane. Boxes of 
typewriter ribbons and packets of typewriter paper 
were wrapped in green cellophane and tied with red 
ribbons, a card suggesting “If you can’t give a type- 
writer, give ever welcome typewriter supplies.” The 
second window featured Royal typewriters and sup- 
plies, done up in a similar festive manner. 


Accessories Effectively Featured 


Lowman & Hanford Company, Seattle, Wash., fea- 
tured office accessories as gifts. On the wall of their 
window display was a long branch of pine covered with 
frost, and a cluster of white bells tied with red ribbons. 
A large card advised, “Gift suggestions for the office 
and home.” Little explanatory cards attached to the 
different items said: ‘Lamps for good seeing,” “Chair 
cushions for good sitting,” “Desk pads and accessories 
for good writing.” Desk sets and leather bound ledgers 
were also featured. Realizing the value of institutional 
publicity the firm offered, each Wednesday, a radio 
broadcast featuring hits from the operas in English. 

A window so bright and colorful that it could be seen 
for a long distance was arranged by The Typewriter 
Company, San Francisco. It was completely backed 
with gay lithographs supplied by the various typewriter 
manufacturers. A series of white steps were draped 
with billows of white cloth, and at the top was a frieze 
of red paper. Especially prominent were the Christmas 
posters of a Christmas bell, and Santa holding a type- 
writer. Both new and rebuilt machines were featured 
as gifts. “Ten cents a day buys your Christmas type- 
writer,” was their slogan. 

Said the manager of the H. S. Crocker Company, 
Fresno, Calif.: “There is nothing more appreciated 
than a good desk for home or office. Desks run into 


| money, so we go into action early. Excellent sources 


of good prospects are our regular patrons, executives 
in various offices, whom we contact with reference to 
buying desks for their wives, as well as their sons or 
daughters of high school or college age. Our newspaper 
advertising works both ways—we urge the families to 
buy a desk for father; and we suggest that parents 
buy desks for their children—or somebody else’s chil- 
dren.” Their window display brought desks strikingly 
to the attention of passers-by. The room was paneled 
in red and brown, with full length figures of Santa at 
intervals. Four desks were shown, two for men and two 
for women, each with complete desk equipment, and 
desk sets on blotters were also spread out on the floor. 
There was a large clock on the wall, above it being a 
card, “It’s time to order that new desk for holiday 
delivery.” 

The E. W. Hall Company, Seattle, Wash., showed 
standing on a snow bank a life size figure of Santa, in 
traditional red and white costume, and grouped around 
him various makes of typewriters. The floor was cov- 
ered with artificial snow, in which were set a number 


| of typewriters, while at one side was a small pine tree, 
| decorated with cones. Scattered through the window 


were small typewriter accessories—erasers, brushes, 
ribbons, done up in gay hued cellophane, mingled with 
bright scarlet poinsettias. 

The M. G. West Company, Sacramento, Calif., had a 
window fitted up as a modern office with a dozen units 
of Art Metal filing cabinets. There was a stenogra- 
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of Loose-Leaf Equipment 


This unusual Loose-Leaf Guide illus- 
trates and describes thousands of items 
in the MASTER-CRAFT Line 
shows you scores of opportunities for 
additional sales. Get this book now, 
and plan to double YOUR loose-leaf 
market in 1941. 


oR Raa REGED 
——-- ~- 
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.. . Just like COLUMBIA 
RIBBONS and CARBONS 


The “Delbrasil.” one of three new ships of the Missis- 









sippi Shipping Company’s Delta Line, plying between 





New Orleans and South American ports. is a beautiful 
example of streamlining for the ocean—-streamlining 
for better results in the elements she has to contend 
with. 
Columbia Ribbons and Carbons are also “stream- 
lined” —streamlined for the office—for better results 
in the high speed tempo. and the exacting requirements of 
modern business. Faster, neater work. long life and economy 
distinguish every type and grade of Columbia products—each 


geared for its own particular job. 


To satisfy your customers, to make more sales and bigger 
profits, Columbia is the kind of ribbons and carbons that 
America’s stationers say you need. Write and let us tell you 
what these dealers have done—what you can do—with the 


Columbia line. HI 
ig 
I 
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COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. L, N. Y. 
New York Sales and Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 





Factories: London, England; Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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pher’s desk, with an L. C. Smith typewriter, which 
was being operated by a life size model in blue dress. 
A card suggested, “Present your steno with a new chair 
to make her work easier,” and “A typewriter is a wel- 
come Christmas gift.” 


———__— 





GOING AFTER CHRISTMAS BUSINESS.—(Upper) Window 
of Kistler’s, Denver, showed a number of attractive Christmas 
gifts but strictly avoided the “gingerbread” effect, because 
previous experience has shown that to be the best policy. 
The only decorative effect was that provided by a large, single 
panel bearing an illustration of Santa Claus. (Lower) Latch 
Brothers, Lincoln, Neb., features leather goods, displaying a 
number of appropriate pieces for Yuletide gifts.—BART 


a 


HOW THEY WENT AFTER THE CHRISTMAS 
GIFT TRADE 


OVEL feature of a holiday window of the Print- 

craft Shop of Wichita, Kan., and a display aid 
that made good use of “articles of trade” was the old- 
fashioned window candle, a replica used with the 
display of Christmas stationery and cards. 

The “candle” was made from a roll of cardboard 
wrapped with tissue paper, about two inches in diam- 
eter, and one and one-half feet high. It rose from the 
center of a flat cardboard box, and was capped with 
small flame tint electric bulb. Handle of the “box- 
holder” was a loop of four-inch wide paper at one 
end, shaped perfectly to suggest the handle of an old- 
fashioned candle holder. 

The Tulsa Typewriter Company, of Tulsa, Oklahoma, 
emphasized “beauty” in machines with its display 
showing a standard sized typewriter with a gilt, oval 
picture frame about it. Other machines in the window, 
portables, were tied up as Christmas packages. 

Desk lamps wrapped in transparent paper, to suggest 
the gift ideas, were features of a window showing of 
various articles of equipment needed for the office 
desk, by the Roberts Printing and Stationery Company, 
of Hutchinson, Kan. 

Unique typewriter display was that of the Under- 
wood Elliott Fisher Company store of Wichita, Kan., 
in a four-feet deep window. Along a long stand down 
the back were arranged a row of portables. On a 
turning table at front, center of the window, was the 
Underwood Master. Above it had been built a three- 
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NEW MAGWIFIED VISIBILITY 





DURABLE... 


Molded structural de- 
sign gives everlasting 
qualities . . . Non-in- 
flammable . . Smooth 
contoured surfaces... 
No sharp edges or pro- 
jections to cause in- 
jury or snag records. 


FULL 
VISIBILITY... 


Inserts at 45° perfect 
reading angle ... No 
stooping or craning to 
find your record. Fur- 
nished in six crystal 
clear colors permitting 


FULL 
RANGE 


_—_ VISIBILITY 
; / 
- 


various filing classifi- . 


cation. 


Fe ee 2 
a} 


MAGNIFICATION... 


Specially designed 
convex shape magni- 
fies 35°, ... Ordinary 
lettered or typewrit- 





ten inserts are en- 
larged to perfect legi- 
bility. Speeds filing 
and finding. 





will be more than interested in this 







newest innovation in filing equip- 


ment. 


OFEs Pas +70 51.69 ) Gr. OOP 


ESTABLISHED 1921 
Manufacturers 
517 S. JEFFERSON STREET 


CHICAGO, ILL. 
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Old “Doc” IMPERIAL 
Sure (Cwred a lot 


OFFICE APPLIANCES 


cornered hood, with a light, to shine directly over 
the machine displayed six inches beneath the hood. 
The display brought lots of inquiry in the office of the 


| store, it was said. 


Outstanding display background of another office 
appliance window was one which used a large curtain 


| of blue cellophane, hung as a sheet in the back- 


ground. This was mottled with daubs of cotton pasted 


| to the sheet, for “snowfall” effect. 


| 


| 


| 


| 


| 
| 
| 


| 
| 
| 
| 


of. Headaches! 


For 10 years we have been prescribing for a lot 
of ribbon and carbon dealers . . . and boy, you 
should see some of them now. You should see 
their chest expansion! 

When we bought out the old Imperial 
Company [one of the world's original 12) 
we found a lot of dealers disgusted with 
lack of manufacturer's consideration. They 
lost interest. 

We said to them: ''Look—you all know 
that PEERLESS Rubber Keys have always 
been a wonderful profit line for Dealers. 
That's the way we are going to merchandise 
ribbons and carbons. You are the logical 
outlets. You deserve the profits!" 

We did another thing—developed a fine 
laboratory, instructed our technicians to 
find new ways, better methods. Today we 
have a fully rounded line, including carbon 
rolls, carbon paper specialties, Hectograph 
(both gelatin and spirit) plus a complete line 
of ribbons. When you consider that some 
of the old line houses still do not have a 
complete line you can see the strides we 
made. 


But most of all we are proud of the won- 
derfully well-knit Dealer market we have 
developed. We gave them new life, new 
profits, a cleaner and friendlier way of doing 
business. If you are not yet a member of 
the IMPERIAL family, write us today. Let 
us tell you how we can rejuvenate your 


* Peerless Tuchtype Keyboards 
sizes * Rubber Cushion Feet « 
ewriter Pads * imperial Ribbons 
ose * Carbon Rolls for all uses 





We make Peerless Rubber Keys for all Office Keyboard Machines 
for all Office Keyboard Machines * Rubber Twirier Rings, all 
Niolded Rubber Goods to customer's specifications * Rubber Typ 
and Carbon Paper of every description and for every purp 


ribbon and carbon business. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA—Manufacturers with the dealers’ 
viewpoint. 

BRANCHES: 


New York City, $321 Broadway Chicago, 19 South Wells St. 
Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St. 





The Central Typewriter Company, of Wichita, Kan., 
used a large Santa Claus poster at the back, with the 
Santa figure holding a large, real, green bag. As if 
being dumped from the bag, supported by a pedestal, 
was a portable typewriter. 


—>-—_____ 


SAN ANTONIO NEWS NOTES 


That The Clegg Company people are not only good 
stationers and office outfitters, but master printers as 
well, is shown by the fact that the Jefferson High 
School Year Book, “Monticello,” was awarded first 
place in the Columbia Scholastic Press, sponsored by 
Columbia University of New York City, which was 
printed by The Clegg Company. 

This is the second time within the past twelve 
months that this firm has been awarded high honors 
for its outstanding work in printing craftsmanship. 

The firm is headed by L. B. Clegg, and his son, 
William, the latter a past president of the NSA. 


* * * 


The Southern Typewriter Company, 315 North Presa 
street, is sporting a new neon sign featuring the name 
“Southern” and the word “typewriters.” 

- * oF 


C. C. Carson of the fountain pen department of 
Maverick-Clarke Litho. Company, has returned from a 
trip that took him to Fort Madison, Iowa, where he 
visited the plant of the William A. Sheaffer Pen Com- 
pany; Janesville, Wis., to the plant of Parker Pen 


| Company; and Chicago, where he was a guest of F. S. 


Webster Company branch. 

The trip was made to better acquaint him with the 
story behind the production of pens and pencils, to 
learn more about higher unit selling, and add to his 
ribbon and carbon knowledge. 

Pens and pencils are displayed at this establishment 
in a twelve-foot display case indirectly lighted with 
neon tubing, and featuring Esterbrook, Eversharp, 
Parker, Sheaffer and Waterman pens and pencils. 


* * * 


Central Typewriter Company, M. R. Allen, proprietor, 
has installed fluorescent lighting in its regular shop, 
providing much better illumination, speeding up the 
work, and making it easier for the mechanics. 

T. D. Stewart, formerly of Waco, and H. F. Free, 
formerly of Lake Charles, La., have joined this firm 
as salesmen.—BCR. 


— 


LEONARD, HEALTH REGAINED, RE-ENTERS 
INDUSTRY 

Friends in the office machine and typewriter indus- 
try who have known J. H. Leonard for a number of 
years, will be delighted to know that he has completely 
regained his health and has re-entered the field by 
opening the Florida Typewriter Rebuilders at 6 West 
Church street, Orlando, Fla. 

Prior to suffering a long illness Mr. Leonard was a 
Florida salesman for the Royal Typewriter Company, 
Inc., and also served as district manager for the 
Woodstock Typewriter Company in the southern 


| state. Before he moved to Florida in 1924 he owned 


and operated the Camden Typewriter Service in 
Camden, N. J. 
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ERY much the center of the picture— 
in Remington’s 1940 advertising pro- 
gram—is the Remington Portable dealer. 


You'll sense it as the season advances— 
every likely typewriter prospect in America 
is being asked to buy his Portable at the 
Remington dealer's store. Readers of “Life,” 
“Collier's,” “The Saturday Evening Post,” 
and other famous magazines are sure to 
respond to these terse, convincing ads. 


If you now sell Remingtons, check with our 
nearest office on the long list of aids now 
being distributed for your holiday pro- 
motions. 


If you’re among the “absent few”, get details 
of the highly profitable Remington dealer- 
ship from the Typewriter Division of 
Remington Rand. 


Ask for facts about Remington's six new 
Portable models for 1941. Have us explain 
our deferred purchase plan and the way 
it helps our dealers sell. Learn the full 
story of Remington’s matchless dealer 
backing and how easily you can qualify. 
Then, we think, you'll soon be with us for 
no Portable Typewriter dealership offers 
you so much as Remington. 


* From Life's Continuing Study of Magazine Audiences. 


PORTABLE 
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TYPEWRITER DIVISION 





NOVEMBER, 1940 


Featuring Exclusive Remington Sales Points 
That Will Help You 
Sell More Portable 
Typewriters! 










MORE FOR YOUR Money 


Self Starter 


ONLY On REMINGTONS 






This is the first in a series of 


advertisements to appear in 





Life, Collier's and Saturday 


Evening Post. Each will head- 






line an exclusive Remington 
feature — Self starter — Short 
Stroke Action— Geared type- 
bars — Noiseless action — Fea- 
tures that will help you sell more 
portables from Remington's 


new 194I line—finest in history. 
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Remington Rand Inc. 
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CHAMPION 


CLASP ENVELOPES 
(they’re Really tough) 





Sold Thru 
Dealers Only 


= 
~ 


\4 


| a 


The finest CLASP ENVELOPE MADE! 


Wide bottom seams make it particularly 
adaptable for carrying heavy contents 
safely thru the mails. 


e The plated metal clasp with rounded 
edges will not injure fingers. 


e Extra wide double-gummed flaps to 
withstand hard usage. 


ORDER THESE FROM 
YOUR STATIONER! 





QUALITY PARK ENVELOPE C0. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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CORRECT APPROACH TO A DEALER 
ADVERTISING POLICY 


(Continued from page 25) 


returns and the advertising is wrongly blamed. All re- 
turns are calculable, but only if all factors are equal. 
You may even calculate yearly increases. If you can 
double sales with present facilities you must expand 
publicity. If you have reached capacity you must con- 
tinue, as continuity is the price of continuous buying 
emphasis. There is no resting point. Else competition 
will appear to take from you what you have. 

In building your program it is at once necessary to 
determine appropriation. If a new venture, estimate is 
made on the presumed volume based on capital until 
sales level is established, when appropriation is fixed 
by percentage of net sales adopted. In a going busi- 
ness, a known net volume enables setting of percentage, 
or charging it to meet conditions. 

Percentages on net have been fairly established in 
most popular businesses. These range from one-quarter 
of one per cent for tobacco stores to four and one-half 
per cent for the larger specialty stores with volume 
of two million or over, and less than two and one-half 
per cent for volume of $150,000 and under. Automo- 
tive supplies, confectionery, dry goods, leather goods, 
haberdashery, millinery, restaurants, sporting goods 
and stationery hover around one per cent, slightly 
more in individual cases. Volume and merchandise of 
popular use will have an influence, based on individual 
experience. Competition may suggest a higher than 
average and again the field served may qualify. 

Consideration will arise of increasing volume con- 
sistent with position. If in the closed year you did 
$40,000 net on two and one-half per cent, $1,000 appro- 
priation, and you feel $50,000 reasonable for the new 
year, two and one-half per cent indicates use of $1,250. 
To add $10,000 on $250 additional appropriation indi- 
cates careful judgment needs. You will either in- 
crease space or appearance. It may appear advisable 
to increase to three per cent of net, always remem- 
bering any strengthening of selling appeal is much 
more justifiable than unnecessary expense. This would 
set appropriation at $1,500. Your protection of appro- 
priation lies in refusing mediums of no use, and in 
not advertising amount to miscellaneous solicitors of 
them. If you feel the amount is plump for the volume, 
you have only to recall you have established a prin- 
ciple in previous results and are reaching out to 
broaden your field. There is no other comparable 
publicity agency which will do this. 


Services of Publicity 

Mediums to be used may now be compared, but 
before making decisions, recall the services publicity 
will perform: 

Constant appearance — periodic or consecutive, 
throughout the year, establishes good will. 

Values must equal promises—reinforces good will and 
establishes continuous customers. 

Irregular or infrequqent appeals—breaks the good 
will purchasing chain and actually refers customers to 
competitors more alive. 

Intimate description—makes the customer see it, 
particularly if pictures are adaptable. 

Style of writing—preferably your everyday Selling 
talk. Once a week use practically a letter form telling 
interesting things about your business. 

Format—makeup and type style to express individ- 
uality. It’s something like being recognized when you 
go about. 

Human interest always evident draws people to you. 
Many “ads” are too formal. 

Some fourteen advertising outlets are available, but 
only major concerns will use all of them. Start the 
year with all possible eliminations and efficiency will 
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BRANCHES 


- New York City 
| Park Ave., Room 5/4 


666 Lake Shore Drive 
Amer. Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave 


Los Angeles, Cal. 


609 N. Miami Ave 
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In the expansion program of essential industries you 
should be equipped for sales of business furniture that 
has appearance, comfort and durability. 


That's Troy metal furniture all over! 


Skilled craftsmanship in enduring steel and glisten- 
ing Chromium plate, streamlined for speedy work. 
Troy desks, chairs and tables fill the bill from A to Z— 
from Airports to Zoning Commission offices. 


Here is a line of furniture conforming both to modern 
design trends and correct business usage. 


Write for your copy of the complete Troy catalog 
today. 


THE TROY SUNSHADE CoO. 
TROY, OHIO DEPT. P-420 


q 


wrEs Bigs eae ae 
es io SAE Sa eee rein ‘ 
=. Cette - 


oe 


Ta: 


aneaaeer -coereernnaa arco blactrateeaeeaeaeeny eee Serres wameee oe Leper nne rere 
—— 2 RAE FE = - ee 











102 











OFFICE APPLIANCES 





You have undoubtedly admired the refreshing styling of STEEL 
AGE Executive Desks. Introduced a little more than two years 
ago—they are still standout examples of modern desk designing. 
No flash merchandise this—or passing fad, for it has achieved 
that fine balance of line and detail which is always in good taste. 

But this beauty is more than skin deep. Functionally engineered 
for use STEEL AGE Executive Desks are as practical as they are 
attractive. On examination you will discover the many details 
that add to the users convenience and efficiency. Most out- 
standing of all, however, is the actual construction itself, which 
assures that this beauty and usefulness shall endure down through 
the years. 


If this is the kind of a product you would like to represent— 


write. 


CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 








Ouer 2000 Items of 7% nf I 
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be enhanced and you will not waste your substance on 
riotous publicity of no use. 

Newspaper—foundation of your public relations pub- 
licly—investment. 

Direct mail—for periodic contacts with valued trade 
to build more confidence and to make special offerings. 
Names from the customer and prospect list—invest- 
ment. 

Phone selling—for quick sales contacts based on 
prospect and customer list—store expense. 

Motion picture screens—available in smaller cities 
sometimes—expense. 

Radio—of doubtful benefit to mix your business with 
the public’s pleasure—perhaps spots, but difficult to 
secure resultful time—expense. 

Window cards—in advertising style—expense. 

Outdoor advertising —signs, delivery units — store 
equipment. 

Personal distribution—direct mail. Hand bills avoided 

—investment. 

Buses and street cars—leave to national users. 

School and college publications—supporting educa- 
tional facilities. Not broadly creative—expense. 

Courtesy advertising—tickets and social movements 
an advisable interest at little cost—expense. 

Classified advertising—service required—expense. 

Store and windows—merchandise, equipment and 
rent provided for, except window trimmer’s time at 
store—expense. 

House organ—if you have talent in the organization 
to write, even illustrate, and have a reproducing ma- 
chine, a small publication may reinforce direct mail. 
Better leave alone unless artistically and perfectly 
produced—expense. 

In order to realize from publicity all possible sales 
influences it is necessary at once to relegate to expense 
those outlets which are not wholly creative. The sales 
cycle has been completed with the wrapping, to ex- 
pense. Many examples may be cited of concerns who 
so involve creative investment with expense that 
returns cannot be calculated, and so persist in the 
belief that advertising—public relations now— is a cus- 
tom, not an investment. The writer has had to contend 
against many unwise inclusions in appropriations. 

As Owen Young said: “It is not the crook in modern 
business we so much fear as the honest man who 
doesn’t know what he is doing.” 

The foregoing is an abstract from a book being done 
with chapters in detail to explain handling the various 
factors, all experience—observation over the country 
for a long period. 

—P 


MARKWELL ANNOUNCES CONTEST WINNERS 


The Markwell Manufacturing Company, Inc., 200 
Hudson street, New York City, last month announced 
the following winners of its recently-conducted World 
Series baseball contest among authorized Markwell 
dealers and their employees: 

Don Tanbert, Bay City, Mich.; W. C. Young, Niagara 
Falls, N. Y.;: Lorraine Gustafson, Great Bend, Kans.; 
E. E. Carson, El Paso, Tex.; Margaret Henschel, 
Dubuque, Iowa; Jeanette Buerkle, Plainview, Neb.; 
Jack Bickford, Laconia, N. H.; John F. Harris, Lexing- 
ton, Neb.; Catherine Pollock, El Paso, Tex.; C. E. 
Edgar, Port Allegany, Pa. 

A. I. Obstfeld, vice-president of the Markwell 
organization, who is a baseball fan, followed out a 
custom of many years and attended every game of the 


series. 
en 


WHALEN TO HANDLE AMERICAN 
PAD AND PAPER SALES 


John J. Whalen, for the past eleven years connected 
with the New York City office of the American Pad & 
Paper Company, Holyoke, Mass., last month was ap- 
pointed sales manager for the company and will begin 
his new duties on December 1. 
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“YES, | KNOW YOU'RE BUSY, MISS WIGGINS ..... 
BUT REALLY I'VE BEEN WAITING QUITE A WHILE!” 











USY? Miss Wiggins is overwhelmed! Her office 

still uses old-fashioned two-person dictation. In 
addition to typing and filing, handling phone calls 
and seeing visitors, she has to take dictation. It’s no 
wonder she can’t always leap like a stricken deer 
whenever Mr. Phipps rings for her. 

Business today just can’t afford the buzz-and-wait 
system. Hence within arm’s reach of many a top- 
flight executive you'll find the ever-handy Dictaphone. 

This modern dictating machine serves you instantly 

at any hour. No need to call your secretary when 
you wish to dictate. And she is free to perform other 
secretarial work for you. You both get more work 
done—more easily. 

Prove this for yourself. Try a new Dictaphone 
Cameo in your office. See how soon your pile of 
work melts away—-how much more your secretary is 
able to help you. 

Don’t wait any longer. Clip the coupon and mail 
it right away! 


“What's an Office, 
Anyway?” 


Dictaphone’s new talking motion 
picture shows the cause and cure 
of office bottle necks. You're cor- 
dially invited to see it at your 
own convenience. You'll find it 
an absorbing study in personnel 
relations. Mail the coupon be- 
low—today. 


’ s 











The word DICTAPHONE is the 
Registered Trade-Mark of Dicta- 


D I Cc T A P H 0 N E phone Corporation, Makers of 
Dictating Machines and Acces- 
sories to which said Trade- 

Mark is Applied. 
DICTAPHONE CORPORATION, 420 Lexington Avenue, New York City 
In Canada—-Dictaphone Corporation, Ltd., 86 Richmond Street, West, 
Toronto O-A-11 
Please send me your Progress Portfolio 


describing the new Dictaphone Cameo 
Dictating and Transcribing Machines. 


I should like to see the new Dictaphone 
movie, ‘‘What’s an Office. Anyway?" 
Please have your local representative 
arrange a showing for me 


Name 
Company 


Address 
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NOTHING LIKE IT 
on the MARKET! 
, HERE’S WHY Ss 





” 
NO WET WRINKLED 
SEAT BACK 


A Product Developed and Patented by 


B. F. GOODRICH CO. 


Marketed by Seatmaster Co. 


A PATENTED PRODUCT—-A MIRACLE CUSHION 


NUKRAFT is a modern comfort miracle made by 
setting thousands of sterilized hairs on end and im- 
pregnating them with pure latex to keep them in this 
position. Here is natural resilience that will retain 
all its spring-like qualities under the most severe 
service conditions. Bear in mind too that NUKRAFT 
IS SO constructed as to permit air circulation. 





HERE’S A SEAT CUSHION THAT 
MERITS SPECIALTY SELLING TREATMENT! 


Business men and women will be grateful to you for 
suggesting NUKRAFT Seat Cushions. They’re COOL— 
RESILIENT—-COMFORTABLE. Once your prospect tries 
this cushion, your sale is made. Besides giving genuine 
comfort and _ satisfaction, NUKRAFT offers YO money 
making possibilities. They're easy to sell and they‘re 
priced to assure a generous margin of profit. Priced to 
retail from $1.00 and up—available in a wide variety of 
materials and combinations of colors to harmonize with 
any office surroundings. 
Write or Wire for Samples and Details. 


50 E. CULLERTON ST., CHICAGO, ILL. 
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PHILADELPHIA BUSINESS SHOW 
(Continued from page 52) 


tary. Not strictly beautiful, for those endowed with 
| physical beauty who do not look neat and well-dressed 
are not as pleasing to the eye as are some who have 
no actual good looks, yet who present a favorable 
appearance by always dressing well. You know that 
you would want the best looking desk and the newest 
machine you could get, and to the average business 
man his secretary is more or less a part of the office 
| equipment. A good many women, I have noticed, are 
apt to underdress or overdress. They are apt to wear 
fluffy, frilly, chiffonlike garments, or they are apt 
to fly to the other extreme and dress in tweeds, and 
cheviots, cut in masculine lines. The first mentioned 
should not be permissible while the latter might be in 
good taste when worn by a woman who is dainty, 
girlish, and very feminine. When worn by a woman 
who is at all large or ungraceful, dress tending toward 
masculinity increases the appearance of ungainliness. 
Incidentally, Dr. Laird, in your latest book, “Psychology 
of the Working Women,” don’t you give some treat- 
ment to this subject? 
DR. LAIRD: Yes, I believe the problem of personal 
appearance is very important. Girls just entering in- 
dustry prefer office work to factory work largely 


| because they can look better in the office. Mr. Emtage, 


I believe you wish to comment. 

MR. EMTAGE: A serious error, I believe, is made 
in many offices that require women workers to wear 
a standard uniform or smock. It is not an error to 
insist on clothes which will provide safety and comfort, 
but it is an error to have clothes which are unattrac- 
tive to the eye, and which do not allow for some little 
variation in taste or decoration so the women can 
show their individuality. 

DR. LAIRD: And now for the question, Miss Har- 
rison ? 

MISS HARRISON: How can a girl best ask her 
employer for a raise in salary? 

DR. LAIRD: Mr. Baker, would you care to brave 
the reaction of any of your employees who may be 
listening and give Miss Harrison the “low-down”? 

MR. BAKER: If there is no stated period for award- 
ing increases, and the business woman feels that the 
time has come when she is justified in asking for 
more pay, she should do it in a businesslike fashion. 
First, she should be prepared with unanswerable 
proofs of advancement in work. If she can show that 
she has produced so much more business than she did, 
say six months ago, or has written so many more 
letters, or has made so many less errors, or has sub- 
mitted so many ideas for increasing business or saving, 
she has fine ammunition for winning. On the other 
hand, the sentimental reason for long service, or of 
demanding more pay because Miss Smith is paid so 
much for practically the same work, rarely succeeds. 

DR. LAIRD: Mr. Lukens do you wish to join Mr. 
Baker on that limb? 

MR. LUKENS: I believe that the employee’s chance 
of getting a raise is greater if the application for the 
increase is made in writing. A personal request is 
likely to lead to some debate and good points may be 
forgotten during an animated discussion. The written 
application may be rewritten and revised until it 
embraces all the reasons and is presented in strong 
convincing language. If you mentally can assume the 
employer’s position before asking for a raise, you may 
be able to write from his viewpoint, and thus with 
more conviction. 

MISS HARRISON: Gentlemen, do you believe a gir] 
ought to be a good mixer in her office? 

DR. LAIRD: Offhand, Miss Harrison, I would say 
the place for that is a cocktail party, but let’s hear 
what Mr. Baker thinks about it. 

MR. BAKER: A friendly atmosphere in an office is 
conducive to better working conditions and this can 
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LINEUP of .... 


Triangular Celluloid 
Pressboard Guides 


Sturdy, indestructible—built to last a 


* lifetime. 


2 Five brilliantly beautiful colors. Now 

* : ‘ : 

you can enjoy a complete indexing of 
all important subjects. 


A combination of four important fea- 


. tures: 
Greater Visibility 
Greater Utility 
Greater Economy 


Greater Beauty 


4 Helps file clerks do better, faster work 
. . . . . 
by making filing easier and much 


neater. 


You'll find IMPERIAL Triangular 
" Guides easier to sell . . . bigger profit 


builders. 
There is an IMPERIAL Triangular 


a , 
Guide in every standard size and sub- 


division. 


Find out how you can make extra 
sales and profits on these office 


necessities! 


Send for your FREE SAMPLE KIT 


today! 
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JASPER CHAIR COMPANY 
Leather Upholstered Office Chairs 


present the perfect contact 
of good quality and moderate price 
for sales and satisfaction. 


To help you sell more goods and serve the trade better with “The 
Right Chair at the Right Price” is one of the strong planks in 
our platform and we are resolved to stand upon it four square. 

JASPER CHAIR CO. chairs are good to live with. Pleasing in 
form, color and expression, they greet the business man upon 
his morning arrival, provide genuine comfort and convenience 
throughout the day, and remain behind him in the evening giv- 
ing assurance of thousands of days good service to follow. No 
wonder users give them the best recommendation. 


Whether the call is for all wood executive or clerical chairs, 
leather upholstered numbers in genuine walnut and fine leather 
for the executive office or secretarial use, our chairs afford uni- 
form good service and a wide choice of design and color to 
harmonize with the finest interiors. 


Potential chair sales exist all about you — it 
pays to recommend the JASPER CHAIR CO. line! 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mar 
R. J. Freeman (Eastern) E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest 


383 Madison Ave. 3004 Mountain Ave., Apt. No.2 6708 Glenwood Ave., Chicago 
New York, N. Y Birmingham, Ala Phone ROGers Park 3644 


S. H. MacDonald, (West James S. Fowls, (Southern 
405 Orpheum Bldg. 3414 Euclid Heights Blvd. 
Seattle, Wash. Cleveland, Ohio 
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be accomplished if the personnel is cordial, tactful 
and codperative. I believe a girl can become friends 
with some of the people with whom she works, but it 
is not good policy to take the initiative and try to 
promote a friendship with a superior. 


DR. LAIRD: Is that your belief also, Mr. Ward? 


| 
| 


MR. WARD: Yes, it is. I recall seeing a sign on the | 


wall of a large insurance company that said something | 


to the effect that a girl might have a delightful 
relationship with many of those with and for whom 
she works, but if she wants to think well of herself 
and to have others think well of her, she will keep 
these relationships from becoming personal. 

MISS HARRISON: Where an employer continuously 
demands overtime from a girl at the expense of her 
personal life, should she refuse to continue the over- 
time practice? 

DR. LAIRD: This question is very common in em- 
ployee and employer relationships where the firm is 
relatively small. Mr. Ward, would you care to answer 
Miss Harrison? 

MR. WARD: It seems to me that you can’t answer 
that question with a set rule. I’d say it depends on 
the character of the individuals concerned and the 
circumstances of the employee. She, of course, has a 
right to be paid for her work. Emergencies will arise 
from time to time, but any employer who consistently 
demands such overtime obviously is not to be classed 
as a fair-minded employer. I believe the employee can 
find some excuse to give her employer that would 
require her to leave the office promptly when asked 
to stay. If this is done tactfully, it ought to provide 
the employer with sufficient hint. 

MISS HARRISON: Where male members of the 





office resent a woman’s superior ability, what should | 


she do to eliminate the friction? Or shouldn’t she? 


DR. LAIRD: Mr. Baker, you seem anxious to an- 


swer this one. 
MR. BAKER: I'd like to volunteer for this question 
because I’ve had some experience with just that sort 


of thing in my business. I’ve found that a lot of this | 


resentment against women is exaggerated. A lot of 
jealousy and illwill can be eliminated if the woman 


would go out of her way to be tactful. Occasionally a | 
woman does come along who obviously is very efficient | 


and clever. However, if she really is clever, her male 
fellow workers seldom resent it and this proves she is 


clever. If, however, a woman believes she is clever | 
and tries to impress her fellow workers with that fact, | 
I find that not only the men, but the women workers | 


resent it. There are too many women in responsible 
positions today to believe that a whole office force 
continually will resent an outstanding woman worker. 

MISS HARRISON: Dr. Laird, thus far our expert 


business men have given practically all the advice. I | 
wonder if you would care to outline briefly those traits | 
essential to a girl who would like to succeed in the 


business world. 
DR. LAIRD: Generally speaking, Miss Harrison, a 
girl ought to develop tact, poise, initiative, reliability, 


codperativeness and adaptability. Each of the afore- | 


mentioned qualities covers, includes or overlaps sev- 


eral others. To be tactful, for instance, you must be | 


considerate and polite, tolerant and discreet. You must 
have imagination and facility for getting on with 
other people. In order to develop tact, study to broaden 
and deepen your human sympathies, to increase your 
understanding of people. Learn to be generous to 
human weakness, and to be tolerant to other points of 
view than your own. 

To be well poised you must have health, self-control 
and self-confidence. To acquire poise, we must, of 
course, keep our nerves, our glands, and all our bodily 
functions in order. Moreover, we must know our stuff, 
to feel sure of ourselves and our capacity to handle 
our work and every situation so that we never feel at 
a loss or at a disadvantage. 

Initiative implies alertness and resourcefulness. It is 
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the special gift of the creative genius, the self-starter. 
It is one of the most valuable traits any worker can 
have and the ambitious worker is lost without it. 

Reliability is made up of common sense, discretion, 
self-control, firmness, accuracy, thoroughness and 
sound judgment. If you feel you must give way to a 
little feminine caprice now and then—as every one 
does—work off the impulse on the boy friend, never 
on the chief or fellow workers. 

Coodperativeness calls for a good disposition and con- 
sideration for others. This trait is valued everywhere, 
but particularly in the larger business organizations 
where every cog must function perfectly or the whole 
works may become jammed. 

Adaptability implies tolerance and patience. As 
some one so aptly put it, you must get along with 
people or you simply don’t get along. It is not neces- 
sary to like the people with whom we are associated in 
business, but we must manage somehow to keep on 
easy working terms with them. 

And, now, Miss Harrison, you see that beauty in 
business is an asset only when it is combined with the 
other qualities our experts have pointed out. You 
have made an auspicious start in your career, and 
here’s hoping you reach the top. 

MISS HARRISON: I'll certainly do my best. 

On this same Monday night following the broadcast, 
the annual dinner of the association took place in the 
banquet hall of Gimbel’s. There some four hundred 
members and guests assembled as testimony to their 
interest in the Office Equipment Association of Phila- 
delphia. 

After dinner, Mr. Baker, president of the association, 
presented the association’s welcome to the gathering. 
With an expression of sincere gratitude for the energy, 
enthusiasm and industry in their contribution to the 
success of the business show he publicly acknowledged 

H. E. Stivers, secretary, United Autographic Register 
Company. 

G. D. Emtage, Columbia Steel Equipment Company. 

D. L. Ward, D. L. Ward Company. 

C. A. Branko, A. R. Baker Company. 

E. W. Fireovid, D. L. Ward Company. 

G. W. Farrar, A. B. Dick Company. 

S. L. Mershon, Elliott Addressing Machine Company. 

Mr. Baker also paid tribute to the wholehearted 
cooperation of the following service clubs: Philadel- 
phia Chamber of Commerce, Junior Chamber of Com- 
merce, Philadelphia Chapter, National Office Manage- 
ment Association, and the National Association of Cost 
Accountants. 

Miss Harrison was introduced as the successful con- 
testant to represent the association as Miss Business 
Show, 1940. 

Ellis Gimbel, chairman of the board of Gimbel Bros., 
received recognition of the chair and responded with 
brief though warm words of welcome and hope for 
success. 

The chair then called on Charles W. Norton, Shaw- 
Walker Company, for introduction of the first speaker 
of the evening, who was Dr. Laird. 

Dr. Laird drew some very encouraging deductions 
from 1940 census figures which he said had caused 
many business men to view the future with pessimism. 
From these census figures Dr. Laird said many business 
men see signs of decay in the United States. But, he 
continued, these signs are obtained only from a super- 
ficial examination of the figures. To begin with he 
gave a number of illustrations of unusual figures that 
indicated census figures cannot always be taken for 100 
per cent accuracy. The increase in the overage depend- 
ents who must look to support from the working age 
was Offset by the decline in the dependent underage. 
The percentage of dependents in relation to the wage 
earners remained the same. Though census figures 
show a decrease in large metropolitan centers, Dr. 


Laird indicated that the population of those centers 
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ae XMAS STOCK! 
Last year a good many Sheaffer 
dealers wired last minute orders for extra Xmas stock. 
They lost sales that never have been made up. 


Signs are fine for a great 1940 Xmas season. Retail sales 
across the country are up — the sales of Sheaffer, the 
leader, are the best in years — and the year-long 4-color 
Sheaffer gift advertising, backed up by radio announce- 
ments over 60 stations, reaches its grand climax the 
first week in December for the 1940 Xmas gift buying 
season. 


BE THERE with ample stocks! Trust your judgment and 
order now! 


W. A. SHEAFFER PEN CO., Fort Madison, lowa « “Pen Capital of America” 
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The famous “YandE” Shannon Line 
IS A PROFIT MAKER FOR YOU 


The Shannon Line, known wherever office equipment is sold, offers you 
more profit opportunities than you may realize. There’s hardly a business 
—large or small—but uses one or more of the Shannon items, and 

transfer time is the right time to sell them. 

That’s why, as a sales opener or as a creator of store traffic, Shannon 
is unexcelled. Steady year-in, year-out demand creates a profitable 
volume that has made it a half-century old favorite with dealers. 

If you sell Shannon items, you appreciate the added value they 
give to the “Y and E” Franchise. If you do not, write at once to 


obtain your share of Shannon profits this transfer season. 





<—€ SHANNON LOCK ARCH BOARD 
FILE insures perfect security regard- 
less of load; Durable Laminated Wood 
board; Perforator; Compressor Cover 
with form for transferred correspon- 
dence; A to Z Index. 


SHANNON BOARDS may be had 
either in Fiberlite or Laminated Wood 
with either Eagle Clip with stay-open 
feature, or with Shannon Lock Arch. 
Laminated boards are available in 
pleasing green finish. »—> 



















<—€ SHANNON TRANSFER CASES 
keep frequently referred-to papers in- 
stantly available. Of heavy jute board, 
reinforced with cloth at the edges, 
these cases give long, useful service. 


LOCK ARCH STYLE BINDERS furnished 
in 9 sizes. Hold papers firmly in place 
yet easily and quickly removed. Book 
Style Binder, 5 sizes, recommended 
where papers are not removed 


frequently. »—>- 
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was spreading out and that actually the markets in 
those trading areas had increased ten per cent. He 
emphasized the fact that American families are be- 
coming smaller in unit size, but greater in number. 
Hence he declared the correct deductions from these 
census figures were entirely optimistic rather than 
pessimistic. 

Following this address, Blaine Rawden, Underwood 
Elliott Fisher Company, introduced H. R. Baukhage, 
NBC’s news commentator. 

Mr. Baukhage’s address was illuminating, timely and 
calculated to provide food for thought for those who 
heard it. He dealt at length upon world conditions of 
today as seen through the eyes of a man whose busi- 
ness is spot news. He told of the invasion of a number 
of European countries during the present and the last 
World War. He described important news sessions in 
the office of President Roosevelt and he stressed the 
part America today is playing in the tragedy overseas. 

Mr. Baukhage referred to the sale to England of fifty 
overage destroyers, the defense agreement between 
the United States and Canada, the draft and other 
vitally important moves now under way. The destroyer 
deal and the defense pact, he said, were undertaken 
without congressional authority as a_ presidential 
“short cut.” And he counseled not permitting such 
short cuts to become a habit. He said: 

“... Let me say I do not criticize the objectives 
attained in these short cuts in the democratic highway, 
but I do feel that we must be very sure that they do 
not become a habit, that we do not accept them as 


precedent or tradition, which put into the hands of | 


the executive the functions which rightly belong to 
the legislators.” 

So with the thanks of the chairman to all who con- 
tributed to the success of the dinner and the show. 
the assembly adjourned to the show for a preview. 


THE EXHIBITORS 
Acme Visible Records, Inc Marchant Calculating Machine Co 
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Atlantic Register Co Association 

Autocopy, Inc. Office Device Co 
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Russell Ernest Baum Pennsylvania State Employment 
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Columbia Steel Equipment Co Philadelphia Chamber of 
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Dictaphone Corp. 
Dictograph Products Co., Inc. 
Ditto, Inc. 

Ediphone Agency. 


Elliott Addressing Machine Co. 


Felt & Tarrant Mfg. Co. 


Friden Calculating Machine Co 


General Fireproofing Co. 
Gimbel Brothers. 
Harold W. Griffin. 


A. Pomerantz & Co 
Postage Meter Co 


Charles Reitzes 

Rite Line Corp 

Royal Typewriter Co., Inc 
Shelby Salesbook Co 
Standard Register Co. 

Todd Sales Co 

Underwood Elliott Fisher Co. 


United Autographic Register Co. 


Uinited States Post Office 

Varityper Co., Div. Ralph C. Cox 
head Corp. 

Victor Adding Machine Agency 

D. L. Ward Co 


<> 

SEVEN UEF WESTERN SALESMEN WIN RADIOS 

The Portland, Ore., branch of the Underwood Elliott 
Fisher Company last month announced that seven 
salesmen attached to the western division had won 
portable radios for exceeding their 100 per cent per- 
sonal quotas during the month of August. The high 
man was Charles G. Peterson, who secured 510 per 
cent of his personal quota. Other winners were: ‘Will- 
iam Roesing, Portland; R. W. Land, Salem; William 
Stevens, Eugene; Don Cruikshank, Medford; Wendell 
Judd, Longview, Wash., and P. R. Mahoney, Portland. 

ATW 


Hoskins, Inc. 

Junior Chamber of Commerce 
Kee-Lox Mfg. Co 

Keystone Card Index Co. 


—-> 


RIDLEY III JOINS AMERICAN PAD & PAPER 

W. G. Ridley, III, was recently appointed by the 
American Pad & Paper Company, Holyoke, Mass., to 
travel the mid-western states. He will work with his 
grandfather, W. G. Ridley, Sr., and take a territory 
left vacant by the death of his father, W. G. Ridley, Jr. 
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@ Every Autopoint product has 
that “‘pick me up and take me 
to the office”’ appeal! That’s why 
smart dealers everywhere de- 
pend on Autopoint’s “‘related- 
item”’ display for extra profits. 
They’ve discovered that it’s easy 
to ring a ‘“‘double sale’’ out of 
many customers who intended 
to buy just oneitem. Autopoint’s 
quality line of pencils and desk 
accessories are nationally adver- 
tised. When properly displayed, 
one Autopoint item sells an- 


other. Write today for complete No. S110C 


No. 8110C—Contains 7 
a No. 110C Autopoint | 
pencil for Real Thin 

Lead, tube of 50 leads, } 
6 erasers, Black flu- \ | 
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Keep the Good Will 
of your Customer! 


Don't sell him a lot of cheap 
trash. He will gladly pay a few 
cents more for a good article. 


Sell him the 
STEEL 


UPL steet 


“Little Dandy” “‘c.onas 


and he will get maximum dollar 
value per stand. 











2 Sizes 


No. 671 
14” x 17%” 





No. 7800 
17” x 24” 


16 Different 


Combinations 


No. 671 


These little stands have a long enviable record of 
satisfactory service. 

They are made from high quality material by 
skilled workmen. 


UHL chemists have produced the famous CelUhl, 
4-coat lacquer finish for wood parts. Metal parts, 
oven-baked enamel. 


Ask for 
Catalog 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1706 Hastings St. 
TOLEDO, OHIO 





No. 671-LSX 
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HISTORY OF CHARLES M. HIGGINS 
(Continued from page 53) 


Devoe & Company, later identified as Devoe & Rayn- 
olds. Always of an inventive mind, he secured a U.S 
patent on a leather screw pegging machine as early 
as November 2, 1875, when he was but nineteen years 
old. In the course of events he became a draftsman, 
largely self-taught, finally securing a position with 
S. H. Wales & Son, patent solicitors and publishers of 
the Scientific News, a periodical now extinct. It was 
while working as a reporter for this publication that 
Mr. Higgins had the opportunity of meeting most of 
the famous inventors of the nineteenth century. 

As is the case with so many versatile people, Mr. 
Higgins’ talents led him in many different directions. 
At one time his drafting ability inclined him to take up 
architecture and at other times he was attracted by 
the profession of the law. While these conflicting 
purposes were in his mind he worked arduously at 
the patent soliciting business and eventually opened 
his own office, first at No. 10 Spruce street and later 
at Temple Court, No. 5 Beekman street, both in New 
York. Two thick, bound volumes contain the patents 
secured for his clients during these years. In the eve- 
nings and at other spare moments he conducted con- 
stant experiments in ink making, mostly in the kitchen 
of his sister, Mrs. John Gianella, Sr. Mr. Higgins had 
produced many articles by these experiments, but one 
in particular was destined to be extraordinarily suc- 
cessful. This was the waterproof variety of Higgins 
American India ink, the sale of which soon outdis- 
tanced that of the soluble ink. At this time Mr. Hig- 
gins also developed a black writing ink known as 
Higgins Eternal ink which is unique for its permanence 
and is now widely used. 

On June 29, 1880, Mr. Higgins concluded an agree- 
ment with George S. Woolman of No. 116 Fulton street, 
New York, appointing the latter selling agent for the 
distribution of Higgins American drawing ink, the line 
now including colored inks as well as the black, or 
India inks. 

Mr. Woolman at that time conducted a general drafts- 
man’s supply business. The inks Mr. Higgins had 
invented sold but slowly at first, so for a few crowded 
years he manufactured them at home and at the same 
time conducted his patent soliciting business. On May 
1, 1885, a co-partnership between Mr. Higgins and his 

rother-in-law, John Gianella, Sr., was formed to con- 
duct the ink manufacturing business under the firm 
name of Chas. M. Higgins & Company, which was 
dissolved only by Mr. Gianella’s death in 1914. Finally 
on January 5, 1888, the patent soliciting business was 
sold and from then on Mr. Higgins’ whole time was 
devoted to the development of the ink business. About 
this time the young firm built and put into operation 
its first factory at No. 168 Eighth street, Brooklyn, with 
John E. Gavin in charge as general manager. Mr 
Gavin remained associated with Mr. Higgins in busi- 
ness and civic affairs until his retirement in 1923. The 
ensuing failure of the Woolman Company, which first 
appeared to the Higgins firm as a major catastrophe 
was turned to good account by the inauguration of a 
policy of selling direct to the trade. This brought 
about a great expansion of the business. 

Little could Mr. Higgins visualize during these early 
lays the mighty structures that were to take form 
from plans made with his drawing inks. Nor could he 
foresee the advertising illustrations, costume designs 
and comic strips which play so important a part in 
our modern life and which were to spring from the 
small bottle of drawing ink he developed. The greatest 
tribute to Mr. Higgins’ genius is the fact that his 
waterproof black ink still remains predominant in its 
field after sixty years of success. Most of the reasons 
for this success can be found in the nice balance of 
desirable qualities which this ink possesses. Among 


these are the existence of a colloidal solution so well 
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Saves 60% of filing cost... 


Store all your inactive records in Pronto Storage 
Files and use your steel equipment over and over 
again. These low cost PRONTO files are just what 
you have been looking for! You can now keep your 
records clean, orderly and easily accessible. 


Records Easily Located... 


When PRONTO files are used your records are 
always at your finger tips... . No need of juggling 
heavy cartons or bundles. PRONTO’S sliding draw- 
ers glide smoothly and the bottom drawer is as 
easy to get at as the one on top. 


Saves Floor Space... 

PRONTO files are constructed so that you can 
interlock them into solid batteries and stack them 
as high as the ceiling, saving valuable floor space. 
Additional files can be added when necessary. 


Sturdy Construction... 
So that PRONTOS will stand the abuse all storage 


files receive, they are constructed of the highest 
quality 275-pound test corrugated fibre board and 
reinforced with steel not only on the shell but the 
four corners of the drawers as well. PRONTO files 
are delivered flat. They can be set up in a jiffy 
without‘the use of tools, 


. 
“‘Front Office’’ Appearance 
PRONTO files can be kept in the front office. They 
harmonize with your regular steel equipment. 
PRONTOS have an all steel drawer front finished 
in Olive Green and yet cost no more than ordinary 
corrugated storage files. 
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PRONTOS come in a complete range of sizes for 
every storage purpose. 
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stabilized that there is little appreciable settling of 
the carbon particles even after long standing. Others 
are the exact surface-tension best adapted to speedy 
precision work with the most finely adjusted drawing 
instruments, yet sufficient control of flow to prevent 
the ink from feeding too rapidly from a loaded letter- 
ing pen. Then there is the fact that the waterproof 
ink, while fully resistant to cold water when dry, may 
still be readily removed from tracing cloth by per- 
sistent use of an ordinary pencil eraser. It is this 
dependability and workability which have established 


this ink through the years in the respect of millions 


of draftsmen. 


Returns to Experiments 
No sooner had the new enterprise been well launched 


than Mr. Higgins plunged again into the experiments | 


which were so dear to his heart. Between the years 


1890 and 1900 he was granted twenty-one or more pat- | 
ents relating to the manufacture of inks and adhesives. | 
Previous to the issuance of these patents commercial | 
pastes were highly unsatisfactory. They had poor | 
spreading and adhesive qualities, were lumpy, hard to | 


preserve, separated in the jar and were otherwise 


objectionable. Mr. Higgins perfected methods of chem- | 


ically digesting starch so that upon being poured into 
a jar and allowed to cool it was converted into the 
smooth buttery paste that forms the highest quality 
modern adhesive. The formulas and processes involved 
were fully described in a series of patent applications 
so that it was but a very short time before adhesives 
made in a similar manner, but with slight alterations 
in formula or process appeared in many parts of the 
world. This bitter lesson forced upon Mr. Higgins the 
resolve never again to patent a formula or a process. 
It is very interesting to note here that the drawing 
ink line itself has never been patented. Several of 
the many adhesives of Mr. Higgins’ invention during 
this period which are still in demand are Higgins 
photo paste, Higgins vegetable glue and Higgins draw- 
ing board paste. 

Undoubtedly the success of the drawing ink line was 
largely aided by the design of the three-quarter ounce 
desk bottle. The inks on the market at the time were 





supplied in desk bottles which were easily overturned. | 


Mr. Higgins designed a round, squat bottle with a 
substantial base which was safe and distinctive. Each 
bottle, moreover, was fitted with a steeple topped 
stopper containing a quill to be used for filling the 
ruling pen. Besides his chemical researches which 
originated the various products of the company Mr. 
Higgins also designed many of their containers, much 
of the machinery used in the manufacture of the 
drawing inks and allied products and even the ma- 
chine used for manufacturing the stoppers. 


By 1900 the company had hit its stride as a model 
American manufacturer with a specialized line of 


drawing inks, writing inks and adhesives. The prod- | 
ucts were all widely accepted and several of them were | 


irreplaceable. It was then that Mr. Higgins’ wide 
circle of friends, his membership in numerous clubs 
and associations and his insatiable desire to keep 
busy, together with his public mindedness, led him into 
a series of campaigns for the public good. 


In that year he led a fight for “justice to China.” It 
is interesting to note how his thoughts of forty years 
ago parallel those of today. In a printed report that 
constituted an open letter to the Brooklyn Eagle, Mr. 
Higgins discusses the Boxer rebellion and its causes. 
He stated, “We must protect to the uttermost against 
the acquisition of territory or power by people whose 
only idea of rule is loot.” He was vigorously opposed 
to any such arrangement as that of Shanghai's foreign 
concessions, stating as follows: “Why, therefore, can- 
not our American diplomacy be really American and 








while we believe devotedly in the Monroe Doctrine of | 
America for the Americans, why cannot we help the 
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HOW MUCH? Prices are /ess than you would 
expect for Sloane quality, custom-made office 


furniture. 


WHY? Complete files of designs, including 
full-size working drawings, enable us to elim- 
inate expensive preliminary work and pro- 
duce fine custom-built pieces at prices com- 
parable to stock merchandise. 

INDIVIDUALITY? Whatever your specifica- 
tions, our master plans can be adapted quick- 


ly, economically. Production in Sloane’s own 
factories starts without costly delay. 


DETAILS ? Send for our literature on custom- 
made and stock office furniture. Also, prices 
and details on our liberal discount and pro- 


tected dealer policy , 


WHOLESALE OFFICE FURNITURE DIVISION 


Ws J SLOANE 


575 FIFTH AVENUE + NEW YORK 
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MOSLER 


INSULATED. RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 





meet with prompt customer acceptance because 
of the One-Hour fire protection and maximum 
filing efficiency offered by this modern equip- 
ment. 


Dealers will find this a profitable line with mini- 
mum sales resistance. 


This is the only File bearing both the Underwriters’ Lab- 
oratories and Safe Manufacturers National Association 
One-Hour Fire Label with Drop or Impact test, as illus- 
trated below. 
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Patent Applied for 





Four-Drawer Letter File, 
standard wrinkle green fin- 
ish. Door closed and locked. 
Combination lock can be ! 
added for use in connection standard wrinkle green fin- 
with key lock to afford dual ish, with letter and substi- 
control. tute insert drawers. Door 
receded. 





Four-Drawer Letter File, 





DEALERS: Mosler also offers a complete line of Fire- 
Resistive Vault Doors, Safes and Burglary-Resistive 
Chests. 

Write Dept. D of The Mosler Safe Co., Hamilton, Ohio. 
for catalogs, prices and information about our proposi- 
tion. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
CTORIES 
HAMILTON, OHIO 
PITTSBURGH 














320 FIFTH AVI 
NEW YORK CITY 
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Orient a little in realizing the corresponding principle 
of China for the Chinese?” 
In 1903 Mr. Higgins edited and published for the 


| Brooklyn Ethical Association a 333 page book by Pro- 


fessor James H. Hyslop of Columbia University entitled, 
“The Ethics of the Greek Philosophers.” A companion 
volume “The Ethics of the Chinese Philosophers” was 
partially completed, but the magnitude of the task 


| caused its publication to be deferred and it never 


appeared. In 1905 as chairman of the committee on 
street car nuisances of the South Brooklyn Board of 
Trade, Mr. Higgins was responsible for securing better 


| service on the transit lines of New York City. He 


arranged meetings of citizens’ associations such as the 
South Brooklyn Board of Trade with the State Rail- 


' road Commission, the mayor and many other officials. 
| These activities resulted in the improvement of the 


braking system on street cars and in the reduction of 
the accident rate. Mr. Higgins also secured the reversal 
of a court decision which had stated that a flat 
wheeled car was not and could not be a public nui- 
sance. Three printed pamphlets of approximately 
seventy-five pages each show the results of a prodigi- 
ous amount of correspondence and investigation which 
stopped every loophole of escape so that the transit 
companies were forced to give better public service. 
The last report is dated 1906. 


Aids Stricken Bank 


In 1907 Mr. Higgins again rushed into the fray, this 
time for the depositors of the Brooklyn bank, of which 
he was appointed co-receiver. This bank had been 
forced to close its doors during the October panic of 
that year after seventy-five years of existence. De- 
scribing the conditions at the time, the report of the 
investigators which appeared later stated, “All indi- 
cations pointed to receivership liquidation having all 
the bad features of loss and wasteful management 
affecting receiverships heretofore known and with 
some special added complications of its own by reason 
of a so-called ‘merger’ with another financial institu- 
tion.” Mr. Higgins organized a committee of fifteen 
which met in the offices of Chas. M. Higgins & Com- 
any and served without compensation. For the benefit 
of the depositors he also refused the substantial fee 
for his personal services to which he was entitled as 
receiver. Those who would have edged their way into 
control of the bank were defeated so that it was able 
to resume business within a year without loss to a 
Single depositor. For this great service Mr. Higgins 
was accorded a testimonial dinner at the Montauk 
Club in Brooklyn at which he was presented with a 
beautiful bronze statue. Seated next to him on this 
occasion was New York Supreme Court Justice William 
J. Gaynor, who a few months later was to be elected 
mayor of New York on the Democratic ticket. Mr. 
Higgins was acclaimed in the newspapers of the time 


| as ‘the Man of the Hour, one who can lead and save.’” 


Hardly had the reopening of the bank been assured 
than Mr. Higgins was able to announce another great 
personal victory as a result of a campaign undertaken 
largely for the public good. It so happened that not 
long before he had purchased a farm in Smithton, 
Long Island, for use as a country home. As a result 
of a disastrous fire in its woodland on April 19, 1906, 
over thirty acres of forest were destroyed. Mr. Higgins 
determined that the damage had been caused by the 
negligence of the Long Island Railroad Company. He 
brought a long series of actions against the railroad 
which ultimately forced all of the railroads of New 


| York state to obey the clause in the state law requiring 
| a railroad “To cut and remove at least twice a year, 
| all grass, brush or other inflammable material along 
| its right of way through forest lands or lands subject 


to fire from any cause.” The railroad denied that the 
forest commission had any jurisdiction in the par- 
ticular county in question and stated that the law 
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Aywrgpnein’ 
Ventitorm 


A NEW SUITE OF 
METAL CHAIRS BY ARTILITY 


ERE’S a new suite of chairs designed to give the dealer hand- 
ling it a trump card for getting the order. Attractive in design, 
sturdily constructed of metal, they are built to give many years of 
service. Their value at the price is readily apparent to any pur- 
chaser. Formed to give body comfort, provided with ventilated 
backs for coolness, upholstered in either genuine leather, frieze, 


mohair or imitation leather. 


Ventiform Chairs will be furnished to match the 


IMPORTANT 


the market today. Also grained to match wood furniture. 


wide variety of new steel furniture finishes on 


a WRITE FOR FREE BOOKLET 
roe \ We have just published a catalog giving 









descriptions of Ventiform and two other 
great profit making chair suites. Every of- 

\ fice appliance dealer will want this com- 
\ plete information readily available. Your 
copy is waiting. Send for it today. 
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V Check 


YOUR STOCK 
OF 
ARTILITY 
POSTURE 
CHAIRS 
€ 





THE “AIR-FLOAT”’ 


Dealers who are taking advantage of 
the opportunity available through 
this line, find that it is a real profit 
maker. Wide range of prices and 
styles. Beautiful designs. Artility 
Posture Chairs offer many selling 
advantages. 











ARTILITY METAL PRODUCTS, INC. 


1121 SECOND STREET, ELKHART, 





INDIANA 
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A radically new and unique method 
of vertical filing—the Oxtovd 


PENDAFLE 


(PATENTS APPLIED FOR) 





Here is a striking new product which has met with instant approval by users and deal- 
ers in a pre-announcement sales campaign. Its sales appeal is tremendous and the profit- 
able selling plan makes dealers doubly enthusiastic. 

A leading dealer’s comment is typical of many we have received—‘‘I do not know of an 
article that has ever come out on the market that has received a more favorable reception 
than this, and we want to congratulate you on your foresight in bringing it out.””* 

In Pendaflex, the folders and guides are suspended—they can’t sag because they hang. 
That’s why we say Pendaflex is the first ever—vertical filing method—the greatest advance 
in filing since the evolution of the file folder. All filing operations are speeded up and made 
easier. The full story of 
the many advantages of 
Pendaflex is contained in 
our leaflet. 

We are ready now for 
additional selective distri- 


bution. Send inquiries to 


OXFORD FILING 
SUPPLY COMPANY 


340 Morgan Ave., 
Brooklyn, N. Y. 


125 So. 8th St., St. Louis, Mo. 





*Name on request 
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applied only to state reservations or public forests or 
parks and not to private woodlands. This question was 
fought through every court up to the Court of Appeals 
and in each court the law was sustained and the 
railroad company defeated. Through this expenditure 
of his time and fortune for public benefaction Mr. 
Higgins saved the people and the state many thou- 
sands of acres of woodland which would have been 
ravaged by forest fires set by locomotives with defec- 
tive spark arrestors. In a pamphlet entitled “Protect 
Our Forests” dated at Smithtown, October 1, 1909, Mr. 
Higgins was able to announce to his neighbors and 
fellow land owners his complete victory. Of the dam- 
ages awarded he took nothing for himself other than 
reimbursement for his legal expenses. The balance he 
devoted to public causes. 


Seeks to Preserve Battle Site 


In an address at a dinner of the Prospect Heights 
Citizens Association at the Montauk Club in 1910, Mr. 
Higgins awakened Brooklyn residents to the fact that 
the first battle of the Revolutionary War after the 
Declaration of Independence was fought August 27, 
1776, in the South Brooklyn area adjacent to the Go- 
wanus canal. In this engagement, known as the Battle 
of Long Island, troops from Maryland had made a 
Stand against the British regulars at an “old stone 
house” which formerly stood at the northwest corner 
of Third street and Fifth avenue. Mr. Higgins called 
attention to the fact that Maryland members of the 
Society of the Sons of the Revolution had erected a 
bronze plaque on the site commemorating the historic 
Stand, but that the people of Brooklyn, instead of 
erecting a memorial, had permitted the most shameful 
neglect of the battlefield. Mr. Higgins’ long efforts to 
have the location adequately monumented did not 
receive recognition until after his death, when the 
city of New York, acting through its able park com- 
missioner, Hon. Robert Moses, built a park and play- 
ground on the site and reconstructed the old house 
from stones excavated there. At a time when it 
seemed that the memorial park project would never 
be consummated, Mr. Higgins used his own funds to 
purchase a plot and erect an “Altar to Liberty” on 
Battle hill in Greenwood cemetery facing the Statue 
of Liberty and commemorating the battle. This monu- 
ment was dedicated August 27, 1920, the 144th anni- 
versary of the engagement, by the Honorable Alfred E. 
Smith, then governor of New York. 

Mr. Higgins’ high personal regard for Mayor Gaynor, 
his friend and fishing companion, led him to active 
support of the latter’s candidacy for re-election as 
mayor of New York in 1913 on an independent ticket. 
These efforts were put to an end by the mayor's 
untimely death in the midst of the campaign as the 
result of the effects of an attempted assassination 
during the early years of his term from which he had 
never fully recovered. Mr. Higgins’ grief was deep and 
prolonged and undoubtedly helped cause the break- 
down several years later which eventually brought 
about his own death. 


In 1920 Mr. Higgins published a 212 page illustrated 
book entitled “The Horrors of Vaccination,” which 
was the result of many years of research on the 
effects of compulsory vaccination. Mr. Higgins’ passion 
for freedom had early aroused his resentment of any 
kind of restriction on personal liberty. It is worth 
mentioning here that he was among the first of those 
to protest against the tyranny of prohibition. His 
resentment of compulsory medication took practical 
shape in his efforts to secure repeal of the New York 
State compulsory vaccination law. He sought to prove by 
case records and statistics that vaccination frequently 
had unfortunate consequences and that as a fact it 
did not give the protection claimed for it. This con- 
tention touched so many vested interests that Mr. 
Higgins’ health finally broke in the attempt to prove 
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Serve with ASCO! 


Your customer wants Service, not Sales Talks. Time spent 
on “Substitution selling” takes away both profits and 


customer esteem. 


You don't have to sell ASCO. Over two decades of 
customer satisfaction have already done that. All you 


have to do is serve and Profit. 


The ASCO Line is complete in every detail—take card 
cabinets as an example:—A case or cabinet for every 
standard and higher-than-wide card in general use, in 


every capacity desired—and— 


Here are just a few. 





Nos. 135 146 158 
(3x5) (4x6) (5x8) 





Nos. 835 846 858 
(3x5) (4x6) (5x8) 





Nos. 1235 1246 1258 
(3x5) (4x6) (5x8) 





“Economy Line” 
“300” Line and 
“Higher-Than-Wide” 


Popular Priced! 


LIFT-OFF COVER 
STYLE 


All 12” deep. These boxes are 
fitted with positive follower 
block, brass cardholder and 
pull, riveted rubber feet. Fin- 
ished in Olive Green only. 
Capacity, 1,000 cards. 


“800” LINE 
All 8,” deep. Furnished in 
Olive Green, Grained Mahog- 
any or Walnut. With or with- 
out locks. Equipped with riv- 
eted rubber feet. Fitted with 
positive compressor. Capacity, 
750 cards and index. 


“1200” LINE 
All 12” deep. Fitted 
with positive compres- 
sor. Stay hinge on cover 
to relieve strain. 
Equipped with riveted 
rubber feet. Furnished 
in Olive Green, Grained 
Mahogany or Walnut; 
1269 with or without locks. 
(6x9) Capacity |,000 cards. 


CARD CABINETS 

Thirty (30) basic numbers, all 
available in Oven Baked Olive 
Green enamel or wood grain 
finishes—with positive compres- 
sors, rubber feet, with or with- 
out locks, and equipped with 
the famous ASCO instant hook- 
up feature—and covering the 
entire price range. 


Write in for ‘Have You a Card To File.” 
We believe it will interest you. 
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OUTSELLING ALL OTHERS 
by more than 2 to 1! 


... writes a Georgia dealer 






No. 4, $4.50 


SPEED FASTENERS 


The Georgia Gentlemen enclosed the above kind 
words with a batch of Swingline Guarantee 
Bonds. He was referring, of course, to his own 
city where he is in position to know. Swingline 
Speed Fasteners are fast taking the sales lead 
everywhere—a fact substantiated by many letters 


from all over the world. It’s a pleasure to add 


’ this Georgia letter to our growing files of un- 


solicited testimonials. 


q@ < 


No. 3, $3.50 TOT, $1.50 








No. 4P, $4.50 No. 3P, $3.50 Pocket Tot, $1.50 


SPEED PRODUCTS CO. 


37-18 Northern Blyd., Long Island City, N. Y. 
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his case with the result that he was unable to complete 
the fight with his usual vigor. He did succeed in 
freeing certain classes of children from compulsion, 
but was unable to bring about the complete freedom 
for which he hoped and labored. 


Death Comes in 1929 


Following a long period of ill health, Mr. Higgins 
passed away at his home in Brooklyn in 1929 at the 
age of seventy-five. During the years of illness he 
received the constant ministrations of his wife, the 
former Alexandra Fransioli, whom he had married in 
1899. A native of Switzerland, she was the niece of 
Father Fransioli, beloved Brooklyn priest who had 
founded St. Peter’s school and hospital and was one 
of the founders of the Brooklyn Bureau of Charities. 
Three children survived the union, Tracy Higgins, Mrs. 
Alfred H. Everson and Mrs. Frank Hamm. 

Inasmuch as the operations of the business had 
expanded greatly during the twenties, Mr. Higgins’ 
heirs deemed it desirable to incorporate, which action 
was effected in 1930. All of the Higgins products are 
still manufactured by the company in the plant into 
which it moved in 1901. General offices are located at 
271 Ninth street with the factory building immediately 
in the rear at 244 Eighth street. The present board of 
directors includes Tracy Higgins who, as chairman 
of the board and president, is general manager of the 
company; John Gianella, Jr., son of Mr. Higgins’ orig- 
inal partner, who as vice-president in charge of pro- 
duction is responsible for maintaining the unvarying 
high quality of the line; Mr. Higgins’ widow, Mrs. 
Chas. M. Higgins, and his two daughters, Mrs. Everson 
and Mrs. Hamm. 
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A CARLOAD OF GLOBE-WERNICKE FILES.—An order for a 
carload of four-drawer modern wood filing cabinets equipped 
with exclusive Tri-Guard safety features was recently given 
The Globe-Wernicke Co., Chicago branch by W. C. Clancy, 
executive vice-president of the Lumbermen’s Credit Associ- 
ation. Mr. Clancy explained that one of the reasons for the 
large order was based on the fact that wood filing equipment 
is now streamlined and modernized to occupy the minimum 
of floor space. Mr. Clancy (left) hands the order to Gordon 
Kickels, GW representative, as Chicago Branch Manager 
H. J. Warnock looks on. 


-.~<=>-e- 
BILL SAHM SUFFERS INJURY 


William Sahm, representative in the Middle West 
for Eagle Pencil Company, was the victim of an un- 
fortunate accident on October 8. While attempting 
to board a car southwest of the Loop in Chicago he 
missed his footing, fell, and broke a leg just below the 
knee. A few days later the leg was put in a cast, in 
which it probably will remain for a number of weeks. 
He expects to resume his calling upon the trade about 
the first of the year. 
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fe . Imperial, richest of all 


matched Pen and Pencil Sets, men’s 
and women’s, encased in a Pres- 
entation Box of utterly new beauty 
—a setting they richly deserve. 
Some styles laminated Pearl with 
14 K Gold mountings; others (as 
illustrated), with Gold-Filled mono- 
grammed caps, or 14 K Gold caps; 
still others, all-over 14 K Gold, en- 
gine turned, and chased, forming 
two-tone patterns of yellow gold 
over rose gold. Prices: $17.75, 


$19.75, $27.50, $30, $32.50, 
$37.50, $70, $80, and $150. 
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BY Parker 





To bring a surge of Christmas sales 


to our Retailer Friends 


We believe that the best way to wish you “A Merry Christmas” 
is to spend our money to give you a line of Pens and Sets so 
ATTRACTIVELY DESIGNED, so GORGEOUSLY PACKAGED, and 
so HEAVILY ADVERTISED that it will bring Christmas shoppers 
flocking to YOUR PEN COUNTER instead of going to counters 
selling shirts, neckties, handkerchiefs, cosmetics, cigars, etc.— 
counters in which you have little interest, if any. 

Are you aware of the EXTRA thousands we have spent in your 
interest without charging YOU extra? 

Just compare the PARKER GIFT BOXEs with ANY others in the 
pen business—compare them CLOSELY— compare the workman- 
ship, design, and finish — Set for Set and Price for Price. 

Do you see the difference? Sure! And so does the public, 

Not even jewels are more exquisitely packaged —no more richly 
finished than Parker Pens and Pencils, 

That’s why, this Christmas, they are featured in Displays and 
Advertising as 


The Jewels of Pendom 
Guaranteed for Life by Parker's @ Blue Diamond 


Yes, this will be a Parker Christmas—latest national pen polls 
prove that. 


Write us for brand-new 4-color catalog and profit-sharing agree- 
ment while there is yet time to share in the surge to Parker Pen 
Counters. The Parker Pen Co., Dept. OA-11, Janesville, Wis. 


Parker 


Y-VA CURLA TICS 





Pens marked with the Blue Diamond are guaranteed for the life of the owner against everything except loss or intentional 
damage, subject only to a charge of 35¢ for postage, insurance, and handling, provided complete pen is returned for service. 


PARKER VACUMATIC PENS ARE SOLD BY THE MAKER DIRECT TO THE AUTHORIZED RETAIL TRADE EXCLUSIVELY 
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Jr MACHINE POSTIN 





TO POSTING MACHINE USERS: 


Tra-Dex fills that long felt need for an improved method for filing your 
records. Records in Tra-Dex are visibly indexed for instant finding and 
can be removed for posting and refiled “in less time than it takes to say 
it." Sectional construction permits setting up of records in convenient 
units and single sections or multiple arrangement of sections provides 
utmost utility when used for posting or straight reference work. Regard- 
less of sheet or card size and weight, single or manifold records and 


statements, stuffing or pull posting, Tra-Dex will do the job better. 


TO POSTING MACHINE SALESMEN: 


Exposed edges of sheets or cards, resulting from overlapping arrangement, 
offers unlimited uses. Think for a moment what this means to you. Due 
dates for follow-up of delinquent accounts, exposed balances for visual 
comparison with minimums for more accurate inventory control, signals 
for rapid credit authorization work are but a few of the important time 


saving and control functions that these margins can perform. Tra-Dex 


will help you sell installations. 


TO STATIONERS: 


Tra-Dex is another original creation of Visible Records Equipment Company, 
makers of Flex-Site—the first automatic shift type loose-leaf visible. 
Dealers handling Flex-Site have Exclusive-Protected territories, have the 
only complete and best known line made, sell at list prices, receive special 
sales training and specialized service . . . and now their franchise is 
automatically extended to include the sale of Tra-Dex. You may be located 
in a city or territory that is still open. Write at once—tomorrow may be 
too late. Tell us about your sales organization and coverage and we will 


reply at once with full particulars. 


TO FLEX-SITE DEALERS: 
A generous supply of Tra-Dex circulars with your imprint, along with capaci- 
ties and complete price list, are enroute to you. Additional circulars and 


other supplies are always available 


Send for literature, prices and details on our liberal discount and 


Exclusive-Protected dealer franchise. 


VISIBLE RECORDS EH QUIPMENT CO. 


1432 ALTGELD ST. 


CHICAGO, ILL. 








NOVEMBER, 1940 123 





(Continued from page 63) 
American News Company, who withdrew to make up a 
slate. 

Introduce Eberhard Faber 


Upon introduction by the chair, Eberhard Faber, 
Eberhard Faber Pencil Company, drew a great round 
of applause. He expressed his pride in the organiza- 
tion, enumerating a number of instances which he 

















in the way of increasing good fellowship in the sta- 
tionery industry. He terminated his remarks with the 
hope that the organization would continue for many 
years to come. The group voiced its pleasure in Mr. 
Faber’s remarks by singing “For He’s a Jolly Good 
Fellow” as the speaker sat down. 

The chair then proceeded to recognize the following 
as having made unusual contributions to the success 


stated indicated the fine reputation this organization bon and Carbon 

enjoyed throughout the country. He reported in de- A veteran oe to the trade 

tail the results of the East and West competition at salesman informal way-:* 

the National Stationers convention in Chicago. He in his own 1 

was firm in his belief that the golf association idea ; 

was a good one—and that it had accomplished much ee — (| 
| 


You know how we've matched our packages 
and dressed them up and launched elaborate 
seasonal window campaigns to help you get 
more Ribbon and Carbon volume of the right 
sort. 
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of the organization during the past year: David Kahn 
and Harry Yager, both of David Kahn, Inc.; Irving M. 
Levy, Art Steel Company, Inc.; Fred Huber, Eberhard 
Faber Pencil Company; Jim Neary, Geyer’s Topics; 
E. T. McIntyre, Defiance Sales Corporation; R. J. Urm- 


But did you know that “M&V” carries its co- 
operative policy much further? That we have 
packed between the covers of the little book 
shown here enough merchandising information 
to make a walking encyclopedia out of any 
dealer or salesman who will study its pages? 


ston, J. S. Staedtler, Inc.; George Fairchild, unattached. 


Mr. Huber, having received a call from the chair, 
presented a resolution calling for a continuance of 
the East and West competition under the auspices of 
this organization. At the conclusion he introduced Joe 
Pritchard, of the Pritchard Stationery Company, Chi- 
cago, who spoke briefly. Then the organization adopted 
the resolution unanimously. 


The treasurer’s report was accepted without change, 
after which the nominating committee announced 





This SALESMEN’S GUIDE is a counterpart to 
our BUYERS’ REFERENCE . done in the 
same thorough manner, and sure to aid you 
in soliciting for office and “big user’’ business 
on a higher plane. 
There never was a 
loose leaf guide of its 
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their pleasure in presenting the following names for SALESMEN size so filled with help- E 
officers for the year 1941: SEE ful facts . . . and I'm a 

L. H. Tavernier, Fulton Specialty Company, for presi- GUIDE telling you, if you use tg 
sae REFERENCE it right, you'll see your 4 


WITH SUGGESTED RESALE 
PRICES AND DISCOUNTS 
FOR CONSUMERS ONLY 


Fred G. Huber, Eberhard Faber Pencil Company, for 


; sales and profits 
vice-president and treasurer. 


GROW! 
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George F. Griffiths, Noesting Pin Ticket Company, 
for secretary. 

Eberhard Faber, Eberhard Faber Pencil Company, 
for chairman of the board. 

W. G. Whittemore (retired), for vice-chairman. 

J. B. Kemp, Ever Ready Calendar Manufacturing 
Company, for director. 

George Fairchild (retired), for director. 

Julius Kahn, David Kahn, Inc., for director. 

Harry Levy, Silver Stationery Company, for director. 


E. T. McIntyre, Defiance Sales Corporation, for di- 


rector. 

Jim Neary, Geyer’s Topics, for director. 

Bob Sainberg, Sainberg & Company, Inc., 
rector. 

R. J. Urmston, J. S. Staedtler, Inc., for director. 

R. A. Weissenborn, General Pencil Company, for di- 
rector. 

W. D. Evans, W. A. Sheaffer Pen Company, for 
director. 

Herman Price, Eagle Pencil Company, for director. 

This slate was enthusiastically received and on mo- 
tion, the secretary was instructed to cast the unani- 
mous vote of the organization for these officers. 

Joe Pritchard then presented a resolution in behalf 
of the golfers in the western district which was similar 
to that presented by Mr. Huber for the Stationers Golf 
Association of New York. 


Prizes for competition for the year were awarded as | 


follows: 


Eberhard Faber cup—Class A champion, D. G. Vol- | 


Kert. 
L. H. Tavernier cup—Class B champion, J. G. Bos- 


for di- | 








Don’t worry so much 

about competition! 

Equip yourself with 

MITTAG & VOLGER the help of this val- 

saath basen oi. apes hand uable Salesmen’s 

= Guide, to go right in 

to the toughest purchaser or office manager, 

show him WHY your "M & V” brands are best 

for his force, and SELL him as you've never 
sold him before. 


You should have a copy of 
our SALESMEN’S GUIDE ... 
it’s yours for the asking. 


AM tu Uognied 
MATCHED PRCHHGES 


MITTAG & VOLGER, Inc 
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| MIDCO 


- PERFECLITE 


_ is Revolutionary 
@ in Lighting Efficiency | 
| @ in Beauty of Design | 


| To satisfy the ever-grow- 
ing demand for fluorescent 
|| desk lighting and to as- 
i sure the lasting satisfac- 
tion of your customers, 
feature the new MIDCO 
| PERFECLITE. Handsome in 
|| design, sturdy in construc- 
| tion, peerless in light 

distribution, PERFECLITE 
is available in three effi- Model 1005 

cient models; in six beautiful finishes, including sprayed 

wrinkle and bronze plate. The manual starting switch 
| gives instantaneous daylight with no flicker. 





IMPROVED PORTABLE 
FLUORESCENT LIGHTING 


PERFECLITE’S superiority in light 
control and distribution is obtained 
by the exclusive MIDCO DUAL 
REFLECTOR which assures max- 
imum light of uniform intensity and 
softness to the working area. The 

MIDCO PERFECLITE has sales appeal; is priced right; 
and offers unusual opportunity to create new business 
and profits. It's an excellent holiday item. Write at once 
for complete description, price list and discounts. 


MIDCO 





Reflector 





ULULLIt4. 


. a 


| MIDWEST NATURLITE CO. 


| 440 N. WELLS ST., CHICAGO, ILL. 














OFFICE APPLIANCES 


worth. (Neither of these gentlemen are connected with 


' concerns directly in stationery field.) 


Runner up in Class A—-R. A. Weissenborn trophy, 
F. G. Huber, Eberhard Faber Pencil Company. Runner 
up in Class B.——Harry Levy trophy, George Fairchild. 

Herman Price trophy for the greatest percentage of 


_ improvement by an individual player during the year 


was presented to J. C. Musser, Eberhard Faber Pencil 


Company. 


D. A. Davies trophy for greatest attendance during 
the year was tied for by four members, but was pre- 
sented to E. H. Gehring, who won the toss. 

The Julius Kahn trophy for the lowest average net 
score for the season was won by F. G. Huber, Eberhard 


| Faber Pencil Company. 


The lowest net score of the tournament, the W. D. 


| Evans prize, was won by C. P. Fink, Eberhard Faber 


Pencil Company. 

The consolation prize presented for this tournament 
by Guy D. Hill was presented to Mr. Faber. 

The regular order of presenting prizes was suspended 
at this point, while Will Grawtage, through the presen- 
tation of G. W. Fairchild, returned to Mr. Faber the 


| cup that was won in 1906 by his father, Harry Graw- 


tage. In acceptance, Mr. Faber received the cup for 
its sentimental value and handed it over to the organi- 
zation as an added incentive for competition. 

The awarding of prizes was continued. 

The low net for the day in Class A was awarded to 


| R. J. Urmston, J. S. Staedtler, Inc. 


The lowest for the day in Class B went to Irving M. 


| Levy, Art Steel Company, Inc. 


Sixteen or seventeen other chaps also participated 
in the awards as runners up. 

This then concluded the business for the year, and 
the chair appropriately expressed its appreciation for 


| the united codperation that made the year successful 


and closed with the hope the following year would be 
even more pleasant and more successful. 











TAKES MORE TERRITORY FOR 
HOTCHKISS.—E. R. Sharp, who cov- 
ers the Midwest territory for the 
Hotchkiss Sales Company, Norwalk. 
Conn., has recently expanded his dis- 
trict to include North and South Da- 
kota, Nebraska, Kansas, Minnesota 
and Iowa. 
te ota 


NEW FILE FOLDER COMPANY FORMED 


A new manufacturing firm, the Southern Folder & 
Index Company, has been established at El Dorado, 
Kans. The industrial organization is owned and oper- 
ated by L. V. and J. B. Alpuente who are also owners 
of the El Dorado Printing & Stationery Company. 

Special machinery has been installed in the new 


| plant for the manufacture of file folders and indexes 


which are made from paper produced by mills of 
southern Arkansas and northern Louisiana. The 
machines turn out completely finished folders in one 
operation, cutting, scoring, printing, folding and count- 
ing them at the rate of 6,000 per hour—ADR 
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INCREASE YOUR SALES AND 
PROFITS WITH DEPENDABLE 


ee ae 


GLOBE-WERNICKE MERCHANDISE 


There are many dependable Globe-Wernicke accessories you can offer 
your customers . . . useful business helps that speed up routine . . . increase 
efficiency and enable people to do more work with less effort and expense. 











































Br \0, 0) > Oe The demand for G/W office equipment and supplies is growing rapidly. 

WOOD DESK TRAYS Don't lose sales by not having what the customer wants when he is ready 

Wide hand Sp toattee Mmm to buy. Stock up now on fast-moving G/W merchandise that offers you 
EE RCL 2 cood profit and helps build repeat business. 


it easy to handle papers. 
Write for catalog, prices and details of our attractive proposition to dealers. 





EVERYDAY FILES ieee are 
Eleven styles...in- Sturdil 

. y built... 
osrea pr nat made of heavy 
daysof month, etc.; aes hey 


also metal tabs ateal follower 





with removable 
inserts. Standard 5x 7. ret) 7 : 
and legal sizes. check file sizes. 





BOX FILES Predticres 

oice of striped 

PW (@) 0) 7-0 an ©) 29) £0 FO) 88) Meet most every wood or Masonite 
TAB GUIDES ye bee prong + board. Clip has 

Tabs are set at natural teen different sizes for holding . ome ~ 


with many styles 


of indexing. ory Ta fon 


and waybill size. 





rat: ts bb ale MME bate) (-SMMN bal-(-) a ¢-MME- ba: 
removable ... permit un- 
eeaabha-toM-> gol-bal-plobae 

















For over half a century, Globe-Wernicke has been building a reputation for 
merchandise of dependable quality, good service and fair dealing to all. 
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SHIELD TYPE 








INDEX TABS 
STEEL WASTE BASKETS wee a om rHase TyeEs 
Two sizes... with or with- ON colinicid .. Celluloid with Both kinds made in three styles... 


out legs ... easy to keep FRASER indexing cloth skirt...easily indexed, strip and shield type. 
red (tba everything ... and quickly Every business needs these handy “‘time 
hide nothing. affixed...stick fast. savers’ for indexing records and books. 


Globe-Wernicke 


> Cinci | 
2 : Tatetlalarchimmelaice) 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
: Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions— Special Stee! 
Service : ; 
and Wood Equipment for Libraries, Schools and Public Buildings Filing Supplie: 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelvir 
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CES TA 
SQUEAKLESS 
CK) CHAIR IRONS CK) 

















OFFICE 
POSTURE 
TYPEWRITER 
AND STOOL IRONS 
—A COMPLETE LINE. 
CATALOG ON REQUEST 






























COLLIER-KEYWORTH COMPANY 





GARDNER, MASS, U S.A 














EQUIPPED 

WITH RUBBER 
CUSHIONS OR STEEL 
SPRINGS, C-K IRONS ARE 






OVER 


gh cl WELL BUILT OF HIGHEST 
EXPERIENCE QUALITY AND ARE GUARANTEED 


IN BUILDING 


CHAIR IRONS TO GIVE SATISFACTORY SERVICE 
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Cc. F. MEILINK 


Charles F. Meilink, president of the Meilink Steel 
Safe Company, passed away on October 8 after an 
illness of three and a half years. His death ended 
a long career between invention and commercial ex- 
ploitation of his inventions. 

As a young man Mr. Meilink studied for the Catholic 
priesthood but his inventive mind led him to machine 
shops where he invented the Dauntless bicycle. His 








THE LATE C. F. MEILINK 


enthusiasm for bicycles led him to professional racing 
and the building up of a good sized bicycle factory. 
Having built the bicycle business up to the point 
where he could seil out at a nice profit, he drew up 
all the necessary papers to be signed the first thing 
Monday morning, but the Saturday before the factory 
burned completely to the ground, and being inade- 
quately covered with insurance, practically nothing 
was recovered. 

When the bicycle business was destroyed, Mr. Meilink 
turned his efforts to the creation of new inventions 
and the development of contrivances conceived by 
others. For this purpose he built a small laboratory 
and plant where many small items were manufac- 
tured such as typewriter stands and telephone brack- 
ets, many of which are still in use today. 

It was in his laboratory about the turn of the cen- 
tury that Mr. Meilink conceived the modern light 
weight safe for homes and small businesses. This 
development continued to the larger sizes with close 
fitting interlocking formed steel door jambs and 
frames replacing the old style brittle castings. 

Mr. Meilink was instrumental in writing the Federal 
Bureau of Standards specifications covering safes and 
promoted better burglar protection in safes obtaining 
the class T-20 insurance rating for the industry. 

He suffered a severe stroke three and a half years 
ago and has been absent from the business for that 
length of time. The firm will continue its operations 
under the same management. 


TP + 
J. G. PAULSON 


J. Gottfried Paulson, one of the founders of the old 
Jamestown Metal Desk Company, died last month at 
his Jamestown, N. Y., home. He was in his fifty-second 
year and had been in ill health for a considerable time. 

Born in Vannas, Sweden, Mr. Paulson came to the 
United States at an early age and had been a resident 
of Jamestown for the past thirty-five years. Two 
weeks before his passing his illness obliged his removal 
from a house at 81 Highland avenue, in which he re- 
sided for twenty-five years, to another residence on 
North Main street extension. 

Mr. Paulson is survived by his widow, Mrs. Amelia 
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The Super-Geature 
ADDING MACHINE ROLL 


USL 
me cvory day! 


250 feet in every 
roll. 

y 
Every roll is hard 


wound, no breaks, 
no patches. 


3 


Every roll has warning 
signal in red, three feet 
before the end of the roll. 


4 


Every roll is smooth, individ- 
ually sanded, vacuumed and 
brushed. Clean, easy to handle, 
easy to use. 


) 


Cores are hardwood wax- 
dipped. clean and free of splinters. 


) 


Every roH in any of the 6 grades is 
uniform in quality, texture and weight — 
standard for the particular grade. 


- | 
NO WASTE IN STARTING THE ROLL 
This patented feature makes starting a new roll 
easy ... and eliminates practically all waste. 
Full measure in SPOTSEALD ROLLS and you 
can use all of every roll. 





PAPER SPECIALISTS FOR THE STATIONER 


ROCKWELL-BARNES CO. 


1525 West 38th Street Chicago 
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TO. HELP YOU SELL 


VAN DYKE FLUORESCENT / 


COMPARATIVE LIGHT DISPLAY 







mii For window or 
store counter 
Write for mean 
details. Compon: THE — 
VAN DYKE LIGHT QUALITIES * 
No. 900 


$g75 


as illustrated on 
display. Solid 
walnut base—solid 
bronze pen rest 
and appointments. 


Unequalled 
For Value and 
Beauty 


this efficient, adjustable 
desk lamp will fit in every 
location. Unique, stream- 
lined design with solid 
walnut Step-Up base, solid 
bronze pen rest and ap- 
pointments. Has Van Dyke 
“Parasil” color correction re- 
flector for maximum, glareless illumina- 
tion. Price defies all competition in its class. Has instan- 
taneous manual type switch and ballast. Finished in Van Dyke 
Morocco Brown with hand-rubbed walnut base and polished 
bronze. Height 11!2”, width 18”. Weight 8 pounds. Burns 15 


watt standard tube. For A.C. current. $4 05%° 


Model 1277 


Model925, 


Model 925, less tube 
FOR 
DESK— 
DRAFTING 
BOARD 


and every location in office or 
factory. Adjustable in all direc- 
tions—-folds compactly when not 
in use. Finished in Van Dyke 
Morocco Brown and Bronze. Ad- 
justable in height and of most 
rugged construction. For 15 watt 
standard tube, A.C. current. 
Maximum extension 28”. 


Model 1277, > i 6°° 


less tube 







Ideal for office, store 
or home. Comes in 2, 
3, or 4—24” tubes for 
either ceiling or sus- 
pended types. 











America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


2857 South Halsted St. Chicago, Illinois 
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Johnson Paulson; three daughters, Mrs. Walter Ander- 
son, Mrs. Roger Venman and Mrs. Charles Gustafson, 


| Jr., all of Jamestown; a son, Donald W. Paulson, of 


Jamestown; two sisters, Mrs. Carl Strandberg of 
Jamestown and Mrs. Hans Hanson of Sweden: two 


| brothers, Rubert Selin and William Lundin, both of 
| Sweden, and three grandchildren, Daniel Frederick 
| Anderson, Patricia Diane and Janet Darlene Venman. 
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R. V. WELLS 

Ross V. Wells, owner of the Wells Rubber Stamp 
Company, Pontiac, Mich., died September 19 at the 
General hospital of that city after an illness of six 
weeks. He had been a resident of Pontiac since 1910, 
making his home at 39 School street. 

Mr. Ross was born at Howard City and was educated 
in the Ferris Institute at Big Rapids. He spent a great 
deal of his time in taking an active part in many civic 
ventures and was a keen philatelist, holding member- 
ship in the Pontiac Stamp club. 

He is survived by his widow, Mrs. Martha Wells; his 
mother, Mrs. Estella Davenport of Ashville, N. C.; one 
son, Clarence T. Wells, of Flint; one daughter, Mrs. 
Catherine Draewell, of San Francisco; and three 
brothers, Floyd G., of Walnut Creek, Calif., Ralph O., 
of Ashville, N. C., and Clifford, of Chicago. 


t bt +t 


W. A. SPARKS 

William A. Sparks, fifty-three, a patent attorney in 
the Brooklyn, N. Y., office of Remington Rand, Inc., 
died after a brief illness October 10, at his home in 
Mountain Lakes, N. J. 

Born in Eau Claire, Wis., Mr. Sparks was graduated 
from the University of Montana, the Emerson College 
of Oratory in Boston and Fordham Law School. He 
toured the country for a time as a Shakespearean 
actor, and became a member of the Gilbert and 
Sullivan Societies of New York and London. Before 
joining Remington Rand ten years ago Mr. Sparks had 
practiced law in New York for many years. 

Surviving are his widow, Mrs. Jane Champagne 


| Sparks, and a son, Thomas Sparks.—BJ 
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W. E. COOK 

William E. Cook, retired partner in the Atlanta Rub- 
ber Stamp & Stencil Company, Atlanta, Ga., died Sep- 
tember 22 at his home in the Georgia city. He was 
in his eighty-ninth year and had been on the retired 
list since 1932. 

Mr. Cook, who was a native of Cincinnati, went to 
Atlanta in 1889 and, with a brother, the late John S. 
Cook, founded the company and operated it until the 
death of John. For the next eighteen months the sur- 
viving brother ran the business alone and then retired. 

A member of the Grace Methodist church, Mr. Cook 
is survived by two daughters, Miss Florence Cook and 
Mrs. L. L. Young, and a granddaughter, Miss Martha 


Louise Young. 
+ + 


O. E. LITTLE 
Otis Everett Little, president of the Edmund Little 
Company, Haverhill, Mass., died last month at his 
home in that city. He was in his seventy-ninth year. 
Mr. Little was a retired cashier of the Haverhill 
National bank, having been associated with banking 
circles for more than fifty years. He is survived by 


| a son, Edmund Little. 


TT hb & 


F. A. DUREITZ 
Frank A. Dureitz, for more than forty years con- 
nected with the Comptometer Company at Cleveland, 
Ohio, died suddenly last month while attending a 
picnic at Milan, Ohio. He was in his fifty-ninth year, 
and resided at 4617 Wichita avenue. 
Mr. Dureitz was eighteen years old when he joined 
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PP a 
CPM Cl LINEN LEDGER... 
100% New Rag Cuttings...unequalled for non- 


permanent records which must nevertheless with- 


stand hard use. 


Gerwardlsx D...100% New Rag 


Cuttings...ideal for stationery and for documents 


which must defy hard use, yet need not last per- 


manently.t 
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C Soagd uvcin AND MACHINE 
POSTING...50% New Rag Cuttings...a unique 


dual-purpose paper, equally and perfectly suited 


both to ledger and machine posting. 


C jcorl BOND...50% New Rag Cut- 


tings... tub-sized and air-dried, with a special 
finish that makes it an unusually serviceable paper 


for stationery, records and forms.t 
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THE ASBESTOS COVERED 


FIREFOE TRANSFILE 


BALL BEARING 
DRAWER ACTION 





AUTOMATIC 
DRAWER STOP 


FIRE RESISTIVE 


The tremendous heat of a gasoline torch 
was concentrated on one spot to estab- 
lish its fire resistiveness. 


—_ 


TORCH TEST 





GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET, NEW YORK, N. Y. 


The new FIREFOE makes the TRANSFILE line com- 
plete. 4 styles and 13 sizes will meet every record 
storing need. 


i 





EAS I 
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NON-INFLAMMABLE 


FIBRE BOARD FILE 


It has taken several of intensive experimentation and develop- 
ment work to bring the FIREFOE TRANSFILE to perfection. But 
we have got it now—a collapsible specially processed, fibre 
board, asbestos covered steel reinforced file which is fire resis- 
tive, non-inflammable and vermin proof. 


PLUS—a newly developed ball bearing drawer action, which is 
a knockout. Fully loaded drawers pull back and forth with utmost 
ease. 


PLUS—Automatic Drawer Stop, Steel Front, entire outside 
finished in attractive olive green, 2-Way Interlock, and all other 
TRANSFILE features. 


Now you can sell your customers a new service. The four styles 
and 13 sizes of TRANSFILE FILES enable you to meet every 
standard record requirement. And they will satisfy your cus- 
tomers, too. 


Send a sample order for the new FIREFOE now! 
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the Felt & Tarrant organization, parent company of , 


the Ohio firm. He worked in Chicago for a consider- 
able time, leaving that city in 1914 to go to Cleveland 


where he opened the first branch of Felt & Tarrant | 


and the first Comptometer repair station in the Ohio 
city. It was only a year ago that he was presented 
with a check for $1000 at the annual banquet of the 
Comptometer Quarter Century Club in recognition of 
his long service with the company. 

Mr. Dureitz is survived by his widow, Mrs. Margaret 
Dureitz; a son, Arthur; two daughters, Mrs. Charlotte 
Rutledge and Mrs. Alice O’Neill; three brothers and 
two sisters. 

- - & 


R. O. VAUGHN 


Ransom O. Vaughn, owner of the Typewriter Vaughn 
Office Equipment Company, 3324 Mackinaw street, 
Saginaw, Mich., died suddenly at his home following 
a heart attack. He was in his forty-ninth year. 

Mr. Vaughn was well-known in the industry, having 
started in the business as a boy with the Oliver Type- 
writer Company in Cincinnati, Ohio. He went to 
Saginaw eight years ago and opened his own organ- 
ization, carrying a complete line of office machines, 
supplies and furniture. 

He is survived by his widow, Mrs. Lillian Vaughn 
and a son, Albert, both of whom will carry on the 
business in which they have been actively connected 
since its inception. 

; i; & 


A. F. CASPER 


Prominent in the office supply and book field in 
Walla Walla, Wash., for many years, Arthur F. Casper 
died recently in that city at the age of seventy years. 
For a considerable time he was engaged in the book- 
binding business, going to Walla Walla thirty-four 
years ago. There he purchased the Union Book Binding 
Company, later broadening his activities by adding the 
office supply business. A short time ago Mr. Casper 
sold his business to R. B. Baslee and entered retire- 
ment. He is survived by a brother and two sisters.— 


CML 
it h t 
BEN GOLDBERG 


Ben Goldberg, who in 1937 left the firm of A. I. 
Goldberg & Bro., New York City, to establish a resi- 


dence on the West Coast in an effort to regain his | 


health, died last month at La Canoda, Calif. He was 
in his fortieth year. 

Mr. Goldberg, who was well-known to a great many 
members of the industry in the East, is survived by 
his widow, a daughter and two brothers, A. I. Gold- 
berg, head of the company bearing his name, and 
Michael Goldberg, of the Fort Howard Paper Company. 


' f § 


SHEAFFER’S XMAS ADVERTISING ANNOUNCED 


Of paramount interest to dealers who are preparing 
for the coming holiday gift buying period is an an- 
nouncement of the W. A. Sheaffer Pen Company, Fort 


Madison, Iowa, regarding its Christmas advertising 


plan. 
The drive, laid out like a military machine to reach 





every section of the country, will involve the use of | 


space in forty-four magazines and seventy-five of the 
nation’s largest newspapers. All Sheaffer advertise- 
ments will run in four colors, and will be specially 
positioned on the back and front inside covers of 
the magazines and the back covers of newspaper mag- 
azine sections. 


So that the retailer may tie-in with this holiday | 
drive, the Sheaffer organization has made available | 
a number of timely and appropriate displays. Included | 


in these are the Sheaffer “Carol Singer,” artistically 
produced in beautiful colors, and the Christmas sta- 
tuette display, which is an attractive fixture and may 
be used this year and for many Yuletides to come. 
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Ready for immediate delivery 


A NEW BATES STAPLER 
MODEL D 


Little Brother to Famous Model B 






$350 
Loaded with 
2,500 Staples 





This model D was developed to meet an insistent 
demand for a stapler with the popular ‘Makes 
its own”’ Bates feature, for use in offices where 
the volume of stapling is comparatively light, 
and for home use. 

Bates Model D Stapler is handsomely finished 
in crinkly walnut color. It has rubber feet to 
protect the desk. It is a sturdy, long-lived stapler 
at a price that fits any budget. 

Bates Staplers (Model B and Model D) are 
assortable for quantity discounts. Model B re- 
fills (5,000 or 10,000 staples) and Model D re- 
fills (2,500) staples are also assortable. 

This new Bates Stapler has met with great 
enthusiasm wherever it has been shown—we 
suggest that you send in your orders at once. 


NEW STUFFER IS READY 
The new Model D Stuffer in red, brown and 
black is ready for you. They are free for the ask- 
ing, imprinted with your own name and address. 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N. J. * New York Office: 30 Vesey St 
Makers of Bates Numbering Machines Bates Indexes Bates Eyelets 
Bates Mun-Kee Stamp Pads Bates List Finders Bates Ink, ete. 
Bates File Fasteners Bates Eyeleters Bates Perforators 
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THE soisieail OF MANY 


N E Ww CRAMER 
ANNOUNCEMENTS 


3000 LINE ” 


POCK.A-BNY 


POSTURE CHAIR with 


‘“MICRO-GRIP”’ 






Pat. Pending 


e BIGGER value 
e LOWER price 
e 20 Lbs. net weight 


e “ROCK -A-BACK” 


with counteracting compression springs—fits itself 
to the motion of the body. 


—_——_@—__—_ 


e “MICRO-GRIP" 


a twist of the "MICRO-GRIP” allows back height 
and seat depth adjustments—another twist secures 


the adjustment. 


——___—_—@> — 


@ SEAT-SHAPED PLYWOOD — WITH 34” 
LATEX FOAM RUBBER CUSHION. 


Also Available with Hair Cushion—Slightly Lower Price. 


————- 


@ COVERS REPLACEABLE IN THE FIELD 


Place YOUR reliance on Cramer science. 


Cramer Posture Chair Company 


1210-18 CAMPBELL STREET KANSAS CITY, MO. 
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FOUNTAIN PEN PROMOTION BRINGS IN 
HUNDREDS OF PENS TO BE FIXED 


Jack Sanderson, Portland, Ore., pen and camera 
shop operator, has a plan that brings in hundreds of 
pens to be fixed as well as sell new pens. He adver- 
tises: 

“Don’t throw your pen away, bring it to me.” Then 
he quotes a popular price including satisfactory repair 
of the pen if it can be repaired. This popular one-price 
covers a new rubber ink sac, pen point smoothed and 
reset, complete cleaning and adjustment, name en- 
graved free on pen, a bottle of fifteen cent high 
quality ink, and last but not least, entire satisfaction 
with the pen. 

Displays of new pens with easy-to-read prices, in- 
duced many repair customers to buy a new pen.—_ BART 

—_><- ——- 


L. L. BROWN APPOINTS SIERRA COMPANY 


The Sierra Paper Company, Los Angeles, Calif., has 
been appointed agent for Escort ledger and machine 
posting, a fifty per-cent new rag ledger recently in- 
troduced by the L. L. Brown Paper Company, Adams, 
Mass. At the same time the manufacturing company 
stated that interesting announcements and sample 
pieces relating to the new line are being mailed to 
the trade. 








WEDDODIIWN G S 


PARKER-CAMPBELL 

On October 5, John E. (Jack) Parker, Woodstock 
Typewriter Company salesman of Presque Isle, Me., 
was married to Miss Nina Campbell. Following a 
honeymoon the couple returned to Presque Isle the 
latter part of October. Mr. Parker has covered the 
uppermost points of Aroostook county in upper Maine 
for a number of years. At the ceremony Edward L. 
Duquete, cashier at the Woodstock Boston branch, 
was best man, and before starting on their tour, Mr. 
and Mrs. Parker paid a visit to E. J. Duquette, manager 
of the Boston office. 





— 2 —__—. 
GIBBY-WILLARD 
On October 5 Miss Anne Willard became the bride of 
R. B. Gibby in a ceremony performed in the Elizabeth, 
N. J., home of the bride’s parents. After the wedding 
the happy couple left for a honeymoon on Sea Island, 
Ga., and will make their home in Elizabeth. Mr. Gibby 
is a member of the firm of Clark & Gibby, office furni- 
ture dealers of 20 East Forty-first street, New York, 
JUBIEN-BEATTIE 
A recent wedding at Bridgetown, N. S., Canada, was 
that of Miss Marion Beattie, of Bridgetown, and Fred 
W. Jubien, of Halifax, N. S. The groom is in partner- 
ship with his father, A. F. Jubien, in the Selling 
of office equipment at retail. After a honeymoon by 
car in Nova Scotia the couple took up residence in 
Halifax. The bride was a public school teacher before 
her marriage—WJM 
—e #8 8} > 
KREUSEL-HARRIS 
Miss Cleo Harris and Emile Kreusel, both of San 
Antonio, Tex., were married at a quiet wedding held 
at the home of the bride’s parents, on the night of 
September 28. Mr. Kreusel is employed in the ship- 
ping department of Maverick-Clarke Litho. Company, 
of that city —BCR 


*—> 
THROCKMORTON-HUDSON 
Announcement has been made of the marriage on 
September 17 of Miss Marcella Hudson to Charles W. 
Throckmorton, both of Little Rock, Ark., where the 
groom is connected with the Capital Typewriter Com- 
pany, 204 West Capitol avenue.—ADR 
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YOU GRIP A LIFETIME OF PROFIT 
WITH THE TRADES MOST 
VALUABLE FRANCHISE 






Prepare Now 
For 1941 


The answer to a pertinent question you have heard 
at District Meetings, the National Convention and 
elsewhere may help you in properly preparing to 
increase your business in 1941 and thereafter. 


THE QUESTION.—Why do dealers who possess the 
Shaw-Walker franchise regard it as their most valuable 
business asset? 


THE ANSWER.—The Shaw-Walker Dealer has the only 
complete coordinated line in the industry.— 8,000 items, 
each matched with the others for best results. Once users buy 
Shaw-Walker, they continue. 

Shaw-Walker’s trade-mark is the best known in the office 
equipment industry. The Shaw-Walker OFFICE GUIDE is 
recognized as the greatest Junior Salesman, the biggest single 
source of continuous repeat orders in this business. Most 
important, Shaw-Walker products cost no more. 

And, by dealing with this one source of supply, Shaw- 
Walker franchise owners earn larger quantity discounts. Since 
supplies alone can amount to 30% of your entire business, 
since Shaw-Walker products often exceed 50% and more of 
a dealer’s sales volume, the Shaw-Walker franchise owner's 
profit picture is easy to see. 

RIGHT NOW there are a few cities where we are willing 
to make a change. Yours may be one of them. Inquire! 


GHAW-WALKER 


= MUSKEGON, MICHIGAN 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 


. Built Like a 
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@ THESE are the days when every busi- 
nessman can eliminate “figure-bottle- 
necks’ by using the Remington Rand 
Printing Calculator. Retailers use it to 
figure mark-ups. Wholesalers use it to 
compute discounts. Manufacturers use it 
on estimates, payrolls, invoice checking, 
costs, inventory, depreciation. For every 
figuring requirement, general or special- 
ized, the Printing Calculator fills the bill. 















Why ? Because it's the ONLY complete, all 
purpose figuring machine... addition, 
subtraction, multiplication, AUTOMATIC 
direct division ... with PRINTED PROOF 
of every problem. It's compact, rugged, 
light-weight. Get acquainted with it—let 
us bring it to your office... today! Let it 
show you, on your own work, the time 


and effort and money it can save. Rem- a a 
ington Rand Inc., Buffalo, New York. In  >——LIhe Remington Rand 
Canada: Remington Rand Ltd., Toronto. p ~~ ‘ rN ‘¢ 


ONLY d Noiseless, Standard, Portable Typewriters . . . Adding, Calculating, Bookkeeping, Punched-Card 
“ugton R an Accounting Machines . . . Kardex Visible Systems, Record Protection, Filing Methods and Equipment, 
Reming CAN FURNISH Loose-Leaf Devices . . . Photographic Records Equipment . . . and other Precision Products including the 















EVERY OFFICE NEED famous Remington Rand Dual Close-Shaver — Dealers, Sales and Service Offices in 517 Cities 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HILE there was a slight let-up, or let-down, in 
business in Los Angeles during the month of 


October it was no serious drop and every dealer inter- | 


viewed in the stationery or general office appliance 
game had a truly optimistic smile spread horizontally 
across his face. The approaching national election, the 
relaxation following schcol opening, reflex from the 


Balkan campaign, etc., were given as causes for cus- | 


tomers holding their breath. It would be all wrong, 
however, to say that all dealers felt the slight drop. 


One manager of a typewriter company branch said | 


they could not get enough typewriters to keep up with 
their sales. Another said they were well ahead of 
October, 1939, and one dealer in office furniture said 


he was having a marvelously good month. All ex- | 


pected a good winter no matter who went to the 


White House or to Congress. Development in the | 


industrial areas of Southern California due to pre- 
paredness is a potent factor, all said, in assuring 
volume business for several months once the public 
mind settles down to business problems immediately 
at hand. 

” - * 

Favors Pushing Bantams.—Miss Tessie Goldwater, 
buyer for the stationery and office supply departments 
in The May Company’s big department store, believes 
in promoting bantam typewriters with the thought of 
making every child possible a typist from a very early 
age and so a potential customer for typewriters all his 
or her life. To this end Miss Goldwater keeps two 
bantams in conspicuous display and instructs her 
sales people to call them to the attention of the 
younger parents as often as possible. A bantam type- 
writer, she says, is much above a mere toy as a present 
to a child and it offers continuous and satisfying pleas- 
ure to the child. Miss Goldwater thought of conducting 
a school for children but she soon found that the de- 
mand would be too great, almost overwhelming, so 
she abandoned that but still thinks it would be a good 
thing. Response to bantams by the parents with mod- 
ern educational ideas, she states, has been increasing. 
The price is such that many buy the bantam in place 
of toy sets in the same price range. 

id al 7 


Likes Coupon Plan.—The three live proprietors of 
The Southern California Adding Machine Company 
(Paul King, Ernest Von Rhine and Gordon Miller) are 
well pleased with a coupon book plan recently intro- 
duced. The coupons are used in purchasing a large 
variety of items, not merely one line as is the case with 
coupon books generally used by office supply stores. 
Customers like the convenience, they say, and it has 
acted as a Sales stimulus. The street address of this 
firm is 947 South Broadway. 

- - * 

Scooter Saves Money.—R. C. Andersen, the proprietor 
of the Business Appliance Company at 509 South 
Spring street, has added a scooter to his pick-up and 
delivery equipment and says it is a time and money 
saver. The thing runs eighty miles on a gallon of 
gasoline and the carrier box is large enough to carry 
two typewriters and all the tools, etc., necessary in 
repair jobs. The quicker and snappier service, he 
states, is pleasing to his customers 

. * ° 

Schorr Takes Trip.—Bernard Schorr, proprietor of 
The Office Equipment Exchange, 410 South Spring 
street, spent three weeks recently in New York, Boston, 
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FINER, CLEANER, 


FASTER WORK 
with 
CEN-TR-KOTED 
CARBON PAPER 


ONE-HALF INCH LONGER THAN 
ORDINARY KINDS! 


Cen-Tr-Koted snaps out easier—there- 
by saving time and money! Measures 
8!/, inches wide by 13!/, inches long 

. instead of the ordinary 8!/, by 13] 


DOESN'T CURL .. . . LASTS LONGER! 


Cen-Tr-Koted is uncoated along the 
edges. This feature assures cleaner 
carbon copies free from smudgy “tree- 
ing’! 

MADE WITH SPECIAL-FORMULA 
Cen-Tr-Koted makes permanent 
copies .. . and more of them. Rigidly 
inspected at factory for absolute uni- 
formity e 


INK! 


Send for our helpful booklet “Carbon Paper Facts.” 
It will be sent to you free on request and will give 
you many informative facts on Carbon Paper. 

















An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 
Los Angeles Denver 
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Yew BOOKCASES by 
NUCRAFT 


New in 


DESIGN 


CONSTRUCTION 


APPEARANCE 


VALUE 





A complete range of styles is available in this newest of crea- 
tions by NUCRAFT. Made of Genuine Mahogany or Genuine 
Walnut, each bookcase has gum interiors, adjustable shelves, 
hand rubbed tops and finished with Royalty lacquer. Packed 
ONE per carton. Made in three sizes. 
You will find a ready market for this fine new line 
of Bookcases. 
Write for descriptive folder, prices and 
attractive dealers’ discounts TODAY! 


NUCKAFT Furniture Products 


18 Goodrich St., S. W., Grand Rapids, Mich. 








Value Plus! 


You cannot appreciate the 
comfort built into Murphy 
upholstered office chairs until 
you have tried one. 





The soft spring 
seats and shaped, 
well padded backs, 
provide the ease 
and comfort your 
customers invari- 


ably seek. 


Did you receive our cata- 
log No. 68? Go through it 
carefully. You'll find 
chairs of good styling at 
prices that will appeal to 
the thrifty buyer. We are 
No. 8283 ready to ship. 





Murphy Chair Co., Inc. 


OWENSBORO, KENTUCKY 
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Detroit and Chicago on a business and buying trip. 
Business is good, he states, and he proves this by 
enlarging his store, the floor space having been given 
a 50 by 100 foot addition in a recent modernization job. 


+ o * 


Ben Tufeld Has Double Tray Rights.—Ben Tufeld, 
proprietor of the Western Office Furniture Company 
at 428 South Spring street, has bought the rights to 
manufacture and distribute an attractive type of 
double desk tray. It comes in any one of three woods 
oak, walnut or mahogany—and in two styles. Ben be- 
lieves he has something very convenient and very 
beautiful. 

om * ~ 

New Dealer Models Still Popular.—W. E. (‘“Monty’’) 
Montgomery, manager of the local branch of the 
American Writing Machine Company, states he is still 
having a good play on his “New Dealer’ models in 
adding machines, both hand and electrically operated 
and both credit balance and non-credit balance types. 
While October was not so sprintingly brisk as Septem- 
ber it was on the whole a good month, Mr. Mont- 
gomery Says. 

* + * 

Donovan in California.—Jim Donovan, sales man- 
ager of the typewriter division of the Underwood 
Elliott Fisher Company, was due to arrive in Los 
Angeles from New York on October 28. He planned 
to spend about three days in the city as one of the 
calls he is making in a nation-wide business trip. 


* * * 


Reilly Now With Underwood.—Neil Reilly, young 
giant who has made a record in athletics as a star 
basketball player at the University of Southern Cali- 
fornia, has been added to the typewriter sales force 
of the Underwood Elliott Fisher Company. The sales 
manager says he likes ’em young, strong, and up on 
their toes. 

7 7 ” 

Display at Hotelmen’s Convention.— The Schwa- 
bacher-Frey Company had an outstanding display at 
the convention of the Western Hotelmen’s Association 


M@ cnAPOt r §e : 





THE SCHWABACHER-FREY COMPANY DISPLAY AT THE 
HOTELMEN’S CONVENTION. 


convention held in the Ambassador hotel, Los Angeles, 
October 7, 8, 9 and 10. The display featured Acme 
Visible systems and Snapout carbon interleaved forms 
as well as other items especially designed for hotel 
business administration. Those from the Schwabacher- 
Frey Company in charge of the exhibit included Floyd 
Wiedbimann, head of the Acme Visible Records de- 
partment in the Los Angeles store; F. J. Goette, head 
of the same kind of department in the San Francisco 
store; and Bernie Vogel, head of the hotel supply 
department in the San Francisco store. Since during 
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1) A-S-E AURORA FILES 

You can’t beat A-S-E Aurora Files for 
EXTRA VALUE. There are four com- 
. greater capac- 
olive green 


plete lines. 28” depth . . 
ity . . . lustrous enamel. . . 
or grained wood finishes. 


A-S-E DS FILES —» 


Dealers like 
A-S-E Dead 
They're a 
profits. 


fast-selling 
Files. 


stimulant to 


these 

Storage 
real 
Practically every busi- 
ness organization in your lecal- 
ity has a permanent and inac- 
A-S-E 
DS Files solve it, positively and 


tive storage problem. 


economically providing 


maximum convenience and full 


protection in filing permanent 
records. They offer all the ad- 
vantages of steel files for per- 


manent records, at a cost no 
greater than that of cardboard 


boxes and shelving. 


ALL-STEEL-EQUIP 


COMPANY, INC. [aue 


607 JOHN STREET 








AURORA, ILLINOIS 


THE LINE WITH “SALES MOMENTUM” 


There’s no stopping this A-S-E 
Aurora line! A-S-E Aurora Files, 
DS Files, Storage and Wardrobe 
Cabinets, Desks and Tables are 
rolling up an ever-increasing ac- 
ceptance. More and more dealers 
are making faster sales and bigger 
profits. 

Superior construction, high- 
quality materials and handsome 
design—that’s why there’s EXTRA 


t A-S-E CABINETS 


A-S-E Aurora Storage and Wardrobe 
Cabinets, available in two complete lines, 
meet virtually every need. You can sell 
the Master line to customers 
deluxe cabinets. The Popular 
designed for customers who insist on 
maximum value at lowest possible cost 


desiring 
line is 


A-S-E DIPLOMAT 
DESKS -> 


—have the modern, 
streamlined appearance 
preferred by many offi- 
ees and institutions. A 
Standard line with con- 
ventional design i« also 
available. 


611 John St., 
A-S-E 


Name 
Addres- 
City... 


Aurora File« 


VALUE in A-S-E products. And 
that’s why more and more custom- 
ers are insisting on A-S-E Aurora. 

You, too, can cash-in on this in- 
creasing SALES MOMENTUM. 
You can step-up your profits—and 
speed up your sales—without ad- 
ditional outlay of time, money or 
effort. Check the coupon below 
and mail it to us. There is no ob- 


ligation. 





A-S-E BLUEPRINT CABINETS 


This new addition to the A-S-E Aurora 
line is unusually strong, well propor- 
tioned and trim leoking. It is built for 
safe-keeping of drawings, tracings, blue- 
prints and maps in any size up to 
36x48”. Cabinets are available in four 
sizes and in 3-drawer and 5-drawer anits. 





All-Steel-Equip Company, Ine 
Aurora, Ill 


Mail complete information about 


( ) Steel Cabinets 
‘ ) Desks and Tables 
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° ° ° —NO “BEATING THE BUSHES” 
FOR PROSPECTS! 


As usual, Royalchrome leads the field in its new 1941 furniture creations now in 
production. Masterful designs and extensive lines suitable for every type of office, shop 
and organization. The new and exclusive Cinnamon-colored Tuf-Tex leatherette, a simulated 
rawhide—one of 30 colors in which Royalchrome is upholstered—has created a positive 
sensation wherever installed. 

You don't have to hunt for Royalchrome 
prospects—you'll find them on every hand— 
in the same building, next door, around the 
block, etc., conserving the salesman's time and 





LOGICAL OUTLETS FOR ROYALCHROME 


a Fist energy. 
oe Shops Institutions 

Milliners Hotels Get the new 80-page Royalchrome catalog 
Restaurants Grills . ° *] efege 
sake oo in color, showing the vast sales possibilities of 
Hospitals Athletic Clubs this exceptional line. 


Manufacturing Plants Drug Stores, etc. 








ROYAL METAL MANUFACTURING CO. 
187 N. Michigan Ave., Dept. B, CHICAGO 
NEW YORK LOS ANGELES TORONTO 






we 





A LARGER LINE—MORE PROSPECTS—GREATER VOLUME 
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the last two days of the convention members of the 
American Hotelmen’s Association were in attendance 
the registration was large. The latter group of men 
had been in convention in Seattle so took in Los 
Angeles on the return trip to their homes. 

o + as 


Visits School Men’s Convention.—Revel Shepherd, 
head of the school supply department in the Schwa- 
bacher-Frey Company store, attended the annual con- 
vention of the California School Superintendents at 
San Diego, October 7, 8 and 9. 

. a oa 

Bryant in New Job.—Roy C. Bryant, who has been a 
typewriter salesman for Underwood Elliott Fisher 
Company for some time in Los Angeles, has resigned 
his position to enter the electrical appliance field. Ray 
M. Beck, formerly with another typewriter sales force, 
has joined the city sales force of the Underwood 
Elliott Fisher Company. 

- > * 

Secretary Married.—Miss Jeanne Goesslin, secretary 
to “Monty” Montgomery, manager of the Los Angeles 
branch of the American Writing Machine Company, 
is no longer Miss Jeanne Goesslin but has taken on 
the name of Mrs. Merle Martin. The happy couple 
returned from their wedding trip in October. Friend 
husband is associated with the Leigh Hardware Com- 
pany in Beverly Hills. 

~ ” . 

Cohn on Trip.—Jake Cohn, the general manager of 
the Security Furniture Exchange, Ltd., 420 South 
Spring street, has returned from a trip to New York, 
Washington and Chicago. The journey was a business 
and pleasure trip combined, and he was accompanied 
by his wife. A big portion of October Mr. Cohn spent 
with a group of friends hunting in southern portiors 
of the state and in Mexico. 

s ° * 

Priest Back from Jaunt.—R. A. Priest, Jr., Pacific 
Coast manager for the Eugene Dietzgen Company, is 
back in California after having taken a long business 
trip to Chicago, Detroit, New York City and Johnson 
City. Mr. Priest has his offices in San Francisco, but 
spends much time in Los Angeles. In the Los Angeles 
store this company has added the Ozalid Whiteprint 
machines to its line, a line definitely bringing this 
company into the office appliance field. The Directo 
process has also been added recently. The Los Angeles 
location is at 945 South Broadway. 

+ °° * 

Barlow in California.—A. W. Barlow, western sales 
manager for the Royal Typewriter Company, Inc., 
Chicago, was due to arrive in Los Angeles on a business 
trip late in October, where he was stopping for 
a few days. Mr. Barlow is on a long business trip with 
stops scheduled for many cities in the West. 


> . bd 


Sales on the Ups.—George E. Montgomery, district 
manager for the Ediphone Company, says business is 
on the ups. He sees sales volume as good for this 
winter. 

oo * o 

Lockard on Jury.—Blake Lockard, secretary of the 
Stationers Association of Southern California, has 
been having his first experience as a juryman this 
fall. He has been putting in time in Superior court. 
There is something to be learned there every day as 
well as in the association office, he says. 

a ° > 


Suggests “What’s Become?” Department.—Dan Van 
Valkenburg, veteran adding machine salesman and 
formerly with the Wales Adding Machine Company in 
Chicago, now located in Los Angeles, says he would 
like to have Orrice AppLIANces start a “What’s Be- 
come?” column. This would not be exactly a “Port of 
Missing Men” column, he states, but it would be a 


column to which an office appliance man could write | 


asking for the whereabouts of former friends and 























Sanymetal “Streamlined” Costumers are 
equipped with a scientifically designed base 
which enables them to remain upright—even 
when a 150-lb. weight is hung on one side. 
Hence, there's no danger of them toppling 
over and disrupting office routine. 


Sanymetal “Streamlined” Costumers are 
gracefully molded so as to harmonize with 
today's streamlined furniture. They have no 
sharp corners to snag the clothing and irritate 
the user. Furthermore, they will neither warp 
nor wobble! 


Sanymetal "Streamlined" Costumers are un- 
excelled for appearance, convenience, prac- 
ticality, utility and long-life ... are always 
in good taste. Attractively finished in Ma- 
hogany, Walnut or Oak grains. Also avail- 
able in Green, Gray, and White Enamel. 
Write today for Discount Schedule and full 
details. 


List Prices f.0.b Cleveland, Ohio 


ee OP Qi iiieeciecctste $10.00 
Mahogany, Walnut or Oak... 11,00 
White Enamel ......................... eee 13.50 















THE SANYMETAL PRODUCTS COMPANY, INC. 


URBANA ROAD 











1681 CLEVELAND, OHIO 





This is 
the mark of a 
master eraser, 
Dixon “Poppy,” 
No. 868. 






Recommend Dixon 
“Poppy” No. 868 for a 
general pencil eraser to 
all your customers with 





supreme confidence. 


: ;, Pencil Sales Dept. 98-J11 
See |OSEPH DIXON CRUCIBLE Co. 
, Jersey City, N. J. 
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Jhe NATIONAL Line for 
THE HOLIDAY TRADE 
















IDEAL 
GIFTS 
for 
Students, 
Salesmen 
and 


Executives 





Be sure to see the 1941 National line. 
Meets every requirement with its wide 
range of quality and designs. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
New Address in New York 10 East 34th St. 
New Address in Los Angeles 1709 W. 8th St. 











“Andy Units of Stool” 


include 


Pieel FILES 
TYPEWRITER TABLES 


STORAGE CABINETS 
WARDROBE CABINETS 
CARD CASES 
MAP CASES 


and allied steel 
products 
























° A 
Your inquiries are invited on 
special steel items. 


ANDERSON-HICKEY COMPANY, Inc. 


GENEVA, ILLINOIS 
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associates in the office appliance business. “I am 
starting it off,” Dan says, “with the following ‘What’s 
Becomes’: (1) What’s become of E. M. Wymore whom 
I knew as a valued employee of the Wales Adding 
Machine Company in Chicago? (2) What’s become of 
U. V. Culver, at one time zone manager for Remington 
Rand Inc., Philadelphia? (3) What’s become of Joe 
Winter, also zone manager for Remington Rand Inc. 
in Philadelphia at one time? (4) What’s become of 


| F. B. Willis, at one time sales manager for the Amer- 


ican Can adding machine, Chicago? I’d be glad to 
see answers to these ‘What’s Becomes’ and all of us 
have old friends we’d like to run down.” 

* + - 

Ed. Note.—Mr. Van Valkenburg’s suggestion is a good 
one. The response to his queries and the interest in- 
dicated by the number of other “What’s Becomes” 
sent in will determine whether such a column will 
be established. Do you want it? 

- — 
OLD TOWN ADDS TWO TO STAFF 

The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., last month announced the appoint- 
ment of two more men to its sales staff. They are 
W. J. Fitzgerald and S. F. Richardson. 

Mr. Fitzgerald will maintain headquarters in Dallas, 


| Tex., and will cover a territory consisting of Oklahoma, 


Arkansas, Texas and Louisiana. He is an able carbon 
and ribbon man, having had a number of years of 














experience in the industry. He will represent the 
W. J. FITZGERALD 

factory in working with Old Town’s dealers and dis- 

tributors. 


Mr. Richardson will be a factory representative 
assigned to introduce the company’s products to new 
dealers and work with established dealers in Virginia, 
North Carolina, South Carolina, Georgia and Tennes- 
see. Before taking up his new duties he spent a con- 
siderable time at the Old Town factory in connection 
with new lines the company will announce soon, and a 
completely new dealer cooperation program. 

pili 

NEELMAN TO HANDLE VISIBLE INDEX SALES 

Frank H. Neelman, formerly account executive with 
the Sales Analysis Institute, is now sales promotion 
manager for the Visible Index Corporation of New 
York. Mr. Neelman has for the past several years 


| aided in developing more effective salesmen for impor- 


tant sales organizations and is now undertaking sim- 
ilar sales work for his new company. 

The company plans to harness Mr. Neelman’s Knowl- 
edge of product and sales analysis, plus his sales train- 
ing capabilities in its present further development of 
a thorough going national sales organization. 

A hard-hitting selling organization backed up by 
staff men long associated with the visible principle is 
being properly primed to meet the rapidly increasing 
demand for “Visirecord.” 
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BE PREPARED FOR “FIRST OF THE YEAR” BUSINESS WITH 
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A Standard Boorum & Pease Product 


You can count on 
ae BLANK BOOKS 
BaP 


to satisfy every requirement of 


109 Jypor RULING — STYLE—SIZE— PRICE 


1170 Styles Unnumbered thousands of accountants and bookkeepers 


The Standard B & P Blank have found that the surest way to get exactly what they need in blank 


Book line includes Columnar 
Ruled Books, Figuring Books, Pease products. 

Folio Books, Account Books, Today (as it has for almost a century) the Standard B & P Blank Book 
Cash Book, Trial Balance 
Books, Time Books, Business 
Record Books for every type 
of business and profession, 


books of any type is to patronize a dealer who sells Standard Boorum & 


line offers the most comprehensive selection of bound record-keeping 
books available—with a type for every purpose at a price for every need. 
No matter how obscure the record-keeping task, there is a Standard B & P 


and many others too numer- Blank Book to fill the bill. 
ous to list here. For complete descriptions and prices, consult our Blank Book Catalog 
No. 49. 





BOORUM & PEASE COMPANY 


General Offices: 84 Hudson Ave., Brooklyn, N. Y. 


BOSTON ST. LOUIS CHICAGO 
29 Otis Street 115 S. 8th Street 538 S. Wells Street 





A Young Organization 
with nearly a Century 
of Experience 

















VISIT OUR NEW YORK DISPLAY ROOMS AT 349 BROADWAY 








’ 
: 
} 142 OFFICE APPLIANCES 
























































WE REPEAT— 
You Cant Beat Quality 


Just one month ago we announced two new lines of fully streamlined steel 


desks. What a response! Dealer and consumer comment is interesting:— 


Finest desk on the market. 
Can't keep samples on the floor. 
We want exclusive sale. 
Selling accounts never sold before. 
In a class by itself. 
Nothing like it on the market. 
Can you continue at the price? 
Sets a new standard of value. 











Gratitying, of course—interesting because it shows that critical examination and 
: hea 


unbiased comparison point to but one conclusion— 


A Superior Product 


Where not represented we are interested in responsible 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 


























“Pioneers for Fifty Years” 
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NORTHWEST TRAVELERS NEWS NOTES 


By A. J. Nordstrom, Correspondent 

Among the hunters who opened the season in Min- 
nesota were Arthur Grayston, Roy “Micro” Clarke, 
E. Mortimer Hansen, Vic Irgens and Robert Davies. 

om ” - 
’ Frank Zeller, the Des Moines nimrod, and Roy 
Clarke, the carbon and ribbon man, were to have 
opened the Iowa season at Spirit Lake on October 16, 
provided that the judge at Burlington, Iowa, released 
the hunting paraphernalia, which he is holding for 
evidence, against the thieves who broke into Roy’s 
car in that city some time back and made off with 
some of Roy’s most valuable possessions, including the 
aforementioned hunting equipment, to say nothing of 
the samples and records which Roy also carried. 

. ~ . 

Eddie Friedman is expected to be back on the job 
almost as good as new after a sojourn in St. John’s 
hospital at Fargo, after being injured quite seriously 
in an automobile accident on September 8. At first 
it was thought that Ed suffered a broken back, but 
the hospital authorities later discovered five com- 
pressed and one fractured vertebrae. Ed was removed 
after a short stay at St. John’s in Fargo to a St. Paul 
hospital where he completes his convalescence, and 
is expected with the help of a brace to be back on the 
job, alnmfost as good as new, by the time this goes to 
press. 


- “ * 


Who is the Iowa man who lost his shirt on the 
Nebraska-Minnesota football game through having so 
carelessly picked the Cornhuskers to take the Gophers? 
Hope he has better luck with his Hawkeyes. 

7 + +. 

That wailing sound heard in the vicinity of Seven- 
teenth street in Omaha along about five o’clock on 
Saturday, October 5, was said to have come from the 
diaphragm of the Sage of Omaha, according to Karl 
Keisel, the Carterite, who is also reported to have done 
some moaning after the Hawkeyes trampled his “Alma 
Mammy.” 

Bill Smith says he is rooting for Smith College, and 
thinks this school will have a successful season. 


. - 7 


Bill and Karl Castle were seen in Iowa the latter 
part of July at Davenport and Ottumwa so the report 
goes, traveling West and North. 

- a + 

Dan MacDougall, of the clan MacDougall, is re- 
ported to be hedging his bets on Michigan this year, 
and only wants odds of two and three to one on his 
Michiganders and Tom Harmon. 

* * o 

Swifty Fleet and Stanislaus Griebel have been very 
quiet on the Gopher prospects this season, probably 
looking for long odds. Claude’s old love, the Navy, is 
not doing so well this year. 

* al * 

Don Minor, Frank Peck, John Ford, Jr., and Bill 
Bloom can look forward to some hefty kidding from 
the Travelers after what happened to their wonder 
team from the Sandhills when they tackled the mighty 
Gophers of Minnesota who burrowed into the Husker 
Line at will. 

oa * o 

Art Willet, Herb Rummelhart, Don Barber and Al 
Charleville are also among the Cornhusker rooters 
who joined the mourning fraternity along with Bill 
Milburn, Jake Bogenreif, Fred Wolf, Jerry and Bob 
Latsch 

*—- 
PORTLAND HIGH SCHOOLS GET 150 UNDERWOODS 

Typing students and their instructors in the Port- 
land, Ore., high schools began the new term to find 
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BOLENS 


The Chair Iron of a Million Tilts 











Bolens Chair Iron Testing Machine. 


BOLENS best chair irons are sold only after enduring 
million tilt tests on a special machine (see cut) that destroys 
inferior mechanisms. 

Latest BOLENS features include peened coil springs, new 
type rubber cushions, rubber stops, oil impregnated bear- 
ings and other great features. 

Today's best office chair actions are built by BOLENS 
for tilting office chairs, executive posture chairs, steno- 
graphic chairs, jury chairs, office stools, etc. 


BOLENS MFG. CO., Port Washington, Wis. 











STREAMLINE REBUILT 
TYPEWRITERS 


No advance in price. 





Write for price on these as well as 
Adding, Billing, Bookkeeping and 
Calculating machines, Checkwriters, 
Office Devices and Cash Registers. 


Reliable Typewriter & Adding Machine Corp. 


303 WEST MONROE STREET CHICAGO, ILL. 
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IDEAL 64-A 


for Wide Carriage Typewriters 












Ruggedly right 
for solid user 
satisfaction. 





Exceptionally 
strong and well 
braced tubular 
steel stand. 





Quick-operating . ; 
raising and low- § e& 
ering device. 





Made specially 
for wide car- 
riage typewrit- We sell only through 
ers. dealers. 






A sales natural for quick profits. Ideal 64-A handles 
wide carriage typewriters correctly and safely. YOUR 
customers will like it, and they'll come back for more. * 
Write for data on Model 64-A and other fast-selling and 
profitable Ideal stands for business machines. 


SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third St., Los Angeles 
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that their classrooms had been outfitted with new 
Underwood typewriters. The Portland branch of the 
Underwood Elliott Fisher Company delivered 150 of 
the machines for distribution to the high schools. 
—ATW 


—>- 


BAD CHECK BOUNCE LEADS TO ARREST 

Finos Phillips, typewriter dealer of 117 Louisiana street, 
Little Rock, Ark., was defrauded of $53.30, October 12, 
when he sold a portable typewriter to a stranger and 
accepted a check in payment. According to Mr. Phil- 
lips, the scar-faced customer posed as a rancher living 
near England, Ark. The England bank returned the 
check as worthless. 

It is believed the same person may have likewise 
swindled other office supply dealers in other cities 
from his expert handling of the transaction. Mr. 
Phillips reported the affair immediately to the city 
and county authorities. 

A few days later, the sheriff was notified by Okla- 
homa officers that a man, giving the name of Frank 
Conley, and his wife, Irene, were arrested at Tulsa, in 
possession of the machine and were being held in jail 
there. Shortly thereafter, word was received from 
Muskogee, Okla., of the arrest of a scar-faced man, 
giving his name as Jimmie Reed, said to have been 
identified as the man who presented the check to the 
Phillips Typewriter Company, and who left the store 
with the machine. Arkansas authorities issued a war- 
rant charging the two men with false pretense, and 
arrangements were made to send deputy sheriffs to 
Oklahoma for the suspects. 

Before the deputies had left Little Rock, further 
word was received from Oklahoma, stating the suspects 
would be tried in Oklahoma on other charges, before 
being turned over to the Arkansas officers. Details 
of the charges were not given. The $53.30 check repre- 
sented $52.25 for the machine plus state sales tax. 
The typewriter was identified by serial numbers.—ADR 


—>><-————— 


NATIONAL BRIEF CASE ANNOUNCES DEALER 
ENSEMBLE 

A brief case ensemble which will enable the dealer 
to carry in stock a complete range of leather cases to 
meet all requirements has been announced as available 
by the National Brief Case Manufacturing Company, 
512 South Peoria street, Chicago, Ill. 

The ensemble consists of a catalogue case, a brief 





NATIONAL’S BRIEF CASE ENSEMBLE 


case with all-around straps, a ring binder, a multiple 
pocket zipper envelope, a three-way zipper envelope 
and a two-way zipper envelope. These are listed in 
the company’s catalogue respectively as the Nos. 
721B, 1416, 1310, 1591, 1532 and 1510. 

The set is available in a number of leathers including 
British tan, Suntan, grained or split cowhide. Details 
and prices will be furnished by the company on request. 
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SPACE... 
TIME... AND 
LABOR 
SAVING 
IMPROVE- 
MENT 


The E-Z LIFT Secretarial Desk 
attachment with patented fold- 
down carriage operates on a 
specially designed track. The easiest-operating secretarial desk 
attachment on the market. Investigate this new and better 
way. Be the first to offer your customers secretarial desks 
built with the E-Z LIFT Secretarial Desk Attachment . . . The 
feature that opens a vast, profitable new market for the sale 
of millions of new secretarial desks. 


Note These Advantages 


@ SAVES SPACE 
Makes possible smaller sized desks with big desk drawer space. 
Provides a balanced desk in 55-inch length with both pedestals 
1314-inch drawer front. 


@ PERMITS WIDER-CARRIAGE TYPEWRITERS 
In 32-inch depth desk, platform is 17 inches wide and 22 inches 
long. This permits use of up to 20-inch carriage typewriters. 
Wider desks can aceOmmodate even larger machines. 


@ MINIMUM VIBRATION 
Special door hinges automatically lock platform to door in 
writing position providing rigid three-point support with 
minimum vibration. 


@ EFFORTLESS ACTION 
Easiest-operating secretarial desk attachment on the market. 
Fingertip touch opens or closes almost automatically without 
typist leaving seated position. 


@ SAFE ACTION 
Fool proof in operation. Minimum of wear. Cannot be returned 
into desk until in correct position. Patented safety catch posi- 
tively prevents damage to typewriter by making it im- 
possible to lift or return typewriter until in 

correct position. 








FACT 
TO . 
F SECRET AR Viation in ei 
O pnstaler” crallatior 
agned for iesk install for 
Oo t is det : wood “aesk®= Ww rite 
equir : own : 


pT for 
tachme ired 
; sk At s if 
cecretati De , change onto yo" 
Lirt 9 NJ ic “ owt 
E 7 i . No — in you! , . 
The ait desks. 7 LiFl - No oblige ion 
A ¢ yf : ). 


DEALERS 


Cash in on the demand being created for secretarial 
desks with the E-Z LIFT feature. Demand this 
improvement from your regular manufacturer... 


or write us for names of available source of supply. sie 





Address 


ST. LOUIS HARDWARE MFG. CO. 
1500 North 18th St. ST. LOUIS, MO. 


Established 1902 


City 


ee se 
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| OPEN PEDESTAL DOOR—/i# ht finger-tip 


pull (without leav- 
ing seat) starts carriage in forward and upward 
motion. 

















N »ffor i j 
2 LIFT UuPp— _ effort required. Automatic 
spring action starts upward move- 
ment. Finger-tip lift brings platform in position. 
Automatically locked in rigid position. 































3 TO RELEASE—Press release lock. Typewriter 


, s then easily lowered without 
jarring or banging. Finger-tip push returns 
carriage into desk. 





' 

ST. LOUIS HARDWARE MFG. Co., | 
1500 North 18th St., St. Louis, Mo. ! 
! 

Gentlemen: Please send me literature and complete in- | 
formation about your E-Z LIFT Secretarial Desk Attachment. ! 
I 

I 

! 

i 

I 

. I 

State i 

My Secretarial Desk manufacturer is: i 

i 

! 

on an an an 6 Ge om ap ania Seeee ee aa tasseoananad 
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ne 400 Line - - 


Seewuts, "T'ranster Cases 
© 


Y 











3 GRADES-.-- 


ECONOMY GRADE—W ithout rollers 

STANDARD GRADE—Two roller construction 

HEAVY DUTY GRADE—Four roller construction at small price differ- 
entials 


10 FEATURES --- 


1. Heavy gauge steel case work. completely enclosing the drawer. 

2. Band iron frame at front and rear inside of case work, making it 
impossible for cases to sag when loaded to capacity. 

3. Angle reinforcements at four corners extending length of case. 

4. Drawer body with rolled edges to reinforce drawer sides. 

>. Clip for intermembering cases vertically. 

6. Center of front frame drilled for bolting, thus insuring rigidity at all 
times. 

7. Roller bearings optional. Cases may be had with two or four rollers 
at slight additional cost. 

8. All of the 400 series drilled for rollers, 
which may be installed in the field in a 
few minutes’ time. 

9, Maximum storage space 26%, 
drawer depth. 


10. Optional channel bases for front and 


Illustrating a stack of 14 - _ 
SECURITY transfer rear of cases. 
cases, each drawer with 






” 


of inside 





a minimum lead of 50 
Ibs. of filing material. 


The band iron frame 
construction prevents 
drawers from binding 
when stacked to this 
height. 


The transfer season is here! A tremendous volume of 
records will be transferred within the next two months. 
AND, we feel safe in predicting that the majority of con- 
sumers will demand an all-metal file. 
Order a sample stack now and instruct your salesmen to 
put a little extra pressure behind SECURITY transfer cases. 
They'll get real results. 
SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL NEW JERSEY 


A stack of four 
transfer cases 
with channel 
bases. 
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UEF ADVERTISING PLANS EXPLAINED 

Fall advertising plans of the Underwood Elliott 
Fisher Company, New York City, were fully explained 
last month in a unique manner by C. H. W. Ruprecht, 
manager of the company’s publicity division. 

All UEF dealers in the country received an attractive 
portfolio which contained proofs of advertisements for 
Underwood Master and Noiseless typewriters, Under- 
wood Sundstrand adding machines and portable type- 
writers. The idea was to a the dealer. fully 
with the great drive, and den 
that UEF advertising creates “millions of ripples that 
spread into sales.” 


nstrate to him the fact | 


The drive, Mr. Ruprecht explained in the portfolio, | 
will call on millions of prospects through the pages | 


of The Saturday Evening Post, Collier’s, Fortune, 
Forbes, Business Week, American Business & Systems, 
Commerce, Kiwanis and the Magazine of Wall Street. 


In addition the schedule also calls for a trade adver- | 


tising campaign in newspapers, magazines and radio. 
It is estimated that the combined reader audience for 
the year to date is 234,500,000 readers with still more 
to come before the holiday and gift-buying rush of 
Christmas arrives. 


NEW PACKAGING 
AND DISPLAY FOR 


“BEST-TEST” PAPER 
CEMENT. — The Union 
Rubber & Asbestos 


Company, Trenton, N. 
]., has announced a new 
packaging for its 2!/2- 
ounce tube and 4-ounce 
brush-in-cap cans of 
Best-Test paper cement. 
(Above) Attractive dis- 
play box holds 12 indi- 
vidually boxed tubes. 
There is also a display 
box (lower) to hold three 
of the 4-ounce cans 


each carton of the cans. 
Each can is packed in 


ton. Both counter dis- 
play units shown are 
sturdy of construction 
and are designed to 
catch the eye of the sta- 
tionery store shopper. 





GREAT LAKES TRAVELERS NOTES 
The Great Lakes Travelers Club has been planning a 
dealers’ meeting for Friday, November 1, to be held on 
the second floor of the Brevoort hotel as usual, but in 


a larger room. Special entertainment is being provided | 


including colored films of travelers and dealers as 
they appeared at picnics, golf parties and other social 


events. The committee making the arrangements con- | 
sists of Ray J. Eichenlaub of Service Steel Products, | 


chairman; Dan Consodine, Richard Best Pencil Com- 
pany, and William J. Dalton, Geyer’s Stationer. 

It was announced at the meeting that Bill Sahm of 
Eagle Pencil Company was laid up at the Palmer House 
because of a broken leg. Shortly afterward he was 


which is packed with | 





a newly-designed car- | 


able to get away and went on to his home in New York. | 
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BEAUTIFUL om USEFUL 


New Gift Item in Plastic 


Capacity “Princess” 
| Postal 
Pound Scale 













The "PRINCESS" Postal Scale is produced in four 
attractive finishes—Variegated Marble, Mother of Pearl, 
Circassian Walnut and Ebony Onyx. The illustration 
shows the Variegated Marble finish. 


The dial is etched on frosted brass. It indicates the 
cost of postage in cents on all classes of mail matter. 
Simply place the letter on the platform, read the dial 
and affix the postage. This beautiful scale will prove 
an attractive gift item for all occasions. 

Attractively designed for the individual desk, library 


table or the Executives desk. The modern desk set is 
not complete without a "Princess" Postal Scale. 


Write for price list. For Sale by Leading Dealers 








PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILL 








POSTURE 
CHAIRS 


Nationally known 
companies 
throughout the 
country are stand- 
ardizing on Fa- 
cility chairs. The 
reasons are appar- 
ent... they’re 
better built, have 
quick and easy 
adjustments and 
are priced right. 


is ready. 
Write for new catalog just off 
the press. 


Our new “500 Line” 








THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 
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HELP YOURSELF 
TO MORE SALES! 


Have you kept in touch with the latest developments in 
our line—developments that will help you to make more 
sales. Be prepared for your Biggest Season in leather 
portfolios with the Biggest Line in the industry. 


ITS LOADED WITH AMMUNITION FOR 
SALES OFFENSE 


Our service and co-operation will be at a maximum 


efficiency for your Holiday RUSH. 





P | STEIN BROS.| (Ope 
MFG. CO., INC. 


231 S. Green, CHICAGO —~- 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA. U.S.A. 
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PACIFIC NORTHWEST NOTES 
Registration of 11,000 collegians and co-eds at the 


| University of Washington, at Seattle last month, fur- 


nished impetus to extensive stationery business in 
stores along University Way, close to the campus. 


| Faculty members, along with under and upper class- 


men, swarmed into the stationery and book stores for 
their collegiate wants that included all manner of 


| typewriters and offices supplies. While the University 


Book Store completed extensive remodeling operations 
in time for the opening of college this October, the 
Washington Book Store provided itself with a new 


| store twice as large as its former location, by moving 


to 4316 University Way and installing what it claims 


| is “the largest stock of used text books on the entire 


Pacific Coast,” besides all manner of office or student 


| supplies. They have more than 50,000 used text books 


in the assortment. . . . Besides these two large retail 
outlets handling equipment and stationery needs for 
thousands of students of the big “U” there are clus- 
tered a number of other stores handling similar sup- 
plies in the collegiate district. 


* * * 


Building business and store traffic recently, The 
J. K. Gill Company store in Portland, Ore., popularized 
its establishment with Miss Dorraine Benedict, nation- 
ally known graphologist and handwriting expert, 
demonstrating handwriting and giving analyses free 
to visitors in the stationery department of the large 
Northwest store. 

* 7 * 

The Stationers, Inc., of Tacoma, Wash., have recently 
consolidated their position in the Tacoma stationery 
field with a number of amendments to its aims, objec- 
tives and incorporation purposes, reducing the number 
of its directors to three, and changing its address of 
registry office to 926 Pacific avenue, Tacoma, in amend- 
ing its incorporation papers. 


* * * 


A. E. Fransen Company on Third avenue, Seattle, 
has set up a sparkling new illuminated sign over its 
facade which blazes a path to the doorway of this 
office stationery store. 

+ * * 

Cooperation of paper, stationery and printing ele- 
ments of the Graphic Arts this October put over in 
grand style the 500th anniversary of the discovery of 


| printing in Seattle, making many local citizens discover 
| printing and its allied paper and other accessories for 


themselves. Special bookmaking exhibits were shown 
by Harry Hartman, blind bookseller of Seattle’s Fifth 


| avenue, while “Printing Week” was proclaimed early in 


the month. 


+ * * 


Stationery, paper, and office appliance companies in 


| Seattle were the leading blue ribbon winners in the 


Community Fund drive for preserving democracy with 
a host of institutions of a charitable nature. Blue rib- 
bon awards, for instance, for organizations showing 
more than a day’s pay average in contribution of 


employes, included such distinguished Seattle business 
| institutions as the Northwest Envelope Manufacturing 


Company; Seattle branch of Blake, Moffitt & Towne; 
Lowman & Hanford Company; Pacific Waxed Paper 
Company; International Business Machines Corpora- 
tion; and the Royal Typewriter Company, Inc. 


>» * * 


Handling a large quantity of stationery supplies, 
paper, note books and school accessories, J. P. Barrett 
opened recently a new store in the Swanson building, 
Ferndale, Wash. Mr. Barrett was for seven years with 
the J. C. Penney store in Wenatchee, Wash.—CML 

a ee 
WEST TO AID SALVATION ARMY BOSTON DRIVE 


John D. West, district manager for the Monroe Cal- 
culating Machine Company with offices at 80 Federal 
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TRANSFER 
TIME 


| a ap i? IS 
2 ees ATLAS 


TIME 





Business houses prefer ATLAS files for trans- 
ferred records—because they know they are sturdy, 
easy operating, have interchangeable drawers, can 
be stacked safely and are permanently satisfactory. 
Dealers prefer to sell ATLAS files—because they 
always measure up to expectations, cement busi- 
ness friendship, and assure attractive profits. 


ATLAS FILES are manufactured by 


Paya COLUMBIA STEEL 
: PHILADE 


LINCOLN-LIBERTY BUILDING 










ipeeenr CO. 
HI 
N 


. E. COR. BROAD & CHESTNUT STS. 
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i] Walnut with massive metal pulls. 
Styled RIG HT + Beautifully turned legs complete the 


7 1 sig ° 
Built RIGHT! pt ) ree 
The comprehensive Imperial line 
“ 1 includes equally impressive desk 
Pric ed R IG HT! values in every price range. Write 
today for your copy of the latest 


DO you want quicker turnover and Imperial catalog. 
bigger volume in your office furni- 
ture department? Check up on 
Imperial! 

Here’s a line that will pep up your 
sales and step up your profits by giv- 
ing your customers more for their 
money! It’s styled right, built right 
and priced right! 

Typical of Imperial’s outstanding 
values is this new No. 2300 Series, 
which embodies a distinctive beauty 
seldom found in moderate-priced of- 
fice furniture. 


The tops are handsomely moulded. 
All corners are well rounded. The 
drawer fronts effect a smart combi- 
nation of center-matched half-round 









No. 2361% Walnut Desk 

—60" x 34" x 30%". This 

series includes 8 flat top 

desks, 3 typewriter desks, 

i phone cahinet, costumer 
and 4 tables. 


Glaperial DESK CO. 


Evansville, Indiana 
























MODERNIZE Your UNDERWOOD No. 5’s 


with 


S/W SIDE PLATES! 


éy2 Appeal 
Pays Diidends 


S/W Reconditioned . oe * S/W Reconditioned 
5 with 


Underwood Noe. 5 Underwood No 





Left and right S/W Side Plates 
Gloss or Crackle finish 
(ribbon rewind extensien included) 


modernizing Side Plates. 


Here is your opportunity to sell your stocks of Underwood No. 5 typewriters. 
Equip and modernize them with these new inexpensive side plates and ribbon 
knob extension, truly modern in appearance. 


Write for prices and further particulars. 


§ H | PM A N WA R D Mt 325 N. Wells Street 
0. 0. cacaco, m1. 
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street, Boston, has taken over the chairmanship of 

the office equipment-machine group of the Greater 

Boston annual maintenance appeal of the: Salvation 

Army. He will form an active committee to meet the 

trade in an effort to reach the quota set. 
—————-2—_—_ 


WALTER H. FOX RETIRES 


After twenty-eight years in the typewriter business, 
first under the name of Walter H. Fox Company, 
and then for twelve or fifteen years as Walter H. Fox 


Typewriter Exchange, Inc.; then later on the sales | 


staffs of the Royal Typewriter Company and Under- 


wood Typewriter Company, Walter H. Fox retired on | 


October 1, 1940. 
A native of the East, Mr. Fox spent practically 





WALTER H. FOX 


his entire business career in Chicago. In 1936 he sold | 
his business and went with the Royal Typewriter Com- | 
pany. Two years later he transferred to the Under- | 
wood staff, a connection he maintained until his | 


retirement. He has now settled in Gloucester City, 
N. J., with Mrs. Fox. 


Because of his long and active connection with the 


office equipment industry, Mr. Fox is a well-known 
figure in Chicago. His large circle of friends in the 
industry will be interested in learning of his retire- 
ment. We join them in wishing him joy. 
— —-e - 
SEITZ OPENS FIFTH RECITAL SERIES 

Ernest Seitz, well-known Canadian composer and 
concert pianist last month opened his fifth consecutive 
season of Sunday radio recitals under the sponsorship 


of Underwood Elliott Fisher, Ltd. The broadcast is | 


handled by radio stations CBL, CBO and CFCF, in 
Toronto, Ottawa and Montreal, respectively, and will 


be heard over that network every Sunday at 1:30 p.m. | 


As before, the twenty-six programs in the Seitz series 
will include each week a variety of classical and popu- 
lar numbers appealing to music lovers of the most 
diverse tastes. They will from time to time include 
many of Mr. Seitz’ own compositions, from his “The 
World Is Waiting for the Sunrise,” to his latest pub- 
lished work, “Butterfly Waltz.” 

In Canada the recitals are one of the week’s most 


widely followed programs and also enjoy a large | 


audience in the United States. 
———___ o-oo 


PEN POINT “MAGIC” DRAWS CROWD 

“The hand is quicker than the eye’”—that’s the point 
in a series of pen point demonstrations currently on 
view at John W. Graham’s big pioneer stationery store 
at Spokane, Wash. Spectators daily watch the sleight 
of hand manipulation of pen points—for the point is 
changed in ten seconds flat. 

Fascinatedly, folks stare at these pen points changed 
in the twinkling of an eye, and the urge that gathers 


the multitude and momentum for the demonstration | 
is the promise: “Watch Us Renew a Fountain Pen in | 
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Grand Central Palace February 3 to 8 
New York City 


1941 





37th ANNUAL 


DOORWAY 
T 
BETTER 
BUSINESS 
METHODS 























DISPLAYS and DEMONSTRATIONS of MACHINES 
Methods, Equipment and Supplies for 
Efficient and Economical 
Business Administration 


NATIONAL BUSINESS SHOW Frank E. Tupper, 
50 Church St., New York City Manager 














RAVEN 


AND 


NATIONAL Carbon Papers 


Lines of 











Lines of TicTaTon SILk 
Typewriter AND 


Ribbons SUPREME 


Use the “Bueki?’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 





























STARK CALENDAR 
Line 


for 1941 


Investigate 
the NEW 
Features 
STARK Line! 





Complete 


Each pad is printed in two colors (RED & BLUE) on high- | 
grade bond paper... . . Also, printing has been rearranged to 
give maximum writing surface and to show the “THREE 
MONTHS AT A GLANCE” feature. 

STARK Calendar REFILLS and STANDS are interchange- | 


able with others on the market. Many other features make | 


of the 


the STARK line the best | 


line for you to sell. 


Write NOW for New com- | 
plete catalog and price sched- 
ule. Sample sheets gladly 
sent on request. 







STARK CALENDARS, Inc. | 


525 S. Dearborn St. 
Chicago, Ill. 





BLUE PRINT 
CABINETS 


Check 
these 
features! 












VY Smooth 
drawer opera- 
tion on four 
rollers. 












Vv Weight 
flaps and hood 
protectors in 
every drawer. 








v Nine stand- 
dard sizes. 






V Choice of 
drawer com- 
binations and 
compartments. 






v Special sizes 
and combina- 
tions to meet 
any require- 
ment. 








DEALERS: On your regular calls, notice the opportunities 
you have to sell Blue Print Cabinets. The BENTSON 1800 
LINE offers a size and combination of drawers for every 
one of your customers and prospects. 

Write for the BENTSON Catalog, 

Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
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Ten Seconds”—a promise amply fulfilled by the magical 
manner in which the points of the pens are switched. 

Graham’s pen department offers this bit of magic to 
beholders to subtly build interest by the manner in 
which light, well-trained fingers shift pens. The large 
stationery store makes a point of this in its advertising 
and sales promotion, and the plan is a special “build 
up” for the section —CML 


HONORS FOR SPEED-O-PRINT.— 
The Speed-O-Print Corporation, 
Chicago, has been awarded the 
highest honor in the recently-held 
1940 Modern Plastics competition. 
The award was given for the com- 
pany’s Speed-O-Scope which was 
adjudged “absolutely precision 
made and beautiful in design” and 
defeated all comers in the contest’s 
business and office equipment di- 
vision. In making the award the 
judges found the Speed-O-Scope 
a striking example of “the tremen- 
dous progress plastics and plastic 
parts have achieved in modern 
industry.” After being on display 
for some time in the exhibit room 
of Modern Plastics magazine in 
New York City, the trophy was for- 
mally given to the Speed-O-Print 
Corporation on October 15 and 
again placed on display in the 
company offices at 153 North Mich- 
igan avenue, Chicago. 





_ —>-—____— 


BUSHONG & COMPANY REMODEL STORE 


Acting on the theory that “buying convenience” is a 
definite factor in increasing sales volume, Bushong & 
Company, Portland, Ore., are remodeling their store 
at Park and Stark streets to make buying as easy as 
possible for their customers. 

The stationery and office equipment department is 
to be moved from the fourth floor, where it has been 
for almost thirty years, to the first floor, until now 
occupied by the office and the printing department. 
Half of the space now occupied by the cylinder press 
room and all of the space across the front of the store 
will be made into display and sales space. The remodel- 
ing will make 1,700 square feet of floor space available. 

The present quarters of the company, a four-story, 
seventy by eighty foot building, were erected by them 
in 1908 when they moved from the original Oregonian 
building at Front and Stark streets. They have 
operated as a closed corporation continuously since 
that time, with Milton Markewitz as president until 
his death in September, 1938, when Barney May 
succeeded to the presidency. 

A. V. Wells, the present manager of the store, was 
its first manager, being engaged for that position when 
the department was added to the printing, litho- 
graphing and bindery business in 1906, which had 
already been operating, at that time, for twenty-seven 
years. 

The new department was the result o” a visit to 
Portland by L. C. Walker, president of The Shaw-Walk- 
er Company, and C. E. Wilson, the secretary, in search 
of an agent for Shaw-Walker. They chose Bushong 
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Now comes the DE LUXE VEECUP 


—a cone shaped cup with a 





VeeCups give you 


more than just cups 
to talk about— 


































One of \the greatest 
sales features ever— 


ERE is a cone : paper cup that has everything. It has 

the low price that has made the standard cone shape cup 

so popular, but it also has the rolled rim and extra rigidity that 
have been the chief appeals of the higher priced flat bottom cups. 
The success of our standard VeeCup is all the proof you 
need that cup users want rigidity. It zoomed to popularity 
because its double-thick wall of heavier, 
dry-waxed paper offered real rigidity 
at a price no higher than they had paid 
for the kind of cup that some users have 
described as “flimsy” or “wishy-washy”. 
Now that rigidity has been further in- 
creased, and that other big sales feature 
—the rolled rim—has been incorporated 


@In addition to this 
latest development— 
the rolled rim—the Vee- 
Cup line gives you a 
cup that is double- 
wrapped, extra rigid; 
dispensed by hand- 
some, all metal dis- 
pensers that can't be 
broken, stay clean, 
never get out of order, 
fit any standard wall 
bracket. They are made 
in all sizes—for offices, 
soda fountains, homes. 





EE 





in this new De Luxe (No. 4-R) VeeCup. The 
All this has been done in a cup that: “Universal” 
1. Costs very little more than the stand- 
ard (No. 4) VeeCup. Flat Bottom 
2. Fits the same dispenser, and is 
packed in the same quantity, in the Cup 


same size VeeCup “self-dispensing” 


@ A completely rounded, package. ‘ 
pert nage sg it tea A typical VeeCup development, this— 


lated or indented type of | but only one of the many reasons why 
rim but an actual roll of | you should handle our full line. Some 


the paper used in the of these reasons are briefly covered 
cup formed on special 


rounds out the line. It represents 
the flat-bottom cup at its best. Ask 
for samples and see for yourself. 


COUPON BRINGS |~ 











machines which we have opposite. Just mail the coupon for the 7 
developed. complete details and distributor's plan. A 
. o*” 
UNIVERSAL PAPER PRODUCTS COMPANY Pe 
1104-F South Wabash Avenue ° Chicago, Illinois oP 
/ Pe 42% al 
A 90s 
AP ce it 
oe qno%, ® 
9oF igs?" 
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S TURKEY! 


America’s Finest Line of Steel Office Furniture 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STS., PHILADELPHIA, PA. 


WAREHOUSES: LOS ANGELES-CHICAGO. 











THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 

















C L & A ad G a ] e CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
CARBON PAPER raters ee 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines Gatien 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for 
users Cameo Burroughs Posting American 
" . Machines : 
Cleangrip combines all the desirable features of good 5 Reliance 
A : ; American Register Rolls 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. Reliance Same Gesbenine’d ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls Seesteena 
and holds it against competition. weights and| Rolls for Ellictt- 
DEALERS: Don’t overlook this business getter. Write finishes Addressing Machines | Dupligraph, etc., etc. 
for samples and prices. Special Rolls 











H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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& Company for that position. A tabulation, by years, 
of Shaw-Walker equipment and supplies sales, made 
during the planning of the remodeling, shows condi- 
tions as they have been over the years, good, fair and 
sometimes poor, with a total sales over the thirty-four 
years of more than $500,000. A figure of which the 
company is very proud, considering that probably 
eighty per cent of that amount was made in Portland. 

The new store space catering to commercial trade, 
will be completed during the first part of November. 

Bushong & Company have a record they think few 
firms in the trade can equal. The average, for years 
of continuous service, for the entire operating crew is 
over thirty years. The sales personnel is as follows: 
A. M. Hattan, sales manager; A. V. Wells, store mana- 
ger; J. P. Prideaus, Edward Dasson, Ernest Markewitz, 
son of the late president; Bob O’Day, Jack Ruffner, 
Fred Fritz and Jack Worthley—ATW 


| rare 
RED FEATHER’S SLIP-SLEEVE STENCIL BOX 


Red Feather Products, Ltd., San Francisco, Calif., 
has announced a new package for its line of Styleo- 
type stencils which is described as a “protective, pro- 
cess coated, slip-sleeve, end-opening box.” 

Among advantages claimed for the new packaging 
is the absence of inside wrappings which are unneces- 
sary in this style of box. Thus a single sheet of stencil 





THE SLIP-SLEEVE STENCIL BOX 


can be removed or replaced without disturbing the 
entire contents of the package or removing the box 
from a shelf. 

According to the company the combination of double 
thickness and process coating insures the retention 
of freshness and moisture until the stencil is used. 
The box has been thoroughly tested in tropical cli- 
mates and has been found to give satisfaction every- 
where regardless of weather conditions. 


UNDERWOOD LEAVES $11,579,941 ESTATE 


The estate of John T. Underwood, retired chairman 
of the Underwood Elliott Fisher Company and founder 
of the Underwood typewriter business, has a gross 
value of $12,778,985 according to a transfer tax ap- 
praisal report filed last month in the Brooklyn Surro- 
gate court. The net value of the estate was set at 
$11,579,941. 

The estate has stocks and bonds appraised at a total 
of $11,535,622, which includes 18,226 shares of Under- 
wood Elliott Fisher valued at $1,403,402; 235 shares of 
H. M. Storms Company, $205,635; 9630 shares of Stand- 
ard Oil Company of New Jersey, $640,395; 2774 shares 
of Standard Oil Company of Indiana, $118,588; 2539 
shares of Standard Oil Company of California, $105,- 
051; 8780 shares of Socony Vacuum Oil Corporation, 
$175,600; 3640 shares of New Jersey Zinc Company, 
$272,545. 

He also held considerable stock in the following 
companies: General Motors Corporation, Eastman Ko- 
dak Company, E. I. du Pont de Nemours & Company 
and the Burroughs Adding Machine Company. 

Mr. Underwood died at his summer home, Wianno, 
Cape Cod, Mass., on July 2, 1937. 





Matchless Value! 


Made to please the exacting demands of modern 
business efficiency, the St. Johns line of office 
tables has measurably stepped up the sales of 
office furniture dealers all over the country. This 
line which has long been noted for its simple, 
good looking designs, durable construction and 
excellent finish is priced so that it assures a rapid 
turnover at a substantial markup. Typical ex- 
amples of matchless values in the St. Johns line 
are tables No. 24 and No. 25. The No. 24 is made 
of specially selected Plain Oak in Office Golden 
and School Brown finishes and the No. 25 is made 
of Solid Northern Michigan Hard Maple in Walnut 
or Mahogany finishes. 


Write for the new St. Johns catalog showing these and 
many other distinctive tables in the St. 


Johns line. 


Top 7%” thick. Legs 2'/4,” square 
Regularly equipped with one 
drawer only in all sizes 


SIZES 
24 x 36 inches 27 x 54 inches 


27 x 42 inches 27 x 60 inches 
27 x 48 inches 30 x 72 inches 

















ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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TuBULAR Corn WRAPPERS 


Stationers! It’s your Line. Exclusively] 


“Steel-Strong”’ Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters 
raw String Bags eae 4 ot 

Metal == Bags bar sg Cabinets 

Night itory Bags Trays 

Linen Suipving a ~ Coin Storage Trays 


Downey Change Trays 








941i CLARK ST 
C'NCINNATI O 


THE CL DOWNEY CO. 

















156 


| Cash in 


on a fast 
growing 
Quick 
Selling 
Line 


Ehrlich uphol- 
stered office 
pieces has built- 
in “Sales Value” 
that makes profit 
and a satisfac- 








tory sale... . 
It's rem to sell ySlia 
Ehrlich Leather hix7” ~—~G 
Vey > Ne \ 
Furniture. y 1 rei 
coll }/ \e\ 
c oH, J ] 
~ | oe 
\% <i" /~/ 
4 of 
SSRKN 
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Ehrlich Upholstery Works | Write for fully Ilus 


trated Catalog today 
520 West 43rd St.. New York, N. Y. 
















No. 2004 Desk—74’’x42” 


The Superlative Elegance 


of the Georgian Pertod 
, in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


]. K. Rishel 


Furniture Company 
WILLIAMSPORT, PA. 
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GRAFFCO ANNOUNCES NEW DISPLAY 


A striking new merchandising aid, to materially 
assist dealers in their sale of Graffco Nu-Vise signals 
and Graffco maptacks, is now being offered by the 
George B. Graff Company, Cambridge, Mass. 

The new “Elite” display is designed to help retailers 
in supplying the needs of purchasers wishing to secure 
these Graffco products in smaller packagings. 

It is smartly styled in gold, blue and red. The vivid 
tints of the merchandise add brilliance to its color 
scheme, and make it a real asset to the appearance of 





THE NEW GRAFFCO “ELITE” DISPLAY 


counter or show window. It is ideal for the smaller 
stationer, bookshop, or gift shop, as it combines 
point-of-sale display with convenient storage space 
for a small but adequate stock of popular colors in 
signals and maptacks. 

The display occupies only a small area, yet contains 
twenty-five packets of twenty maptacks each, and 
twenty cellophane envelopes of twenty signals each. 
Refills are available as desired. 

Distribution of the new Graffco sales unit is being 
carried out as rapidly as possible. It may be obtained 
through jobbers, or the company will furnish retailers 
with more complete details on request. 


= Oo —__—— 
PETERY-HEDDEN MANAGEMENT CHANGE 
ANNOUNCED 
W. J. Hedden, of the Petery-Hedden Printing Com- 


| pany, New Albany, Ind., has announced the following 
| change in the management of the firm. The interests 
| of Nelson Petery have been purchased by John M. 
| Dannenfelser, Jr., of Louisville, Ky., who recently re- 


signed as branch sales manager of the duplicator sup- 
plies division of Remington Rand Inc. Mr. Dannen- 
felser will devote his entire time to his new interests 
and has announced that, due to a proposed expansion 
of the organization, the company is seeking catalogues 
from manufacturers and distributors in office supplies 
and equipment. 
—_>-——— 


ZEPHYR AMERICAN EXPANDS SALES STAFF 

As part of a planned sales expansion program, the 
Zephyr American Corporation, 31 West Forty-seventh 
street, New York, N. Y., has recently added three men 
to its selling staff. They are Larry Damon, Franz 
Brzeczkowski and J. Abbott. 

The territory taken by Mr. Damon will consist of 
Florida, Georgia, North Carolina, South Carolina and 
Virginia. Mr. Brzeczkowski will cover North Dakota, 
South Dakota, Iowa, Minnesota and Wisconsin, and 
Mr. Abbott takes Arizona, New Mexico, Nevada, Utah, 
Colorado, Wyoming, Idaho and Montana. 

The three appointments were announced by M. J. 


| Lewis, vice-president in charge of sales. 








NOVEMBER, 1940 


“s0 


NI 





ANNOUNCING 


~~ T Something Entirely New! 






A COMBINATION 
LETTER OPENER AND SEALER 
This is the most modern office machine. It is TWO machines in one. For years we have made 
Letter Openers and Sealers. This is simply a combination of both electric models. 

This one machine can be used to OPEN incoming mail, and can also be used to SEAL outgoing 
mail. Motor operated—Speed, opens or seals 250 envelopes a minute. 
Write for folder giving details and prices. 


This machine is an addition to our line of mail handling equipment, which consists of 


1 models Stamp Affixers 3 models Envelope Sealers 
1 models Letter Openers (hand and electric) 
(hand and electric) Multiple Multipost, for shipping depts. 


ill machines shipped on approval—no obligation 


MULTIPOST CO. 100 Center Pk., Rochester, N. Y. 








The new “MEILINK BUILT” 


PERCOLES 
INSULATED FILE 


Certified One Hour Protection 
for the SAFE KEEPING of all 


LETTER AND LEGAL SIZE 


RECORDS 


The new Meilink HERCULES FILE is now in production and 
your orders will be shipped promptly upon receipt. 


The principle of design and construction of the HERCULES 
FILE is entirely new yet embodying all of the structural strength 


and protective qualities known in Meilink built equipment. 


Write for Complete Information 


MEILINK STEEL SAFE COMPANY 
NEW YORK TOLEDO, OHIO CHICAGO 
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Automatic Desks Made Right! 
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FEATURES 


I. 25/7.” DRAWER CAPACITY 
2. PROGRESSIVE SUSPENSION ALL LETTER DRAWERS 
Order a Sample now 3. DRAWERS INTER-CHANGEABLE IN THE FIELD 
Table and Secretarial Desk to match 4. BEST CONSTRUCTED PEDESTAL ON THE MARKET 
Automatic Expanding and Compressing Features 


All Standard Finishes 
629 W. WASHINGTON BLVD. 


AUTO MATI C : FILE & INDE »,4 a. Dept. A-52 CHICAGO, ILLINOIS 


$79.50 
Streamliner 
Retail Price 
With Cabinet 


$22.50 Additional 
F.O.B. Chicago 











What's the Big Reason 
rorntH#e PERFECT 


PERFORMANCE gee eee 
OF THE == EZ 


HILCO STREAMLINER ? 


There are SO MANY important improvements and patented features in the 
2222222227272? Hilco Streamliner 


The Closed-in Leak | sur tH##E AUTOMATIC FRONT 
3 PAPER STOP 


That’s Important 


The Automatic Is the Biggest Single Factor 
Paper Counter? In the Perfect Work You Always Get from the Hilco Streamliner 


‘oeeen"") AND IT'S EXCLUSIVE WITH HILCO 


The Automatic 
Rubber Roller Write for Complete Information! 


Release? THE HILCO CORPORATION 


Another Big Point , , 
Merchandise Mart Chicago 




































we! w= — ae 








NOVEMBER, 1940 


TEXAS TRAVELERS NEWS NOTES 





By Fred Fenne, Correspondent 





Many men connected with the industry in this local- | 


ity are becoming “M” men—the “M” in this case mean- 
ing “military.” Captain Barry D. Greer, formerly with 


the Firmin Greer Company, Marshall, Tex., is now at | 


camp at Brownwood, Tex. 
* ” * 


Lieutenant Robert Stroud, Russell Stationery Com- 
pany, Amarillo, and Elmer Schmid, The Baker Com- 
pany, Lubbock, are two stationers who fought floods 
and mosquitoes in the battle of Louisiana as members 
of the Texas National Guard. 

* - * 


Oliver Fudge, Newlin Office Supply Company, Wich- 
ita Falls, also trained with the Guard as a summer 
vacation. 

* * * 

“Junior” Floyd Barnes of Fort Worth, is a member 

of Battery B, 133rd Field Artillery at Brownwood. 


* * * 


The Etheridge Printing Company, Dallas, has an- 
nounced the inclusion of Fred B. Shelton as a member 
of the firm. He has been manager of the company’s 
stationery department for a number of years and is 
at present president of the Dallas Stationers & Office 
Outfitters Association. 


x * * 


The annual Texas-Oklahoma football game drew a 
large number of Stationers to Dallas. Horace Hamilton 
and L. H. MacDaniel entertained at the game such 
Oklahoma gentlemen as Sam Plant and Bill Pickering. 

* * * 

Larry Pues, Joseph Dixon Crucible Company repre- 
sentative, has gone “country” too. His new “farm” is 
across the road from Tom Riley, his competitor. No 
doubt you will have to buy your strawberries by the 
gross next year. 

~ Dal 7 

Dick Gage, our treasurer, moved his office the other 

day. He is now located at 1197 Jackson street, Dallas. 


* * * 


Willis Lowe, our governor, backed the Tigers so he 
had to buy the soft drinks for the T.C.U. rooters who 
went to College station to see their team beaten by 
the Texas A & M team. In the party were Mr. and 
Mrs. Lowe, Mr. and Mrs. William Northern and Jim W. 


Cooper. 
* * * 


Don Craig is new right hand man for Roy Evans 
of Carter’s. Don is from Chicago, but he thinks Texas 


is the best ever. 
7 ” a 


Just as we go to press, we learn that Bernard Levi 
of Monroe has just married, more about it next time. 


* * Saal 


Carl D. Allen of Houston has just taken over a terri- | 


tory for W. A. Sheaffer Pen Company. 

Bart Fulton, of The Parker Pen Company, who now 
covers Rodney Wakefield’s old territory, is a new mem- 
ber of the club. 


™ * * 


John Ford is the new buyer for Apex Stationery 
Company in Dallas. John moved to Dallas from Fort 
Worth, where he was store manager for E. L. White 
Company. 

x y * 

Dewey Mayton and Joe Roddy, two well-known Fort 
Worth stationery men, bought the Hart Office Supply 
Company and their new firm is known as Mayton and 
Roddy Office Supply Company. Mr. Hart, former 
owner, is traveling this territory representing several 
well-known manufacturers. 
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# 
POSTURE CHAIRS 
A 
For Comfort . . For Health . . For 
Efficiency 
EASY ® QUICK © POSITIVE 
ADJUSTMENTS 
“A Model for Every 


VENTILATED SEAT 


EASY TO SELL AND EASY TO DEMONSTRATE 
Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


Need” 
















tion for 


years E 
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personal 


systems. 





The World's Finest _ 
Writing 
Points 


Esterbrook has earned 
its unsurpassed reputa- 


through consumer 
preference. For over 80 


points for every busi- 
ness need and every 


Nationally known and 
nationally accepted by 
individuals, business 
concerns and_ school 


on Esterbrook for 
turnover and profit. 


. 4 Esterbrook writing 


THE ESTERBROOK PEN ‘¢ —- 555 fominet 
86 Cooper Street, Camden, N e 
or Brown Bros., Ltd., Toronto, C an 


| Gsterts 







* 


writing points 


sterbrook has 
the designing 
ing of writing 


requirement. 


Standardize 


Here are just a few of 
the many styles of 


points that are standard 
throughout the world. 
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Building More Business for You 


A New 
Display 
of 
MAPTACKS 
and 
NU-VISE 
SIGNALS 
by 





Handsomely designed in 
gold, red, and blue. 
Contains 25 packets of 
20 Maptacks each, and 
20 cellophane envelopes 
of 20 Signals each. 





Ideally combines display and storage for the smaller 
retailer. A real sales aid that dresses up counter or 
window, and sells the small purchaser. 


Ask your jobber, or write the 
GEORGE B. GRAFF CO., 64 Washburn Ave., Cambridge, Mass. 














Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 

EXCELLENT CABINET 
WORK AND FINISH 











Price attractive 
—generous 
profits 
We invite 
your 


inquiry. 


Write for 
catalog. 


JASPER SEATING COMPANY 





JASPER, INDIANA 
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OHIO STATIONERS MEET 


Ronald E. Tope, president of the Stationers Club of 
Ohio, called to order this combined meeting after a 
delicious and well-prepared luncheon was served by the 
Hotel Deshler in Columbus, Ohio, on Friday, October 18. 

There were ten travelers present, and due to the 
shortness of the notice about the meeting, it was agreed 
by all that if we had more time to publicize the meeting 
there would have been a much larger attendance. 

The stationers of Ohio were represented from all sec- 
tions of the state. 

The first subject on the program was a talk by Earl 
Kochheiser, governor of the fifth regional district, on 
the subject “The Presentation of Holiday Merchandise 
by Outside Salesmen.” Mr. Kochheiser presented to the 
stationers and travelers a well-prepared story which 


| was evident from the questions asked after his talk. It 


brought out a number of ideas that could be used by all 
to their mutual advantage. 

The next order was the introduction of Harry Nichols, 
immediate past vice-president of the National Station- 
ers Association, field division, who presented an outline 
of a few pointers that the roadmen can do to help the 
stationer. 


Harry Balch Addresses Group 


The next speaker was Harry Balch, vice-president of 
the National Stationers Association, field division, who 
gave a well-rounded talk on the subject of the roadman 
and the stationer. Thereafter all the travelers present 
were asked to give their individual views on various 
matters that could help the stationer and themselves, 
and in this round table discussion, the stationers pre- 
sent all entered into it heartily. 


To all present, it was one of the best meetings held 
by the Stationers Club of Ohio since their organization 


three years ago. 


Mr. Kochheiser then presented an outline of the pend- 
ing plans for the fifth regional district meeting to be 
held early in 1941. 

After the subject on the roadmen was completed, the 
stationers went into private session in regard to the 
subject as presented by L. S. Crowl of the Blade Print- 
ing and Paper Company of Toledo, Ohio, of the wage 
and hour law and how it affects the stationer. 

The stationers present were urged to secure new 
members for the Great Lakes Travelers Club in order 
to provide for a better working help for the Ohio sta- 
tioners. 

The meeting did not break up until dark, and great 
interest was evidenced by all who asked that the Sta- 
tioners Club of Ohio shortly again invite the travelers 
for the good that this combined meeting can do. 

The club meets every sixty days at Columbus which 
is centrally located in the state. The meetings start 


at noon and finish in late afternoon, allowing every- 
| one to reach their home the same night. 





Official Staff Listed 


Officers and directors of the club are as follows: 

E. R. Kochheiser, president, The Charles Ritter Com- 
pany, Mansfield, Ohio; J. Kuresman, secretary, The 
Pounsford Stationery Company, Cincinnati, Ohio; O. 
W. Lintner, vice-president and treasurer, The State 
Office Supply Company, Columbus, Ohio. 

Directors: L. S. Crowl, The Blade Printing & Paper 
Company, Toledo, Ohio; William R. Diehl, Diehl Office 
Equipment Company, Columbus, Ohio; James D. Dry- 


| den, Redeker & Dick, Inc., Cincinnati, Ohio; J. S. 


| Fecho, The Burrows Brothers Company, Cleveland, 


Ohio; H. E. Gillespie, Lancaster, Ohio; Eugene A. Good, 
Good Office Supply Company, Tiffin, Ohio; T. Carl 
Smith, The Columbus Blank Book Manufacturing 
Company, Columbus, Ohio; R. E. Tope, Tope Book & 
Office Supply Company, New Philadelphia, Ohio. 
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Another MICHIGAN DESK 


Small sizes in smart 
style created to lend 
distinction to the home 
or office. 








regardless of size, ac- 
commodate standard 
typewriters ... an ex- 
ceedingly valuable 
sales help. 


MICHIGAN DESKS, |/ 


Advantages afforded | 
by the MICHIGAN i, 
LINE are cumulative. | 
. Comparisons will | 
be convincing. | 
| 

\ 


Made in Grand Rapids i 


MICHIGAN DESK COMPANY > 


GRAND RAPIDS, MICHIGAN 










No. 156 
50 x 26 inches 























These Seven Selling Points Clinch 
Your BURNS COPYHOLDER PROFITS 


NON-SLIP HOLDER Burns prices are low — $15 for this 














ADJUSTABLE deluxe model. But it’s their quality 
GUIDE BAR and their features that make these 
<_ copyholders real bargains. It’s their 


seven selling points that clinch the 
sale for you. 


STURDY STEEL 
CONSTRUCTION 
BLACK SATIN 


FINISH Check these seven points now. Every 
<_ one’s important. Important for long 
life and smooth copyholder opera- 
tion. Important in making a profit 








SINGLE, DOUBLE, 
OR TRIPLE SPACING 


i 








FINGERTIP for you. 

LINE-GUIDE 
FIRM, NON-SKID CONTROL There’s money in every Burns copy- 
BASE > in holder—including the lowest priced 





one at $3.00. Write today for details 
and discounts. 


b ¢ OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 


BUR 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 
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"Your samples of Styleotype and 
Red Feather Stencils, and Dup- 
licator Inks are very satisfactory. 
Enclosed find initial order” — 


The above, or words to that effect, have With our help you can build too. You 


been written by a dozen different dealers 
in the last three weeks. 


can gain and keep new customers be- 
cause you can satisfy the most exacting 
demands and meet any competition. 


Other dealers are building a permanent 
and profitable Duplicator Supply busi- Send for Catalog, samples and Dealer 
ness on Red Feather products. Discounts today. 


RED FEATHER PRODUCTS, Ltd. 


Manufacturers of Duplicator Supplies 


Stencils—Inks—Correction and Cleaning Fluids, etc. 


431 BUSH ST. SAN FRANCISCO 
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Exclusiwe Agencies Are Still Cvaslable! 

. . to progressive dealers in unassigned territories, we can still offer 
an exclusive agency arrangement on the CESCO line of Loose Leaf 
Equipment. This unusually complete line of record keeping products 
represents a full range of Binders and Forms—for most every conceiv- 
able purpose. CESCO products are easier to sell to the average cus- 


tomer for definite reasons: 


...A full selection of items to fit any individual requirements ... . 
Quality merchandise—moderately priced . . . Our complete reserve 


stock, for immediate shipment; to list just a few. 


In addition to thousands of stock Binders and Forms, we specialize in 
“‘made-to-order”’ items—from one binder to millions of forms. 


SEND FOR our complete catalog and for full details as to discounts 
and other arrangements on our profit-making plan of exclusive dealer 


agency operation—TO-DAY! 


THE C. E. SHEPPARD CO. 


4401 TWENTY-FIRST STREET, LONG ISLAND CITY, N. Y. 
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DEALERS REPORT ON NATIONAL OFFICE 
FURNITURE WEEK 
(Continued from page 16) 
They called themselves “The Quality Group” and 
featured “Nationally Recognized Quality Office Equip- 
ment” in a design harmonizing with the emblem of the 


“week” and in adjacent reason-why copy. A news story | 
on the observance appeared in Monday’s Star and | 


editorial comment in Tuesday’s News. 

In Kansas City, Mo., seven other houses cooperated 
in a group advertisement featuring nationally adver- 
tised office furniture and equipment, and inviting visi- 
tors to inspect their displays. Attractive sketches ap- 
peared in the border of the ad. The participants were: 

Gallup’s, Inc., Robert Keith Office Furniture Depart- 
ment, John A. Marshall Company, Myers Office Furni- 
ture Company, Remington Rand Inc., Schooley Sta- 
tionery Company, and Wenzel Office Equipment 
Company. 

Gordon E. Myers of Myers Office Furniture Com- 
pany, reported the “week” increased sales for his firm 
twelve per cent. 

In St. Louis members of the local association ran 
individual ads tied together with a banner heading, 
according to J. L. Sloss, Jr., of Comfort Printing & Sta- 
tionery Company. “We approve of the idea very much,” 
he said. 

Ed Beckman of Skinner & Kennedy Stationery Com- 
pany, St. Louis, declared their special campaign, in- 
cluding newspaper advertising effort, resulted in about 
ten per cent sales increase. 

The various establishments in San Antonio, Texas, 
took active part in the observance through display ads, 
spot announcements over the radio, window and store 
displays, generous use of posters and streamers, and 
inserts in correspondence. 

The Clegg Company gave special attention to the 
event through a large display ad in a local paper 
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Monday morning, a special window, interior displays 


and special prices on certain items. 

Maverick-Clarke arranged a large display in a show 
window laid out as an executive’s office, and supported 
by display cards calling attention to the “week.” Dis- 
play ads and inserts completed the activity. 


J. Andrew Smith Company featured group displays | 


in the store, and Paul Anderson Company arranged 
suggested groups for various types of offices and busi- 
ness establishments. 


Folders, Blotters, House Organs Also Employed 


‘ Over in Lubbock, Texas, Lennis and James Baker 
reported favorable results from their campaign, which 
included: special selling effort, two model office dis- 
plays, and distribution of two attractive printed pieces 
—a folder and blotter—both tying in with the ‘‘week.” 

Evidence of participation by The Steck Company, 
Austin, Texas, came in a display invitation contained 
in the firm’s house organ, “The Steckalog.” Special 
displays and values were featured. 

The stationery store of Perkins Bros. Co., Sioux 
City, Iowa, got an early start with an illustrated playup 
in the news columns of the Sioux City Journal of 
October 7, in which Arthur Bergstrom, manager, dis- 
cussed modern office furniture and the firm’s facilities. 

Other enterprising firms in the West and Southwest 
heard from were Field Stationery Company, Tulsa, 
Okla.: The W. H. Kistler Stationery Company, Denver, 
Colo.: Grimes-Stassforth Stationery Company, Los 
Angeles, Calif.. and The Cargill Company, Houston, 
Texas. 

In Chicago, O. R. Guether, president of Marshall- 
Jackson Company, said their special window attracted 
more store visitors. 

J. A. Johnson, vice-president of Globe Stationery & 
Furniture Company, indicated they sent out letters of 
invitation, and this effort supported by the sales force 
resulted in developing some new business. 

The Monroe Furniture Company rearranged its store 


| 





No. F-760 


Display and Demonstrate the Modern 


JACKSON ephyr DESK 


Most modern, orderly and time saving, it 
means more progress and time gained 
every day. Information at finger tips 
makes possible wise and prompt decisions 
—greater accomplishment, better service. 
Built of walnut. Rounded corners and 
convenient footrest with plenty of turning 
room, welcome the user. 


There are nine handsome JACKSON 
designs for your customer's choice. See 
our catalog or write for details. 


Jasper Office Furniture Co. 


JASPER, INDIANA 

















“A HEADACHE THAT'S NOT NECESSARY 





Don’t agonize your customers, or 

MANUFACTURERS . oer 
OF THE yourself, with 57 varieties of daters, 
aa numberers, self-inkers and die plate 
MARKING DEVICES items! It is absolutely unnecessary. 

IN 

AMERICA THE JUSTRITE LING meets 
every marking device requirement. 











LOUIS MELIND CO. 


39 CORTLANDT STREET 362 W. CHICAGO AVE. 593 MARKET STREET 
NEW YORK CITY CHICAGO SAN FRANCISCO 
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LANUUE 


Premium Ink 


FOR FINEST a 
RESULTS ON ALL [I 
BLACK 
STENCIL DUPLICATING 
MACHINES! ! 


This ink will help you make satisfied 
users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
rest-bhele-tiel:tol oh amb det LPTOh Z-MEE-Vele) a-1le) gam i-s-1 
of all raw materials. 


A Sample is Yours — 
for the asking ! 


We'll be glad to send complete 
s) ¢let-t-Mer- bole Molt 00-3 4-Mletl-tolol bette 


INK SPECIALTIES COL, INC. 


525 S. LAFLIN STREET . . . . CHICAGO 
FRED B. CANODE, PRES. 











Carbon Papers & 


Typewriter Ribbons 
we 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite, 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 











Codo Hectograph Carbon 
is available in two types. 
for spirit and for gelatine 
roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 








Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 
out long service. 


Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with Codo Brands. 
Let us show you. 


Codo-MANUFACTURING CORP. 


509 South Franklin St., Chicago 


270 Lafayette St., New York 
Factory Coraopolis, Pa. 
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and besides using the display material inside, put 
streamers on the delivery truck, according to Wylie G. 
Akenson, manager. 

C. A. Netzhammer, sales manager of Northwestern 
Furniture Company, Milwaukee, Wis., told of their 
special comparative displays of antiquated and modern 
office furniture. 

The Franklin Printing & Engraving Company, To- 
ledo, Ohio, dramatically tied in with the “week” by 
featuring the comparison idea in two windows. One 
was of an office of fifty years ago and the other of 
today. These drew much interest, said Joseph Leroux, 
vice-president. 

An attractive mailing folder served as the advertis- 
ing spearhead of the sales campaign put on by the 
McManus-Troup Company, Toledo. J. F. Bartley, presi- 
dent, told of their “specials” which their salesmen 
pushed for the week and of their two windows. 

“Possibly twenty per cent” was the estimated sales 
increase of the Rochester Stationery Company, Inc., 
Rochester, N. Y. Also new leads for future sales were 
credited to this campaign week. 

In Portland, Maine, a special sales effort was 
reported by Loring, Short & Harmon, including favor- 
able results. 

Arthur G. Paul of Thomas Groom & Company, Inc., 
Boston, Mass., indicated that getting their salesmen 
thoroughly sold on the plan in their sales meeting was 
an important factor in bringing more buyers into their 
Store and making a successful “week.” 

From Springfield, Mass., came enthusiastic word 
from J. E. Feeley, president of Springfield Office Supply 
Company, telling how their business was boosted about 
ten per cent: letters supplied by one of their manu- 
facturers, newspaper advertising, displays and soiici- 
tations. 

Down in Atlanta, Ga., R. B. Camp of R. B. Camp & 
Company, said the “week” brought more people into 
their store, produced new leads, and was a worthwhile 
event. 

Benefits were also reported from Durham, N. C., by 
W. H. Myers of Durham Office Supply, Inc. 

The sales staff of Wilkerson-Martin Company, Jack- 
sonville, Fla., was thoroughly acquainted with the drive 
and intensive effort expanded. Special displays were 
arranged in store and window. Store traffic was “very 
definitely” increased, and there was a “decided in- 
crease” in sales, according to R. E. Wilkerson. “A very 
splendid movement,” said he. 

And Dick Momand of Momad & Miller, Miami, Fla., 
declared, “We think your Furniture Week idea is the 
best promotion scheme for our line we have run across, 
and we are doing everything possible to promote it 
locally.” 

Reports continued to come in with each mail as this 
article was set in type. But here is one more, from 
Dan Hansen of Carlson Brothers, Inc., Moline, I1.: 
“We want to thank you again for promoting and car- 
rying through the program, which no doubt was suc- 
cessful throughout the country. We devoted two of our 
large windows for two weeks to wood and steel office 
furniture and contracted for radio broadcasting. 
While it is a little early to figure the direct results, we 
are sure that enough interest was created to make 
people more office furniture minded. We hope the 
program is continued next year.” 

0 


POLLOCK RECEIVES PLAQUE FOR ZEPHYR 
AMERICAN 

A. Edward Pollock, secretary and treasurer of the 
Zephyr American Corporation, New York, N. Y., last 
month received on behalf of his company a plaque 
awarded by Modern Plastics fifth annual competition 
for outstanding achievements in plastics. The prize was 
given the company for the design of its three office 
accessories, the Autodex, Relodex and Thermodex. In 
making the award the judges give special considera- 
tion to exceptional utility. 
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The Lion’s Share 


—OF TABULATING CARD FILE BUSINESS (ALL 
OF IT) AWAITS THE DEALER WHO OFFERS HIS 
CUSTOMERS — AUTOMATIC 


TABULATING 
CARD FILES 


HERE ARE A FEW REASONS WHY THERE WILL 
BE NO MORE LOST ORDERS IF YOU RECOMMEND 
AUTOMATIC TABULATING FILES: 


. The greatest capacity of any tabulating file in standard 
size cases. 

. Lowest cost per filing inch. 

. Exclusive “Liftout Tray-Tray Drawer” feature. 

. Ball bearing progressive suspension slides on all drawers. 

. Unsurpassed quality and construction features. 

. Most complete line—12 Drawer, 9 Drawer, and 6 Drawer 
(desk high) units. 4-Drawer High 

. Complete range of unit sizes and adaptability to other 
card index sizes permits greatest flexibility and economy. 


Many other exclusive features and details. Write for them now. 


“The Pioneer of the Modern Tabulating File’ 


AUTOMATIC FILE & INDEX CO. | 


Counter High 629 W. Washington Blvd. Dept. A-53 Chicago, Illinois 








No. 700 RIC 





The reclining back automa- 
tically adjusts to occupant 
of the chair. One may lean 
back and relax, the back 
reclines to proper angle. 
Sitting upright the back au- 
tomatically returns to its 
normal position. No mech- 
anical adjustments neces- 


BRIGHT presents *™ 


The Reclining Executive Chair opening a new avenue of profit for 


4 STYLES all office furniture dealers. Smart in line and style, these new 

reclining chairs are as beautiful and imposing as they are com- 
We illustrate just one of four fortable and relaxing. The reclining mechanism is strong and 
et eee ee positive in action. Put one of these four numbers on your floor 


these numbers for the holi- 


dew toad, Dy tin we. today. They have real sales appeal. 
127-133 Bleecker St 


giieoinig 48 BRIGHT CHAIR CO., INC. wew vork, Nn. Y: 
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A SHORT SHORT STORY 


By INDIANA DESK COMPANY 





illustrated by: 
THE NUMBER 2913/2 


STYLE AND QUALITY PLUS! 


IN GENUINE AMERICAN BLACK WALNUT 


INDIANA DESK COMPAN 


JASPER 
INDIANA 














One of the First 
and Most Popular 
New Indiana 
Office Chairs 









sé 


—— i. a 





No. 2001 


Solid comfort, harmonious design, durably built for lifetime 
service, this chair is especially pepular and profitable. Made 
in genuine walnut, splendidly finished, and upholstered in 
deep buff genuine leather. Every dealer should have it on 


display. Get our catalog—compare fer cost and quality. 


NEW INDIANA CHAIR CO., Jasper, Indiana 








Value 
Utility 
Beauty 





Standard Fluorescent Lamp 
priced to sell as low as $6.50 


The shade unlike similar lamps of even higher price is 
adjustable, making the lamp adaptable to a wide variety 
of new uses. Constructed entirely of Underwriters’ Ap- 
proved materials. 

The Fluorescent lamp pictured here is 15! inches high 
with a shade 18!/, x 334 inches and a heavy cast base 
10/4 x S!/4, inches. Finished in Morocco brown, crackle 
finish to harmonize with any surroundings, it is an 
item that will be a real leader 


Write for descriptive literature 


Dindord ane Products Co. 


— a 





330 South Wells Street 7 Chicago, Illinois 
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STUDENTS STAFF “OPEN HOUSE” 

Getting down close to where business lives and 
building better public relations with 
clientele, the University Book Store of University Way 
near Forty-fifth street, Seattle, “off” the sprawling 
campus of the University of Washington with its 
eleven thousand Joe Colleges and Betty Co-eds, staged 
spectacular “open house” ceremonies late this October. 

This college store outlet for thousands of stationery 
items, typewriters, and all manner of office supplies 
vended as faculty and student accessories, got a new 
grip on business with students taking the part of 
Managers and assistant managers, department heads 
and administration executives for the “Open House” 
splurge. 


The “student” managers assumed executive positions | 


under a new plan which was inaugurated to give 
promising students in advertising and marketing 
actual contact with retailing problems, actual cus- 
tomers, types and quality of stocks, and general first- 
hand experience in advertising, merchandising and 
marketing. In addition, the store is brought closer to 
the college and its personnel, so that more intimate 
relations are established, in the opinion of Lyle Goss, 
assistant manager. 

Campus co-eds were on hand to act as escorts and 
usherettes for students and guide them through the 
various departments. Eds thus accompanied by Co-eds 
wended their way through aisles and passages flanked 
by voluminous stocks of merchandise. For their enter- 


tainment motion pictures of various university events | 


were exhibited. 

Under supervision of General Manager John Cart- 
wright, the student staff “taking over’ consisted of 
ten seniors from advanced advertising and marketing 
classes, who were in charge of diversified divisions of 
books, texts, typewriters, stationery and other arti- 
cles.—CML 
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BRUCE CELEBRATES 15 YEARS WITH STANDARD 
Al Bruce, assistant sales manager of the Standard 
Mailing Machines Company, Everett, Mass., is wearing 
a new wrist watch and a happy smile. The how and 
why are explained in the current issue of The Standard 
Bearer, the house organ of the company, as follows: 
“In keeping with the tradition and spirit of Stand- 
ard, which has ever been motivated by a friendly, 




















A. E. BRUCE 


sincere and understanding interest in the personal 
welfare and happiness of all members of the Standard 
organization, we take this opportunity to pay special 
honor and extend heartiest congratulations to our 
loyal friend and able assistant sales manager, Al Bruce, 
on this occasion of his fifteenth anniversary with 
Standard.” 

During his years with the company—a career which 
began soon after he graduated from Tufts college, 
Mr. Bruce has been sales correspondent, special field 
sales representative and national accounts represen- 
tative. 

Over the signature of Sales Manager A. W. Vander- 


its collegiate | 


| 
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U. S. Pat. 
No. 2,185,985 


Only Precise has the special patented adjustable guides, 
your assurance of accurate trimming always. Keen 
edged blade of finest steel gives service for a~long 
period of hard usage. Precise is unquestionably the 
biggest value you can possibly buy in a trimming board. 
Made in two models, seven sizes, prices from $2.50 
to $27.50. 


Write for folder giving compleet de- 
tails plus attractive dealer discounts. 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. LOOMIS ST., CHICAGO, ILL. 
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Airfoam Chair Cushion 


The five year guarantee which is placed on each President 
style “Sunruco” Airfoam Chair Cushion is so startling that 
at first glance you would think it should command the 
headlines of this advertisement. Personal examination 
will reveal many additional attributes just as revolutionary 
in nature. 

Designed with a 2” thick Airfoam filler so fluffy and light 
that it responds to the slightest body movement, yet so 
resiliently buoyant that you do not feel the base of your 
chair beneath the “President.” 


Covered with fine quality needlepoint frieze, custom- 
tailored with upper and lower beading, thereby cloaking 
the Airfoam filler with a dignified appearance of un- 
paralleled standard. 


Priced to assure full value to the customer and attractive 
profit to the dealer 


Write for catalog of complete “Sunruco” line. 


THE SUN RUBBER COMPANY 


Barberton, Ohio, U. S. A. 
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TRINER 


Hair-line 






Weight 


Indication 


"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart ts 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2st Street 
CHICAGO ILLINOIS 























POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 










HEAVY PAPER ‘ 
F ( fo" " FICIAL’ 
A CORPORATE SEAL “if i | 
POCKET SIZE | ae. 








FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 








MARKING DEVICE DEALER 
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hoof, the report in the Standard Bearer concludes: 
“In addition to expressing the above sentiments in 
behalf of the entire Standard organization, I wish to 
add my personal congratulations and best wishes to 
Al, whose loyalty in friendship and business I prize 
most highly.” 


CHRISTMAS SEALS 


Leafy) 
wee 
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Help to Protect Your 
Home from Tuberculosis 





MRS. ROBERT J. VOJTA PASSES 

Grace E. Vojta, wife of Robert J. Vojta, sales mana- 
ger of Frank Mashek & Company, Chicago, passed 
away on Sunday, October 27, following a long period of 
illness. She is survived by her husband; two daugh- 
ters, Lucille and Carol Vojta; her mother, Mrs. Anna 
White, and a sister, Mrs. Lorene Kostbade. Funeral 
services were held Wednesday, October 30, at a mortu- 
ary in Riverside, Ill. Interment was at Mount Emblem 


cemetery. 
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CHRISTMAS WRAPPINGS FOR EXTRA SALES.—Chas. M. Hig- 
gins & Company, Inc., Brooklyn, N. Y., this year is offering two 
of their gift items hand wrapped in attractive Christmas papers 
as an added incentive to holiday shoppers to buy. The two 
items (top to bottom in illustration) are the new Fount-N-Graph 
desk writing set and the Higgins photo set. The former is 
described elsewhere in this issue. The photo set is a unique gift 
a full description of which may be obtained by writing the 
company at 271 Ninth street, Brooklyn, N. Y. 
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On frit line - - 


SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 





Segre *E* $ 
AUTOMATIC 36 


HAND reen 26% 







SPEED-O0-CABINET 


97 %0 





















Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone .. . 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all ‘the dup- 


licator in demand.” 
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ED-0-PRINT CORPORATION 


MIiCHIGAR AVENUE, @ieen Ge, ILLInOtls 
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LINE GUIDE PAVES WAY FOR SALESMAN 


The C. W. Hatfield Company, 406 Market street, St. | 
Louis, Mo., has recently developed an ingenious device | 
in the shape of a line guide which may be attached | 
to any typewriter. It is intended as a means of paving 


the way for a salesman of ribbons and carbons when 
making his calls. 


The line guide is of colored paper and is gummed | 
so that it may easily be attached to the right hand | 
edge of a typewriter platen. Printed in clear type are | 
two columns of figures and, if desired, the dealer’s im- | 


print. The first column of figures indicates the length 


YOUR IMPRINT HERE 


Copyrie 1940, C. W. Hatfield Co, St. Leeis, U. S.A All Rights Reserved—Patent Pending | 
Dr-OWNWYMNNHODDEKONYMNNAODADLCONYMNN | | 
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REDUCED FACSIMILE OF HATFIELD LINE GUIDE 


of paper the typist is using, and the second column 
the number of writing lines left on any length page. 

In operation the typist (using an eleven inch sheet 
of paper) sets the platen at “11” in the first column 
and inserts the paper at this point. When the paper 
leaves the top of the paper rest behind the platen the 
figures in the second column indicate how many more 
lines can be safely written before reaching the end of 
the sheet. If a thirteen or fourteen inch sheet is being 


used the operater merely sets the corresponding figure | 


in the first column when inserting the paper. 

The line guide enables the stenographer when writ- 
ing a letter to know whether she can complete it on 
the one sheet or carry it over to the next. The guide, 
when attached to the platen and properly set at the 
time paper is inserted in the typewriter tells the opera- 


tor, when she approaches lower part of the sheet | 


exactly how many lines of writing she may do before 
the actual end of the page is reached. 


The guides are sold, with dealer imprint, in lots of | 
1000 or more, assorted between the various makes of | 
typewriters, at $5 for the first thousand and $3 for | 


each additional thousand. 
— << 


STRESSING AGE IN ADVERTISING 
When the Chamber of Commerce of Roanoke, Va., 


recently celebrated their fiftieth birthday, the Roanoke | 
Book & Stationery Company used the opportunity to | 


impress their customers with their age and responsi- 
bility. The ad which they used in the anniversary 
issue of their local newspapers read, in part: 

“COMPLETE OFFICE OUTFITTERS—Since 1906— 
For thirty-four years we have contributed to the com- 
mercial development of Roanoke and Southwest Vir- 
ginia by supplying business with the most modern 
systems of record-keeping, office furniture and equip- 
ment.” 

Such an event gives an excellent chance to tie in the 
celebration with a long record of service in the com- 
munity.—_NPS 


———o= > oe 


MIDWEST NATURALITE ADDS THREE TO STAFF 

The Midwest Naturalite Company, 440 North Wells 
street, Chicago, has recently expanded its sales staff 
by the appointment of three new members to cover 
important territories. The men are Russell S. Algier, 
S. M. Last and H. G. Shreiner. 


| 








TELL all your customers about the amazing 
BERKSHIRE MANIFOLD PAPERS that produce 
15 to 25 CLEAR carbons in one typing and you'll 
SELL your customers. 


BERKSHIRE MANIFOLD PAPERS answer one 
of the greatest problems besetting every office. 


BERKSHIRE MANIFOLD PAPERS 


come in 5, 6, 7, 8 pound weights 
in white. You're losing sales if you 
don't stock them. 

For samples and prices write... 


BERKSHIRE DIVISION - EATON PAPER CORP. 
Pittsfield, Massachusetts 
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Heavy Duty Ring Binder to Give 
Your SALES A 


BIG LIFT! 
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Here's a real feature item! Made of Shark Top Grain Cowhide with turned 
in edges. Equipped with a heavy duty 3” prong metal for 11” x 8'/,” sheets 
or catalogs, two strong ring handles and a 3” top grain cowhide gusset. 


| It is nicely lined and has one full |” gusseted pocket with pencil loop on one 
| side, flat pocket on the other. This case is a fast, profitable seller for those 


Mr. Algier, who will maintain headquarters in Spo- | 


kane, Wash., will take a territory consisting of Wash- 
ington, Oregon, Idaho, Montana and Utah. 

Mr. Last, who is with Cahen, Davis & Company, Los 
Angeles, will cover California and Arizona. 

Mr. Shreiner will work out of Boston, Mass., and 
will cover the entire New England territory. 


who demand a sturdy, extra roomy ring binder. Address Dept. Oi! for 
INlustrated Catalog. 


CHARLES DOPPELT & Co. 


Fine Leather Goods 
412 WN. Orleans Street, Chicago Opposite Merchandise Mart 
Makers of @ DOPP-KIT, the all-purpose Utility Case @ Commercial and 
Schoo! Zipper Brief Cases = Zipper Envelopes * Zipper Binders 
+ Catalog Cases a Sample Cases + Send for FREE Catalog. 
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FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 





The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 
CHICAGO, ILL. 


593 Market St. 
SAN FRANCISCO 

















COSTUMERS. 


MADE and PRICED 
TO SELL 


Presenting the FAIR line 
of lacquer-finished quality 
costumers in a wide range 
of low prices made possi- 
ble by specialization and 
























large scale production. 


FAIR costumers are made 
with square, tapered, and 
turned columns walnut, 
mahogany, green, maple 
finishes and all other de- 
sired finishes and genuine 


oak. 


Write now for our catalog 
and price list. 


FAIR FURNITURE CO. 


215 CHESTNUT STREET, NEWARK, N. J. 
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| PARKER PEN OFFERS CHRISTMAS DISPLAY UNIT 


The Parker Pen Company has announced a distinc- 
tive new Christmas display unit that will effectively 
keynote an entire Christmas window, catch the eye of 
casual shoppers and impulse shoppers alike, and will 
build prestige for a store as the gift pen center in 
its locality. 

The color work is attractive, the size just right, 
eighteen inches wide, sixteen inches high, and seven 
inches deep. The theme is different—yet possesses a full 
measure of traditional Yule spirit. This display radiates 


GUAPANTEOS ror ture 








PARKER’S YULETIDE DISPLAY FOR DEALERS.—This engaging 
and appropriate advertising piece has been made available to 
its dealers by The Parker Pen Company, Janesville, Wis. 


the charm of a hand-painted Christmas card brought 
into third dimension. The quaintly caricatured figures 
stand out from a dark green background on a special 
built-in stage. Above the trio hangs a sprig of 


| mistletoe. 


The entire ensemble is lighted from the front as is 
also the descriptive plaque which carries the Parker 
name. Ample space is provided at the front of this 
display for a showing of sets. 

The display is available to regular Parker dealers and 
will be shipped upon request to the company at 
Janesville, Wis. 

ee 
TENTH ANNUAL ALL-AMERICA PACKAGE 
COMPETITION ANNOUNCED 

Under the auspices of Modern Packaging magazine, 
the annual All-America Package competition takes 
form to reflect the past year’s latest and most in- 
genious developments in the creation of new packages, 
new displays and new machinery installations. A spe- 
cial drive is now on to encourage entries in an effort to 
far exceed the thirty thousand packages that were 
submitted last year. 

Entry is open to all designers, package suppliers, ma- 


chinery manufacturers, package using firms and others 


responsible for the creation of the package or display. 
There are no restrictions regarding the number of 
entries that may be submitted. Any package, display 
or illustration of packaging machinery installation, 
which has reached the market or has entered pro- 


| duction during the calendar year of 1940, is eligible 
for entry. 


The various phases of the packaging industry will be 
well represented in the twenty broad classifications 
which have been set up: (1) folding cartons (2) col- 
lapsible tubes (3) fibre cans (4) glass containers (5) 
metal containers (6) set-up paper boxes (7) plastic 
containers (8) machinery and equipment, Class A, 
(9) machinery and equipment, Class B, (10) counter 
or shelf displays (11) floor displays (12) window dis- 
plays (13) shipping containers (14) family group (15) 
wraps, bags, envelopes: opaque (16) wraps, bags, en- 
velopes: transparent (17) labels and seals (18) closures 
(19) rigid transparent containers (other than glass) 
(20) miscellaneous containers. 

The task of selecting three major award winners 
within each group will be relegated to a fully qualified 
board of judges. The board is representative of art, 
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Specify ACCO FASTENER BINDING 
For Loose Leaf Catalogs 





BUSINESS LEADERS 





one 
‘ 


With today’s rapid changes in prices and items, 
enterprising business executives in your vicinity 





will be quick to appreciate the big printing and binding savings which smartly styled Acco 




































Covers can conceivably save in ever-changing sales manuals, price lists and sales data. e Dem- 
onstrate Acco-bound. 2. piece covers. They combine bound-book compression with loose leaf economy and convenience. 
Write at once for sample and prices. 
ACCO PRODUCTS, INC.. 39th Ave. & 24th St., Long Island City, N. Y. 
For MORE 
and BETTER Business —— 
——— — oon a é 
Readers of Office Appliances | for oN 
\ ‘ FILE 
have a constant source of ; FOLDERS 
useful ideas. \' outers ian 
The journal contains thoughts “i ae 1 STS.et 
that many identified with office \ Qe 
‘ as ao 
equipment can use to advan- 9 easve: 
tage. It is a common meeting r | L b L E R K COLORS 
BUFF 
place for the exchange of [ | K F T H F M edie 
worth-while information. CHERRY 
SALMON 
Superdex Roll Labels, perfectly perforated, GREEN 
If _— want more and better carefully and evenly gummed, make the file MANILLA 
business, you can profit by a clerk's job easy. Color signalling is facil- BLUE 
—_ ° . itated with eight different paste! colors. WHITE 
subscription to Office Appli- Made by full automatic machinery, they are 
ances. Domestic rates are $2.00 oe ey. 
" Here's a great “buy” for the money. Priced 
a year, two years for $3.00; to meet competition. Priced to make money 
Canada, $2.50 and $4.00; For- for every dealer. 
eign, $3.00 and $5.00. 
g THE WARSHAW MFG. CO., INC. 
THE OFFICE APPLIANCE co 1 MAIN STREET, BROOKLYN, N. Y. 
5: GUIDES INDEX CARDS FOLDERS 
20 North Wacker Drive Chicago, U.S.A. PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
RE ET 
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Hank of England Chairs “HBread-and-Butter™ 
Sellers for Office Equipment Wealers 


Because they go well in any 
kind of office . . . because the 
styling is staple . . . office fur- 
niture dealers consider these 
Bank of England chairs as 
their “bread-and-butter” sell- 
ers. What’s more they'll fit 
into almost any scheme of 
office decoration. Your cus- 
tomers will like these chairs 

. their new silent swivel 
chair mechanism and the rub- 
ber bumper. Write today for 


descriptive material and 





prices. 


No. 6710 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 








a 





PRACTICAL FOR HOME USE... 
ALMA No.20-M <i 
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. a desk for those young stu- 


dents at home. 
—for the efficient housewife. 
—for office receptionists. 


—for the useful Christmas Gift. 


A handsome desk of sturdy quality 
and practical dimensions. 


ALMA DESh COMPANY, HIGH POINT, N.C. 
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industry, merchandising and the consumer, and its de- 
cisions therefore will reflect a sound knowledge, as 
well as a true perspective of the packaging industry. 

The following represent the board of judges: Miss 
Barbara Daly Anderson, director of the Parents’ maga- 
zine consumer bureau; William M. Bristol, Jr., vice- 
president of Bristol-Myers Company; James M. Mathes, 
president of J. M. Mathes, Inc. and George R. Webber, 
in charge of all package development activities for 
Standard Brands, Inc. 

The current competition closes on January 6, 1941. 
Major winners and honorable mentions will be an- 
nounced in the March, 1941, issue of Modern Packag- 
ing. 

2 
NEW ENGLAND TRAVELERS NOTES 

The last golf game of the season was played at Nor- 
folk on September 26 after being postponed for one 
day on account of bad weather. Jim Towhill was host 
and was responsible for a capital turkey dinner which 
won the unanimous acclaim of everyone present. 


* * x 


Ed. Little, of the Edmund Little Company, Haverhill, 
is back on the job following a serious operation. At 
present he is only doing part time work until he has 
fully passed the convalescent stage. 


* * * 


The Smith Office Equipment Company, Fall River, 
is at work on a complete remodeling job of the store. 
When the work is completed the establishment will 
have available more than fifty per cent of its former 
floor space. 

* * * 

Among other firms which have completed remodel- 
ing or redecorating of their stores are the following: 
Maher’s Book Store, Laconia, N. H.; John T. Fletcher, 
Bellows Falls, Vt.; Brown & Saltmarsh, Concord, N. H.; 
Philip Morris & Company, Nashua, N. H., and the Pic- 
ture & Gift Shop, Bangor, Me. 

* * + 

The club extends sincere sympathy to the family of 
the late Frank M. Lally, who died September 23. He 
was considered one of the old time stationers of New 
England but had not been active for some time, hav- 
ing sold his business in Woonsocket to J. C. Byrne. 

a x * 

Harper W. Poulson Company has recently moved to 
new quarters at 547 Boylston street, near Copley 
square. The building in which the company was for- 
merly housed is being torn down. 

- « * 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official house organ of the 
New England Travelers Club. 


*—-< 
BRYAN LAUNCHES CUSTOMER CONTEST 

The E. M. Bryan Company, stationery and office 
supply house with three stores in Washington, D. C., 
has recently opened a clever contest by which its local 
customers are eligible to win a number of valuable 
prizes and at the same time are urged to visit the 
stores. 

To enter the contest the customer is obliged to secure 
a blank upon which are written the following words: 
“If I were a stationery or office supply salesman I 
would ....” The contestant then gives his or her 
idea of the various qualifications a salesman needs 
to attract business. The task is made easier by a 
number of hints on the contest blank, such as: “How 
have they (the firm’s salesmen) impressed you? Why 
would you buy from one and not from another? What 
factor would you give most consideration—price, quali- 
ty, service, salesman’s personality?” 











A New Gift Suggestion for Executive Desks 


BOOK ENDS 


WITH “PLUS SERVICE” FEATURES 


@ Book Ends hold 
pencils, letter 
opener, ruler, etc. 
Pen stand and 
clock stand if 
desired. 


Patented Desk 
Organizer—Econ- 
omizes on desk 
space—keeps es- 
sential desk tools 
in one place 
within easy reach, 


@ Streamlined plas- 
tic form and rich 
beauty make it 
ideal for both of- 
fice and home. 


@A perfect in- 
dividual or cor- 
poration gift. 


Priced to meet to- 
day's market. So 
don't delay — write 
now for full inform- 
ation. 





DOLGORUKOVY MANUFACTURING COMPANY 


2556 Union Guardian Building 


Detroit, Michigan 

















“WKREILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8S. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 


All parts machined fzon: bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 








United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


| 1728-1736 Burnet Avenue Syracuse, New York 
' 
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INKED RIBBONS 
FOR 





Typewriter 
; Adding Machine 
Bookkeeping '" 
: Billin ” 
Time Clock 
Time Stamp 
Addressograph 
Multigraph 
Cash Register 
Tabulating 








U. S. Typewriter 


Filbert at Tenth St 


Investigate the 
. the line that repeats! 


ARE YOU FAMILIAR WITH THE 


ee 9 
COMPLETE is, S. LINE? 
Made Right—Priced Right 


CARBON PAPERS 
FOR 


ewriter 
ling 
Elliote- Fisher 
Hectograph 
Fanfold 
Pencil 
One-Time 
Tailor Rolls 
Pen 
Etc. 


“U. S.” Line 


Samples and prices are yours for the asking! 


Ribbon Mfg. Co. 


Philadelphia, Pa. 























RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


* 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
ing the styli in actual 
size and color. 








} Z 
) x 
: ‘ STYLI TIPS ane 
j ¥ CADMIUM-PLATED 
| THE TECHNYGRAPH, TECHNY, ILL. 
I 
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DEFENSE WORK SPURS OFFICE FURNITURE AND 
MACHINE SALES IN TEXAS 


Sales of desks, typewriters, office chairs and similar 
business equipment have taken a sudden surge in San 
Antonio, Tex., headquarters of the Eighth Corps Area, 
U. S. Army, as hundreds of young men are brought in 
for military or aviation training. 

There has been an acute shortage of certain type of 
desks, one dealer reporting that he had wired five 
different companies seeking immediate delivery, with 
only one of these giving any encouragement. This firm 
reported stocks in New York and Chicago, with dealers 
in these communities being given priority rights. 

Typewriter firms and branches report heavy sales to 
Fort Sam Houston, Randolph Field, and other posts, as 
do firms specializing in calculating, adding and com- 
puting machines. One dealer reported delivery on sixty 
portables and 100 standards; another of forty stand- 
ards and fifty portables; and still another reported 
similar sales with an order for fifty machines awaiting 
factory delivery. 

Sale of miscellaneous office supplies and equipment 
is keeping pace with business machines and furniture. 

BCR. 
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Houston, Tex.—The Brewington Typewriter Company, 1213 Prairie avenue, 
has completely remodeled the interior of its store. The firm carries a 
complete line of Remington, L. C. Smith, Underwood and Woodstock 
standard typewriters, and Corona, Remington, Royal and Underwood 
portables. During August and September the company’s local advertising 
stresses portables for school use.—ADR 





New York, N. Y.—It was learned recently that Norman Salzman and 
Bernard Singer, co-partners doing business uncer the trade name of Abalon 
Typewriter Company at 140 West Forty-second street, have dissolved their 
partnership, and that Mr. Singer will continue the business alone No 
change in name or location is contemplated. 


Portiand, Ore.—Charles Henry, who has been with the Underwood Elliott 
Fisher Company branch for over twenty years as shipping and stockroom 
lerk, realized an ambition of long standing when he recently went to 


San Antonio, Tex., to pay a lengthy visit to his mother. He returned 
with many glowing reports of the Lone Star state but the peak of his 
descriptive effort was: “They still grow the biggest watermelons in the 
world for a nickel.’’-—-ATW 


Salem, Ore.—Combining business and pleasure, R. W. Land, sales agent 
for the Underwood Elliott Fisher ¢ mpany office here, recently enjoyed 4 
novel and diversified trip. He went East where he purchased a 
2ew automobile and then drove to Florida via New York and Washing- 
ton, D. C. Then he shipped the car to Havana, Cuba, where he attended 


the Lions’ international convention as a delegate and made a number 
of interesting side trips He returned home by way of New Orleans, 
Los Angeles, and up the Pacific Coast ATW 


San Francisco, Cal.—The Business Equipment Company, operated by 
Martin L. Shenk at 517 Market street, recently added typewriters to 
their lines of office merchandise, and the quantity of machines they have 
as a beginning all in tiptop shape for merchandising, is enough to cause 
the uninitiated to start with surprise. The company also has the agency 
for the R. C. Allen calculating machines for the northern California 
territory. These are furnished by Allen Calculators, Inc., 22 East Fortieth 
street, New York. It’s a deep store stretching back from the street, 
with lots of space and well filled, largely with R. C. Allen machines, but 
supplemented with reconditioned numbers. A mezzanine holds the over 
flow; and a basement under all holds a flood of typewriters reconditioned 
for merchandising, and a lot of other machines being put into perfect 
shape for the merchandise floor.—SS 


San Francisco, Cal._A. J. Kartous, manager of the Dallas, Texas 
branch of the Ames Supply Company, accompanied by his wife, after 
visiting the Los Angeles agency, recently continued their trip to this 
city. Here Earl W. White, manager of the San Francisco branch, was 
pleased to show them around, taking in the Fair before its close, and 
touring other points of local interest. 





ee MACHINES 


per {i.—Word was received last month that the National Calculator 
Company, 537 South Dearborn street, has changed ownership, its name and 
low ation. The firm is now the Adding & Bookkeeping Machine Service 
and is located at 531 South Dearborn street 








OTHER MACHINES 


Fayetteville, Ark.—A group of accounting machines valued at more 





than $10,000 has been installed in the University of Arkansas here for 
in student training by the International Business Machines Corpora 

The course is being given | Professor W B. Cole who spent a 
erable amount of tir the I. B. M. plant to master operation 


if the accounting m achines. ADR 
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AMERICAN SPEED SET 
MACHINES 


NUMBERING 


American SPEED SET Model 43 on Special 
Platform for Bank Numbers. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y 
BRANCH— 105 WEST MADISON STREET, CHICAGO, ILL 








300 New :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
| seeing the things in Office Appliances. Many readers 
| say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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SOLD BY LEADING DEALERS EVERYWHERE 


« 


phys 


# 


436 W. Pico Blvd., Los Angeles, Calif. . 
617 Commonwealth Annex, Pittsburgh, Pa. 


ILO HARD 








Doing a good job — 
of not going anywhere! 








That is the job that we ask of our new 
Feltex Desk Pad base and the job 
that it does. 















We are sure YOU will 

want to learn about this latest 
of innovations in Desk Pad bases. 
Won't you drop us a line and let us tell you the 
advantages of this new backing that keeps 
your desk pad from slipping? 


G. J. Aigner Company 


503 South Jefferson Street Chicago, Illinois 
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“MEMORY MASTERPIECES” 
USEFUL 
| DIGNIFIED 
| ECONOMICAL 


Chel Gifts for All ¢ ae 






No. 436—"HANDY” 
Weekly Memo Calendar 
Brown Fabricated Leather 

Retails at 40c 
(No. 434—*DESK-PAL”’) 
Embossed Paper Cover 
at 25¢ 


Write for circular illustrating the many items for retail 
or for advertising use 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


“MEMORY MASTERPIECES” 


REG. U.S. PAT. OFF. 


AURORA © + e ILLINOIS 


i DAN qi] 
1 
Liu N uae 
A Time-Sever on any form which requires ene of more carbesn copies 
~ “> 
“ vg QUALITY . .. We furnish only the best materials 
fe Yo ond workmanship. Each order is handled sepo- 
a rately ond is produced to meet your specific 
, requirements. 
fp SERVICE . . . Delivery con be made in 30 days 
— or less on most orders. Lithographic plates ore 
) 4 filed and re-orders ore handled immediately 
PRICE .. . Modern equipment, combined with 


efficient management, makes it possible for us 
to quote exceptionally attractive prices. 




























R. A. TAYLOR & CO. 1317 Ethan Ave. cincinnati, Ohio 











HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 


BEACH’S 


"Common Sense" 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred 
Our usual discounts to 
dealers. 

The same quality. 
The same convenience. 


The same ample space for 
records. 


Send for a sample. 


Detroit, Mich. 
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Yous PROBLEM ctacture ot 
STENCIL PAPER 
CARBON PAPER? 


An all-including service and consultaton on 
Processes, Improvements, Development, Re- 
search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 





NO! 


is a two letter word for 
less profit. 


Don’t “NO” the new 
Allied ribbon and car- 
bon sales plan. 


ALLIEN 


CARBON & RIBBON MFG CORP 


165 DUANE ST. 
NEW YORK, N. Y. 





Write NOW 


for details 
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CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 
A wide range of stock forms for record keeping in banks, insurance 


companies and commercial institutions. A complete line at attractive 


prices. 
Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 














) 7 
¥ , 
Mura-ocoatso 


DRY STENCILS 











SATISFACTION 


True test of quality is the satisfied users BARCO Dura-Coated 
Dry Stencils will secure. Stock them fer your schools this year 
and increase your stencil business. Let your customers com- 
pare performance. Their satisfaction will be your guarantee of 


profit. Order Today! 


EARL M. BARKER & COMPANY 


311 LAURA STREET * JACKSONVILLE, FLORIDA 
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RIBBONS AND CARBONS 


St. Louis, Mo.—Formerly located at 411 North Tenth street for a con 
siderable time, the Ultra-Copia Products Corporation, makers of ribbons, 
carbons, pencils and stenographic and duplicating supplies, has recently 
taken a lease on premises at 1602 Locust street and is scheduled to move 
into the new quarters about November 1. The new premises will give 
the company 5000 square feet of space and will permit a substantial expan- 
sion of stocks and service facilities. The change of address was announced 
by H. C. Booth, secretary-treasurer of the corporation. 














STATRO WE 2S 


Alameda, Cal.—Chapin’s is the name of the new store opened at 2315 
Central avenue by James A. Chapin, a stationer of long experience. Mr 
Chapin has modernized his store in every detail; and is presenting complete 
lines of office supplies, school supplies, social stationery, fountain pens, 
ete SS 





Bloomington, ind.—J. 0. Henderson, owner of the J. O. Henderson Book 
& Office Supply Company, has opened a branch store at Bedford to serve 
that town and surrounding territory A member of the local store is to 
operate the new establishment. 

Cleveland, Ohio.—The Huron Office Equipment, In as recently been 
incorporated with 250 no par value shares. Incorporators are Robert 
Kaplan, Albert Ruthenberg, Abe L. Grossman and Robert Kaplan. The 
company will deal in office equipment and supplies 


Faribault, Minn.—J. T. Beltz has recently opened a new stationery and 
office supply store here under the name of Joseph T. Beltz & Company 
rhe store, in which both Mr. and Mrs. Beltz are actively interested, car 
ries a complete stock of supplies, equipment, books and greeting cards 


Grand Rapids, Mich._-The Economy Office Supply Company has leased 
the second floor of the Leonard building, 21-31 North Ottawa avenue 
where the new quarters will give them approximately thirty-four per cent 
nore space than their present locatior he company was formed in 
1935 by J. C. Oom and 8S. C. Herrera and has experienced a rapid and 


steady growth ever since Alterations on the new premises will be com 


pleted about November 20, enabling the firm to move about that date 
Portiand, Ore.—Two men prominently identified with the stationery busi 
ness in Portland were recent visitors Wash., where they at 
tended the Pacific Northwest conventior f the Marking Devices Asso 


n Seattle 





ciation rhe two are Harry Rogers, Harbord-Rogers { any, and Floyd 
Worthen, the Kilham Stationery Company. The convention was held or 
October 5 and 6 ATW 

San Francisco, Cal.—The Schwabacher-Frey Company has enlarged its 


carbon and ribbon department, with Al Nippow and Denny Moore in 


charge SS 


San Jose, Cal.--William S. Powell has purchased the 5. G Winch Book 
& Stationery Store. This has grown into one of the finest stores in the 
city. Mr. Powell started with the store twenty years ago in the capacity 
of delivery boy. He has now taken it over because the owner has decided 
to retire from business.—SS 


Santa Ana, Calif.—The stationery and office equipment firm known as 
‘Dennis, Printers & Stationers,’’ and owned and operated by Carlyle Dennis 
has recently moved to new quarters at 207 North Main street, where 
onsiderably more space and facilities are available. On Saturday, October 

Mr. Dennis held open house and, assisted by his entire staff, playe 


host to a large number of friends and well-wishers who entered the store 
1 tour of inspection. 


Santa Cruz, Cal.—The new Wright Stationery Store & Office Supply Cor 
pany, which was opened last nth, started in a progressive way by being 


the first to provide fluorescent lighting for the store front 


Toronto, Canada.—The Index Card Company and Saunders-Frederick 
Ltd., on September 30 moved into new quarters at 144 Front street, W 
where much larger premises will enable the firms to manufacture and ware 
house their merchandise in one central location. 

Youngstown, Ohio. The Youngstown Venetian Blir 
neorporated with $5000 authorized capitalization by Paul I Booth 
Clifford R. Paisley, and Harry Deutsel AK 


d Company, has been 








PENS AND PENCILS 





San Francisco, Cal._(. L. Frederick, vice-president of The Parker Per 














Company, was visiting the loca 1 for a few « recently He 
flew to San Diego and Los Angeles. Carl E. Priest, west division sale 
manager, has just returned from an extensive trip over his wide territory 
He presented sound pictures of educationa ilue in the pen business 
in forty-five ities Thousands attended and he found dealers all over 
the territory very optimistic.—sS 
San Francisco, Cal.—W. K. Swenson, in charge of the | tt f th 
Sheaffer Pen Company, reports that sales for the months 
and September have topped their past records for those tw 
In addition, they are arrving ar nusually heavy back ord 
ers everywhere are optimistic, and the ff ty now seer 
to be to get the erchandise as fast as needed.—SS 
Canton, Ohio.—The Berger Manuf f the Republic Stee 
t tra for eta 





Corporation has been awarded a 
ckers, totaling $63,085 AK 


Toledo, Ohio.— John F. Desmond, of The Toledo Meta 
pany, has been named a member tl foreigt ace 
Toledo Chamber of Commerce AK 


CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 


and carbon proposition you 





can turn into real profit. You 





can always count on our co- 


operation. 


| EXCLUSIVELY for 
DEALERS “ STATIONERS 


| 
Complete details on request | 
| 
| 








ALLEN & COMPANY 
CEPT. m 
11-13-15 Vandewsater St., 
New York, N. Y. 











You Come Away 
With an Order 


WHEN YOU 


Show this Card! 











THE 
Peo! HANDY 
we SAMPLER 


: a. iiaveal 


CONTAINS ACTUAL SIGNALS 





This handy card contains a representative assort- 
ment of Cook's Stainless Steel File Signals in 12 
standard colors. A type for every filing and record 
keeping need. Easily detachable for examination. 

A “catalog” the size of a double postcard. Sales- 
men everywhere like them and use them. They add 
little to your kits and much to your profits! No 


charge to the trade. How many? 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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R emem b ey ! 


OFFICE APPLIANCES 


They Correct Mistakes in Any Language 


Weldon Robeud &nanwus 


THE World's Quality Standard 


Customer 
elstie lasted 
brings profitable 
repeat sales. 


WELDON ROBERTS RUBBER CO 


Grippit's package fits the hand, is easy to see on a Cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
. It is Peelable, 
. Write 


clean . . . Grippit never wrinkles paper . . 
Waterproof, Transparent, Stainless, Non-inflammable . . 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetie 


. ae - 
. “ 





88 STYLES 
for all 
consumer 


needs. 


NEWARK. NEw JERSEY, U. S.A 











DAISY WIRE LETTER TRAYS 
THE KIND THAT REALLY SELLS 

See ees 

iiee* eee a, 


se 2aly, 
RES -_—-_ 

















Rubber Feet. 
Packed 1 dozen or more in 


Made of No. 16 wire. 

Top rim of No. 12 wire. 
Finished in green lacquer. 
Size 10 x 14 x 3 inches. 


shipping carton. 
Shipping wgt. per gross 100 
pounds. 


Manulactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 














Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *teccucynnnt'ys 

















Put A SENTRY 
| SAFE on Duly 


and you'll be providing dependable, 
new-safe protection at a used safe price 





INSIDE DIMENSIONS: 15° x 12” x 12% 
WEIGHT: 245 Lbs. 1-Hour Protection 


only *35 List 


DEALERS: You can make quick profits on this lower 
é priced sate Many exclusive territories open. Write & 


RUSH PUNNETT wwe 


545 WEST AVE. > ROCHESTER, N. Y. 











NEV-R-KURL 
A “CLEAR-PRINT” PRODUCT 


U.S. PATENT 
No. 160088 


THE ALL PURPOSE 
CARBON PAPER 
oy a -18), 


Lint 
White For Sample 


FEATURE —_ 


DHILUPS PROCESS COI. 


194 Mill Street Rochester, N.Y. 
J —L.A-PHILLIPS President 


PRODUCTS 


WOOD STAMP 
PADS 


TYPEWRITER 
RIBBONS 


Ton gelel-7\4" 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke Systems, Inc. chicese, i. 














i 
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The New 


The only one of its kind on the market. 


PRINTS 4000 CARDS PER HOUR 


Prices ranging from $9.90 to $19.50 
DEALERS and SALESMEN SOLICITED 


LIBERAL DISCOUNTS. PROTECTED TERRITORY 





NOW ONLY 
AUTOMATIC POSTCARD PRINTER 1 49° 


Including 
Supplies 


Feeding Arrangement entirely mechanical and feeds 
from the bottom of ecards. Perfect registration. 


Also other models in Automatic acd) Hand-Feed Postcard Duplicators. 





MANUFACTURED BY 


THE ORTHOGRAPH CO. 


406 S. MAIN ST., LOS ANGELES, CAL. 











Scientifically brush 
moistens gummed surfaces 
for tight, solid adhesion. Safer 
cleaner, more sanitary 
This model has generous 3” brush that 
properly moistens larger envelopes as well as 
regular office size Nickel plated, enameled 
Hot-dipped galvanized, rust proof tank. Low retail 
price. Dealers write for generous discount on this and 
other sizes 


Manufactured by BETTER PACKAGES, Inc., 

















Sole Distr. A. W. KELLOGG SALES Cco., Waltham, Mass. 


Shelton, Conn 


A difference of opinion may 
exist about automobiles, radios, 
clothing, ete., but when it 
comes to drilling holes for 
binding in paper pads, file ecar- 
ben copies, magazines, leather 
or fibre samples, ete., you can 
recommend TWIRLIT without 
qualification. 


Drills 1 5 0 Sheets 


(a half inch thick- 











TWIRLIT 


iT! 


ness) at one op- 
eration, noiseless. 
ly, smoothly, eas- 
ily! Order your 
demonstrator to- 
day: illustrated 
folder and full 
details will be 
sent along. 


Mitchell Binder Co. 


113 Bower Ave., Hagerstown, Md. 


$7.50 
list 








MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 





PARTS .:.. 


CASH REGISTERS 








DEALERS—Write for Catalog 








CHICAGO CASH REGISTER PARTS CO. 
3843 Lincoln Ay. Chicago, Ill., U. S. A. 














| Yowr QUESTIONS 
| ANSWERED free 


Subscribers to Office Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to ofhce equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price 


i 
| 


| The Office Appliance Company: 20 North 
| Wacker Drive, Chicago, U. S. A.::::::: 




















Cppercfow PEN SET 


RETAILS Feature this popular set, packed in an 
UNDER attractive holiday box for Xmas trade. 

. » +» “The Pen That Never Fails.” .. . 

$ 00 writes complete letter without redipping. 
No tip, no spill, ne leak. Write for 


prices and dealer's franchise. 


Unconditionally Cuaranteed 


Cyonefior CORPORATION 


1810 DIVISION AVE., S. GRAND RAPIDS, MICH. 
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Nation's Income Ur * 


Two Billion Dollers! = ff 


Are YOU Sinden f 
Your Share? F 





if 
¢ 
LET CROWN ad 
Show You How fe v4 YOUR SALES! 
¢ 





Drop Us a rd fe r Complete 
Details an =} Ser ple 


Crown Ribbon & Carbon Mfg. Company 





63 Halstead St., Rochester, N. Y. 








/MYAYAVAYAYAYAYAYAYAYAYAYAYAYA’ AYA’ AY AVAYAY AYA’ AYAYAYAYAYAYAYAYAYAYAYAYAYA * 


REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 


NEW CATALOG No. 6 with pictures of 
over 400 parts 


MECHANICAL INFORMATION 


Write: W. J. McCormack, formerly of 
Burroughs Service, 16 Years 


CLOYES GEAR WORKS 


17214 Roseland Rd. Cleveland, Ohio 


VAYAYAY) 


Ee NIN IN IN IN IN IN IN IN IN INN IN IN IN IN IN INI IRIN IN IN IN INNS 


poppet RDN IN IN IN IN IN IN IN SII IN INN INN 


ALLEN W WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 


OFFICE APPLIANCES 


Dealers — by selling the — original 


TRAOT MARK BIG USA 


CELLULOID 


INDEX TABS __ 


OF MATERIALS, 
WORKMANSHIP 
AND PACKAGING 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 








Loose-leaf envelopes, punched; card-cases, any 

size; menu covers; factory record protectors; tag 

holders; bill-fold envelopes; stamp containers, etc. 

o\ Made of acetate (flame resistant) transparent cel- 

ty : = \ylose. We build to fit your particular need. Write 
pe us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 













TRU-RITE 


ALL THAT THE NAME IMPLIES 
INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 

















ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 





and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 


oe 
res 

| ing and Library Ladders. 
f \ Write for literature and 
| 8 prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 

















SED ol 
cia aaa 7 : 


Sn, 


Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange. N.J 
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More Users, Faster Sales, Bigger Profits 


MOORE Mapetachs 


P Alwaysa steadyseller,withfrequent COLORS, 
Fe € E e repeats, but today one of the fastest SYMBOLS, 
moving items in the stationery & SIZES 
od oe store. Youcanmakethattrueinyour FOR ALL 
Compact. Handy. Store,too.Simplydisplaytheattrac- MAPPING, 
tive MOORE Cabinet...then CHARTING 
watch sales and profits climb. You & OTHER 


may have one FREE. Just send an NEEDS 
order to your jobber for 5000 
™ assorted MOORE Maptacks. 


Nationally advertised. Order today. 


11] MOORE PUSH-PIN CO. 


113 Berkley Street, Phiia., Pa. 
Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 



















STEEL HINGE 
RING BOOKS 


¥ 
| | AN } OS 


warens 


~il 








NATIONAL BLANK BOOK CO. 
Holyoke, Mass. 
CHICAGO BOSTON 


NEW YORK 
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THE HOME OF 
THE FAMOUS 
YELLOW BOX LINE 





OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 


NEW YORK CHICAGO SA . 
In Canada: BROWN BROS., LTD toronto ee” 




















T 


Chatfield & Woods Co 


Se 


L 


T 


When customers k comin 
back for more—you have 
something! 


I hat's exactly what happens when they get the habit 
one on Wiggins 





a 


+ of ordering business cards from you, 
Book Form Card Stock—which fits perfectly in a Com- 


New York City pact Binder. They zip out with perfect edges, and there 
Richard C. Loesch Co is no waste from pocket wear. 
Pittsburgh You will be business ahead if you insist on your 


printer or engraver using Wiggins Book Form Card Steck 
on your business card orders. Ask any of these paper 
merchants for samples of these cards or cases, or write 
to us direct. 


The John B. 


WIGGI NS Company 


Cincinnati 
he Chatfield Paper Co 
Detroit 
aman-Patrick Paper Co 


Grand Rapids 
Carpenter Paper Co. 


Houston 
S. Bosworth Co.. Ine 

St. Louis 1162 Fullerton Avenue, Chicage 
obey Fine Papers, In Book Form Cards Compact Binders 











“LE: B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N.Y. 
CADO CARD HOLDER e NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 








Step up your Filing Cabinets’ 
Business and | 
Profits | 


Featuring the New | 
“Glider” Line 

| 

| 


SS | 


of Steel Files 
with the 
Effortless Drawer 
Action | 
and many other improve- 
ments found only in the 
“Glider.” 
The “Glider” will be a 
revelation to your cus- 


tomer. 
e 


i 
Browne-Morse Company | 
\l| Muskegon Michigan | 

















YOUR customesDESERVE 





AND THE MORE “YOU SELL 


BETTER 
CUSTOMERS 


L. M. Bickett Company, Watertown, Wis., U.S.A. 


THE MORE YOU WILL HAVE 


















hle Line 
tat SELLS 


U Pk 


(<a 


BES. EST 





PAPER CEMENT 


AND ACCESSORIES 
Nationally advertised. 
Nationally used for every 
pasting and mounting 
purpose—clean—speedy— 
will not curl, shrink or 


“ae , ' wrinkle paper. Stocked by 
: leading jobbers every- 
where. 


Write for Dealer's List 
No. I 





Union RupBer € ASBESTOS Co 


TRENTON. NEW JERSEY 





eee 


a — 
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OFFICE APPLIANCES 





SPEED-MO STAMP PADS 


for the best of impressions 


This unique sponge rubber 
pad keeps stamps clean, and 
inks them fully and smoothly 
for perfect impressions. Out- 
wears, outperforms any other 
pad. Models for every use. 
Write for attractive dealer 
ofter. 


RIVET-O MFG. CO. 
92 Jason St., ORANGE, MASS. 
or Louis Melind Co., Western Rep.: 
362 W. Chicago Ave., Chicago, Ill. 

















U.S. PATENT 


MEMO PAL 


IDEAL PREMIUM-GIFT 
ITEM 

Panels especially designed 

for advertising message. 


+ 250 Feet of standard size 
ew machine roll paper 
x Sturdy Meta! Construc- 
tion. 
*« Mechanically Perfect 
Mechanism 
* Modern-Streamline 
Design 
* Crackle Finish— 
in black and 
green. 
« Bakelite 









{ Knobs 
Individually Order samples 
in Carton today 
Liberal Dealer 
Discount PREVUE-RADSELL CO. 
440 S$. Dearborn St., Chicago, t'! 











Close Up the Sales Gap 


There is a big gap in your type cleaner 
sales when you compare them against the 


number of typewriters in use by 
your customers Let Clarotype 
show you how to close up this 
gap—how you can get 75% of the 
potential type cleaner sales 

your territory Write today 

details and profit possibilities for 
your store to Clarotype Co., Inc., 


16-M Hudson St., New York City 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





HAVE YOU SEEN IT?? 
The Managerial File 


by Northwest 

A BIG SELLER FOR YOU!! 
Fall-a-way top 
“Elevating” upper drawer 
Ball-bearing rollers 
Satin finish bronze hardware 
Lock: and rubber-wheeled casters 
Efficient—Dependable——Serviceable— 

Attractive 
Priced low; YOU can sell many! 
Write for full details, NOW! 


TRY OUR 4 BALL-BEARING ROLLER 
TRANSFER FILES. 


Northwest Metal Products Co. 


1337 E. Mason St., Green Bay, Wis. 


SOC ee ee 






















STENOTYPE SUPPLIES 


STENOTYPE PAPER PADS 
STENOTYPE RIBBONS 


Also Supplies and Accessories for All Models 


Orders shipped day received. 
WRITE FOR LATEST PRICE LIST. 


THE STENOTYPE SUPPLIES CO. 


220 E. OHIO ST. INDIANAPOLIS, IND. 








1) Full cabinet line 
(2) Wide price ranae 


3) Variety of finishes 


OFFERS-— ) Known 10 conumen 


5) Small dealer stock 


6) Good profit margin 
















For complete information write 


Lyon Metal Products, 
Incorporated 
LYON GENERAL OFFICES 
2811 River St. 


Aurora, Illinois 


District and Sales Offices 
in All Major Cities 


LY 
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Ideal BOOK RING 


THAT —e gy - _— 
for a purpose—to keep the rin 
cnn PE ggg ll — ways right side up. No need to bass 
psy and fumble to find the place where 
Seo the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-operat- 
Inside Diameters: ing and most eo neene ae | ring ever 
invented for perforat sheets or 
No. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or 
No. 0, % in. No.3,2 In. sheets to lie flat when open at any 
| Ne. Ol.t In. No. 4, 2% In point. The enlarged joint, nicely 
Ne. 4 “| N 6. “" rounded and smoothed, keeps ring 
® 1, 1% in, Ne 6,8 Im. ight side up in position to be in- 
Come alse boxed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. cheese fine Ave., 


A NECESSITY aa 


in every office 








































@ The amount of work 
you can turn out in a day 
depends upon your secretary. And 
upon your mail desk. 

To avoid that 5:00 o'clock bottle- 
neck at the mail desk get a Hanson 
Hi-Speed Postal Scale. It shows ex- 
act postage instantly—no weights to 
jiggle. Hairline accuracy. Built to 
last a lifetime. 


HANSON SCALE CO. 
525 N. Ada St., Chicago, IIl. 


RANSON SCALES 


RATHROOM TCHEN © NURSERY @¢DIET 









Hanson Postal 
Scale No. 1546 
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ZA STATIONERS 


Do You Sell 
BRITISH 
LEUODS ft? 





AMERICA 








If so— 
you will find our new 


quarterly publication the 


BRITISH STATIONERY 
EXPORTER 


of the utmost assistance and value as it con- 
tains a comprehensive display of the most at- 
tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below:— 


~---=--- SEND US THIS COUPON ----====, 


To F. W. BRIDGES LTD.., 

Proprietors THE BRITISH STATIONERY EXPORTER, 
9 Fryston Ave., 

Croydon, Surrey, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name " 
(Please attach your business card or letter-head) 


Address 


Date 
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THE S T f i lL TRANSFER CASE 
that STARTLED the Industry! 


— Now Improved — 
Biggest $3 Value of the Season 
— STOCK THEM and STACK THEM — 

Most Liberal Dealer Discount 


Write For Complete Catalog 


EFFICIENCY EQUIPMENT CO., INC. 
360 W. Superior St., Chicago, Ill. 











PRACTICAL GIFTS for 
UTILITY AND EYE APPEAL! 


Dealers — Include the 
VARAT line of Brief Cases, 
Zipper portfolios, ring 
binders and other leather 
cases in your gift line for 
the holidays! 

THE COMPLETE LINE 
WITH A CASE FOR EVERY 

CUSTOMER. 


FR 











Send 
for 
Catalog! 


Murray 
VARAT Co. 


114-124 S. Clinton St. 
Chicago, Ill. 


KK KKK KKK KKKKEKKK 


DR. SCAT 
for PROFIT! 


Cleans, Refinishes and 
Protects Typewriters 


DEALERS, purchase for your cus- 
tomers the Best product. 


No. 322 


SO a a oe 











For repeat sales and satisfied users, 
suggest to your customers DR. SCAT. 











Manufactured By 


DR. SCAT CHEMICAL CO.“ scrnassen- 


178 North Franklin St., Chicago, Illinois Beg- U.S. Pat. Of. 


2 oe eee eee ee teeta eee eee eee eee ooo oo oo 2 oo | 
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Guaranteed Rebuilts 


By “Universal” Are 


Attractively Priced 
Attractively Refinished 





for years and years of additional service 
° e . and satisfaction to both buyer 
and seller. 
When It’s 
VISIBLE RECORD REBUILT, REFINISHED 
EQUIPMENT and eggs eno 
Q an Kardex, Acme, Post 
OFFICE MACHINES Index, " Globe ‘Wern- 
icke and other s- 
Write, phone or wire ible systems in cabi- 


UNIVERSAL OFFICE | ets, pence ond book 
EQUIPMENT CoO., INC. Pi cto 
“The House That Confidence Built” Addressographs 


erly Now York City Dictatine Machines 


Cable—“Uniquip”"—New York Mimeographs 
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GET THE NEW 


LCD DOM) 


J... DIKON RITE - RITE 













gg 00 


RETAIL 


\f STEEL TIP 
EXTENDS 
"PROTECTS 








 raadlena Load 


There's nothing like this great new exclusive Dixon Rite-Rite pencil improvement. No 
pencil so sharp, none that does such neat, accurate work. . . . and with such ease. 
The scientifically designed stainless steel tip puts the lead out where you can see it, 
yet protects lead from breakage. Here's a pencil that puts the lead against the 
straightedge for draftsmen, that jots figures in small squares for bookkeepers, that 
makes clearcut shorthand for stenographers. . . . that writes fine for everyone. It's 
the pencil of the experts. Dealers, order now! 


RITE-RITE MFG. CO., i501 w. roux st, CHICAGO 


Subsidiary of Joseph Dixon Crucible Co. 






Groat for 
DRAFTSMEN 
BOOKKEEPERS 
STENOGRAPHERS 


and all 
yne 


AMERICA'S S/hanost MECHANICAL PENCIL 



























THESE NEW LETTERGRAPHS ARE 


UNQUESTIONABLY- 


QUALITY STENCIL DUPLICATORS! 


HECK these new Lettergraphs on any point—Price . . . Value . . . Utility . . . Per- 
formance .. . Appearance! Just think of being able to get full legal size, inside-inked 
rotary stencil duplicators at these amazing low prices! Among these new models you are 
sure to find one for any installation or price requirement. Through careful forethought most 
of the parts of these new models are interchangeable. Thus it is possible for a customer 
to later add an automatic feed to the hand feed models, an automatically inked cylinder 
to the hand inked models, etc., etc. They feature quality construction, attractive finishes 
and an abundance of gleaming plated parts. All are sold complete with initial supplies! 





pBeNDd- FED LETTERGRAPHS 
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THE HEYER CORPORATION « CHICAGO, ILL., ESTABLISHED 1903 
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PLAN FOR ALL OF THEM NOW! 


@ Holiday time is the best season of the year to promote the sale of Underwood 
Portable Typewriters ...a model for every need ...a price for every purse. 

Join the fast-growing group of progressive dealers selling the complete 
line of Underwood Portable Typewriters. These personal writing machines 
make excellent displays because they have eye and try and buy appeal. 

Stock up—get the complete line—and be prepared to benefit from the 
tremendous public acceptance of Underwood Portables. For it’s going to be 
another Underwood year. Note the Underwood promotions wherever you 
go—and start planning your Christmas profits now. 

Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 


ONE PARK AVENUE, NEW YORK, N. Y. 
UNDERWOOD... TYPEWRITER LEADER OF THE WORLD 














